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cHugh Praises, 


Scores Bureau Shackling Of 
Independents, Sees Possible 
Need Of Strong Legislation 


Donald P. McHugh, counsel of the 
enate anti-trust and monopoly sub- 
lmmittee which is investigating in- 
kurance regulation and competition, 
id tribute to local, independent 
cot in his talk at the annual con- 
vention of National Assn. of Insur- 
bce Agents in Chicago. 

However, after calling attention to 
e Cleveland, New Orleans, and Ba- 
on Rouge local board cases, he warned 
gat “agents’ associations today which 
hnduce or coerce companies to deny 
einsurance facilities to competitors 
bre risking prosecution.” 

Mr. McHugh also reiterated his sug- 
estion that a new approach to rate 
haking be considered in which the 
inctions of rating bureaus be con- 
ied to the gathering of statistics for 
he purpose of determining pure pre- 
ium only. This maximizes the role 
| competition in a manner hitherto 
msidered unfeasible. Some day, he 
d, an adventurous state legislature 
ay try this experiment. 

ant Only Equal Opportunity 


‘Those who petition the Congress 
* help,” he added, “seek only free- 
m to pursue an independent course 
action.” They want a regulatory 
tmosphere which offers free rein to 
hose Who want to make rates in con- 
ert but which permits equal oppor- 
ity to determine rates independent- 
y without being “shackled and ham- 
(CONTINUED ON PAGE 6) 





‘et National W eekly Newspaper of Fire and Caieilty Insurance 


Mich. Agents Meet 
At Chicago, Elect 
Dobson President 


The 1959 convention of Michigan 
Assn. of Insurance Agents was held 





W. T. Dobson 


in Chicago this week, the first time 
the association has met out of the 


F. L. Rogers 





A. E. Barnich 


state. ‘Meeting in conjunction with 
the annual convention of the national 
association, Michigan produced a con- 
tingent of nearly 200, or about 10% 
of the total NAIA attendance at Chi-+ 
cago. 

William T. Dobson of Ann Arbor 
was advanced from vice-president to 
president succeeding Archie E. Bar- 
nich of Cheboygan. F. Loren Rogers 

(CONTINUED ON PAGE 63) 
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fomments From The Scene On The 
ailure Of British Commercial 


By GEORGE H. MENEFEE 


‘| LONDON—If the failure of the Brit- 
fi Commercial came as a shock to 
Fmerican agents and brokers, it was 
qMainly no surprise to the well-in- 
\Prmed here in London. Several of the 
‘Pondon brokers with heavy premium 
lume in the United States have re- 
ised to give business to the company 
P' four or five years. 

There is a great deal of speculation 
f London regarding the effect the 
Pmpany’s failure will have on the 
y;*tican market. Almost all brokers 
4° resigned to an unfavorable press 
da howl from state officials and 
ners for more regulations of Lloyds 
“erwriters and British companies. 
These brokers seem too polite to 
int out that the American authori- 
* are not too favorably situated 
len it comes to regulations of British 
“panies. Certainly the market for 
merican business is very tight and 


growing tighter every day. 

In spite of British fears of a rash of 
restrictive legislation, it seems obvi- 
ous that any disservice to American 
policyholders lies principally with a 
relative few London brokers who did 
not advise their American correspon- 
dents that the risk was being placed 
with a company experiencing finan- 
cial difficulty. The responsibility lies 
equally with the American broker to 
determine the stability of the compa- 
nies being used. 


Consequences Of Retaliation 


The recent Radcliffe report on the 
“Working of the (British). Monetary 
System” points out that for a variety 
of reasons funds related to overseas 
business are nearly all invested in the 
countries where the business origi- 
nates. Punitive action against Lloyds 
or British companies in the line of 
restrictive legislation is likely to have 
serious consequences other than the 

(CONTINUED ON PAGE 5) 
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Paul Jones New NAIA President, Ellis V-P, 
Big Attendance At Chicago Meeting 


National Assn. of Insurance Agents 
at the annual convention in Chicago 
elected Paul H. Jones of Tucson presi- 
dent, to succeed Archie M. Slawsby 
of Nashua, N.H. Porter Ellis of Dallas 
was elected vice-president to succeed 
Mr. Jones. The newly elected member 
of the executive committee is Peter 
J. Walsh of Denver. 

Registration at the convention was 
only slightly less than 2,000, which 
was considered excellent in view of 
the pressure on commissions in re- 
cent times. The registration and at- 
tendance at the sessions also indicated 
that the NAIA annual has not lost its 
pulling power as the star attraction 
of the year for the industry’s largest 
organization. 

Considering the strain on company- 
agency relations in the last few 
years, it was interesting to note that 
after declining somewhat for three or 





Attention Focused On 
Fund Raising At 
Ad Briefing Session 


No longer, it seems, is fund raising 
to play a secondary role in the national 
advertising plans of the National Assn. 
of Insurance Agents. An _ intensive 
briefing session on the 1960 ad cam- 
paign for state secretaries, other offi- 
cers and advertising committeemen 
proved that the NAIA has learned 
some basic facts of advertising life. 

At the briefing, conducted by W. H. 
Anderson of the NAIA advertising 
staff and Dave Johnson, Pensacola, 
chairman of the advertising fund rais- 
ing committee for the 1960 campaign, 
mechanics of getting the money to 
pay for the program took precedence 
over presentation of the campaign it- 
self. 

Seven pages of detailed instructions 
were distributed showing step by step 
mechanics and time schedule to be 
followed, state by state, in announcing 
the plans for 1960 and making sure 
adequate pledges are secured. 

Fundamentally, the fund raising 
procedure is that followed so success- 
ully by the Florida association in 
1959 when that state group reached 
110% of its quota. To prove that the 
plan is still working, Neil Coates, 
Miami, president of the Florida associa- 
tion, submitted a check from his as- 
sociation for $17,790—over 25% of the 
quota for 1960—to kick-off this year’s 
efforts. 


four years, the number of company 
hospitality suites rose almost to the 
old time level this year. 

The program was a good one for the 
audience and _ attracted company 
people as well as agents. Between 
opening and closing headliners—Drew 
Pearson, Washington c orrespondent, 
and Donald P. McHugh, counsel of the 
Senate anti-trust and monopoly sub- 
committee—there was a _ judicious 
mixture of talks and awards, with the 
National Board of State Directors get- 
ting into the details of association and 
agency business. 


Emphasis Is On Ads, Sales 


The big emphasis this year was on 
advertising and sales, indicating that 
agents, as are their companies, are 
interested in meeting their current 
competitive problems. The surprising 
thing about this is, of course, that the 
selling organization of the business 
has never before so strongly empha- 
sized advertising and sales. It is ap- 
parent that this stress is going to be 
maintained by NAIA in most of its 
activities as well as conventions. 

Florida won so many of the awards 
—Sparlin cup, Bowen public relations, 
fire safety, highway safety, Califor- 
nia mileage—that there is some talk 
that that association will have to es- 
tablish an award which it cannot win, 
in order to give the other states a 
chance. 


Battles Gets Woodworth Award 


Robert E. Battles of Los Angeles, 
past president of NAIA, was awarded 
the Woodworth memorial for the most 
outstanding work for insurance the 
past year. Michigan won the Des 
Moines attendance cup and Wichita 
the Walter H. Bennett memorial 
award for excellence in local board 
activities. The Connecticut member- 
ship cup went to Illinois. 

With the disappearance of the re- 
gional fire organizations, the territo- 
rial conferences apparently will be- 
come delegate bodies to provide a con- 
tinuing vehicle for handling the con- 
ferences with company people, and 
the convention type annual meeting 
replaced by a one-day business ses- 
sion. 

Although there was general satis- 
faction with the NAIA advertising 
program and its continuance was ap- 
proved, there were several complaints 
and topics of debate, particularly at 


(CONTINUED ON PAGE 8) 











HteNATIONAL 





INA Analyzes Market, Develops 
Model Coverage Plans For Agents 


By JOHN N. COSGROVE 


This is another in a series on insur- 
ance company marketing developments. 


Nowadays, new marketing setups in 
some agency companies are making 
news. North America made it long 
ago—in 1952 when John A. Diemand, 
president, established the business de- 
velopment department to coordinate 
and accent the production activities of 
the companies. 

The unit has been succinctly de- 
scribed by Richard G. Osgood, vice- 
president, who heads it. He has noted 
that it is the counterpart of the agen- 
cy department maintained by many 
property and casualty insurers and is 
the equivalent of the sales depart- 
ment of a manufacturing concern. 

“Our duties fall into two major 


categories,” Mr. Osgood explains. “In 
the former, we are charged with the 
responsibility of merchandising the 
company’s products through a salaried 
field staff to independent agents and 
brokers. This includes the develop- 
ment of sales methods, the introduc- 
tion of new products and facilities and 
the general stimulation of lines of 
business to meet the balanced book 
specifications of the various under- 
writing departments. Production cam- 
paigns are conducted from time to 
time when there is an indicated need 
for special emphasis. Also, the re- 
sponsibility of the business develop- 
ment department is the broad assign- 
ment of agency relations.” 

Included in the department’s ad- 
ministrative duties are the recruiting, 
training, assignment and general su- 
pervision of production personnel, es- 


tablishing production objectives and 
quotas for each service office, and an 
expense budget. 

Thus, INA, the advocate of pack- 
age policies, also wrapped up its mer- 
chandising activities in one effective 
unit, long before the current hue and 
cry for the need of streamlined sales 
organization was heard. 

Reference to the group’s annual re- 
port in recent years illustrates the im- 
portance of this unit in the operation- 
al scheme. The business development 
department is invariably the first sub- 
ject discussed in the general review of 
the year. This fact illustrates the 
tone and philosophy of the organiza- 
tion. Primary emphasis is on sound 
growth. 

In line with this pattern, when 
Life of North America was organized 


(CONTINUED ON PAGE 38) 





NAIA Educational 
Program Under Way 


The educational publishing venture 
of NAIA, for several years the major 
goal of education committee chair- 
man J. Norvell Trice, Richmond, Va., 
is finally underway. Mr. Trice, pre- 
siding at the NAIA educational break- 
fast, said the first publication of the 
new series, An Introduction To Prop- 
erty and Casualty Insurance, by Dr. 
Curtis N. Elliott of University of Neb- 
raska will be off the press early in 
1960. 

The education program, as visual- 
ized by Mr. Trice, consisted of three 
phases. First, he felt that text ma- 
terial would have to be prepared from 
“scratch,” from “the agent’s point of 
view.” Then’ top-flight insurance 
authors had to be engaged to write 
the material according to the desires 
of NAIA. Finally, the material had to 
be published, promoted and used. The 
final step, he said, is about to be 
taken. 

Once the new production program 
gets under way, three or four new 
volumes should appear each year, 
Mr. Trice predicted. A second manu- 
script is nearing completion now. 

Dr. Elliott spoke briefly about his 
new text, as did Mead Stone, editor 
in charge of industrial publications 
for McGraw-Hill, the publishers of 
the fourthcoming NAIA series. 

Now that his plans for an NAIA- 
sponsored educational publishing pro- 
gram have been realized, Mr. Trice, 
chairman of the committee for the 
past eight years, is stepping out of 
the role. 


Too Many NAIA Mailings? 


One of the few public arguments 
over finances in the history of Na- 
tional Assn. of Insurance Agents and 
that only a minor one occurred at the 
national board of state directors meet- 
ing Tuesday after C. S. McNew Jr., 
Pine Bluff, Ark., had delivered the 
report of the finance committee. 

J. J. Batenburg, Racine, state direc- 
tor for Wisconsin, noting a small de- 
ficit in last year’s operations, asked 
whether NAIA had watched its op- 
erating expenses carefully enough. He 
said he thought too many copies of re- 
ports were sent out, he having gotten 
some duplications, and questioned 
whether there was any merit in send- 
ing copies to each state association 


officer. Mr. McNew said that the 
illness of Mrs. E. R. Coryell, former 
treasurer, had complicated matters, 
but P. O. Dow, the new treasurer, is 
decidedly cost-conscious and is study- 
ing all operations carefully from that 
viewpoint. 

Vice-President Paul H. Jones, who 
was in the chair, said that the execu- 
tive committee thought the small ad- 
ditional expense was Well worth keep- 
ing all association leaders informed of 
developments and issues. Past presi- 
dents are now also getting these re- 
ports. Precautions are being taken, 





Mr. Jones said, to avoid duplications, 
such as to a man who is both a state 
association officer and a committee 
chairman. H. H. McFarlin, siverdale, 
Md., spoke in favor of the present 
system and the matter was dropped. 


Canadian Leader Present 


J. N. Babcock, Vancouver, president 
Canadian Federation of Insurance 
Agents and Brokers, attended the Na- 
tional Assn. of Insurance Agents meet- 
ing and took a bow at the state direc- 
tors meeting. 











Excess 
Insurance | 


We are specialists 
in all forms of excess 
covers — general liability, 
aviation, fire and specialty 
forms, including umbrella. 
Our competent, experienced 
staff is able to provide 
realistic quotations. 


risk to Excess. 


175 West Jackson Blvd. ¢ 








EXPERIENCE, STABILITY, TRADITION . . . these are the basic ingredients of Excess 
Underwriters, eminence in every form of excess covers and reinsurance. And, the 
many leading producers we serve today have found that these outstanding qualities 
have become a part of their own company story! It will pay you to bring your next 


EXCESS UNDERWRITERS, we. GJ 


Chicago @ WEbster 9-5535 


Long Haul 
Combined Single 
Limit 


A recognized authority 
in the trucking industry, 
Excess offers tailored covers 
for bodily injury, property damage, 
motor truck cargo. Also combined 
single limit contracts for BI, PD, 
cargo, fire, and theft. Your 
logical source for this 
profitable field! 
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Industry Must 
Correct Mistakes, 
Musser Tells Agenj 


Oregon Convention Elects 
Frank Amerata President; 
Hears Jones, Savage, fe 





SALEM—tThere is little doubt th, 
both companies and agents have faile, 
to recognize the many changes whiey 
have occurred in the field of under, 
writing, Oregon Commissioner Dear 
Musser stated before 450 registrants 
at the 31st annual convention of Ore. 
gon Assn. of Insurance Agents here 
Mistakes have been made and they 
must be corrected, he said. i 

Frank Amerata, Portland, was elected 
president and Kenneth S. Martin 
Grants Pass, moved up to executivg 
committee chairman. Reelected wer 
Leonard A. Adams, Beaverton, stata 
national director; Alan Tebb, Portland, 
executive secretary, and E. M. Stadel, 
Portland, advisory secretary. 





Lists Some Symptons 


The surpluses of both companies an 
agents have dwindled, Mr. Musse 
said. There have been numerous com 
pany mergers and many of these hav 
not been successful. In some case 
companies have tried to “trea 
water” but this is only a tempora 
relief. An increase in premium volum 
is not the answer. 

Saying that he did not wish to ma 
nify the troubles of the busines: 
Commissioner Musser nevertheless ad 
vised the agents that serious times li 
ahead. Companies and their repre 
sentatives must work more close] 
than ever before. Premiums must ng 
only cover costs, they must also prd 
vide a profit for both agents 7 
companies. The time for readjustme 
of rates is now. 

Business figures of clients must b 
scrutinized carefully. It is not well fo! 
clients or agents to create false wealth 
All are aware of the “too-large and 
much misguided” settlements sympa; 
thetic juries have been doling out 
he said. 

Fire and contents on dwellings dh 

(CONTINUED ON PAGE 1%) 


Rocky Mt. Agents Hold 
Up Meeting Plans 


Rocky Mountain Territorial Con- 
ference of National Assn. of Insurance 
Agents, at its meeting during the 
NAIA Chicago convention, passed 4 
resolution urging continuance of the 
company-agent conferences on a ter- 
ritorial basis, under whatever — 
comes out of the merger of Weste 
Underwriters Assn. into Inter-Re- 
gional Insurance Advisory Conference. 
J. F. Mergen, Denver, presided. 

The next meeting with company 
representatives—undoubtedly the last 
under WUA auspices—is scheduled for 
early October and plans for the spring 
Rocky Mountain meeting are being 
deferred until then. The nine man 
agents’ committee has authority 
make arrangements. There is senti 
ment for dropping the traditional sO 
cial meeting and holding a strictly 
business, one day session at eithe 
Denver or Colorado Springs. It 
hoped that the procedure will result 
in more and better considered ite 
being developed for the fall confer 
ence with the companies. 
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To the Ends 


Agent Peter Smith of Centerville, Minnesota, may 
regard himself as pretty small potatoes in the insur- 
ance world. He has never written a risk more than 50 
miles from home. And it’s usually been run-of-the-mill 
business. Only once in his life did he feel that he was 
really living dangerously. He wrote a Lloyd's mor- 
tality policy covering three prize bulls for a gentleman 
farmer named Bower. 

But times have changed . . . and so has Centerville. 
It used to be two days by buggy to Duluth. Today, it 
is two hours by jet to New York, 12 hours to Vienna 
and 22 to Moscow. Distance is no longer measured in 
miles. It’s measured in time. Tomorrow there will be 
less ado about a merchant in Bombay ordering a pair 
of shoes from the factory in Centerville than there 
was when the owner of the local hardware store 
walked five doors away to buy a pair of gaiters. 

Geographically, it’s a long way from Minnesota to 
Hong Kong. But to the “Vice President in charge, 
Foreign Operations” of the Centerville Shoe Com- 
pany it’s mentally just across the street. He supervises 
advertising, merchandising, a sizable sales force and 

. of all things, insurance. He has goods to be sold, 
shipments to insure and plants to protect. The world 
is his main street. His problems are imaginative, chal- 
lenging, far-reaching. His empire takes into account 
the huge multi-billion dollar market abroad—creating 
it, getting it, preserving it. 

Your name may be Harry or Joe or Peter Smith. 
It really doesn’t matter. The important thing is that 
you sell insurance — “all lines.” Yet, you may not 


of the Earth 


really know what you have. Stop to consider those 
two big words — “all lines.” They automatically take 
you out of Centerville—put you in the stream of world 
markets, give you representation in every corner of the 
globe with a hundred servants to do your bidding. 

Leo B. Menner & Company has opened the doors 
for hundreds of producers into vast and unexplored 
fields of insurance from pole to pole. Linen factories 
in Ireland, a plastic plant in Tokyo, a glass works in 
Sweden, a brewery in Cairo. These are but a few of 
the multiple risks this firm can successfully under- 
write. Each day, more and more agents and brokers 
from their own comfortable offices in Houston, Phoe- 
nix, Albany are reaching out for the services this 
organization can provide in tying together complex 
Lloyd’s risks in the foreign field. 


Next time let us prove that Leo B. Menner & Com- 
pany can be 10,000 places at once — always doing 
the expert type of job you might expect from your 
own branch office. 


We serve agents, brokers 
and insurance companies. 


Dloyds 


/asurance at 


Sondon 





REINSURANCE “ ¢[ EXCESS AND SURPLUS LINES 


LEO B. MENNER & COMPANY, ine. 


BOARD OF TRADE BUILDING 141 WEST JACKSON BOULEVARD + CHICAGO 4 
PHONE + WEBSTER 9-7565 








HeNATIONAL UNDERWRITER 


Agents Comment On Expense, Other 


Key 


Further comments from agents in re- 
sponse to questions from The National 
Underwriter on such important opera- 
tions items as agency acquisitions, sell- 
ing programs, company billing, etc., are 
presented herewith. The initial series 
of letters was printed last week. 


Kenneth Ross, past president of 
National Assn. of Insurance Agents 
and presently mayor of Arkansas City, 
Kan., writes that his agency has pur- 
chased four small agencies. One be- 
came available when its owner was 
called into the service and the others 
as a result of their owners’ retirement. 

We do not have a particular rule of 
thumb in valuing an agency, although 
the normal value in this section of the 
country is considered to be from 112 to 
2 times the annual commission income. 
That is, of course, if the agency has a 
good spread of business and is not 
heavy in political, religious or similar 
types of business that would make its 
continuation doubtful. I have found 
that in most cases the acquisition of a 
new agency usually leads to the devel- 
opment of considerable new business. 
This is primarily because the agency 
has not been properly worked—other- 
wise it would not be up for sale. Usual- 
ly any agency can handle additional 
volume without materially increasing 
overhead, which, of course, leads to a 
reduction in overhead in relation to 
agency volume. 


We have always attempted to oper- 


ate our agency in a very efficient 
manner and, consequently, have not 
had to initiate any new programs to 
meet present circumstances. Our vol- 
ume continues to climb, but it is diffi- 
cult to increase the net profit, primar- 
ily because of the rising cost of all 
items of business. 


Doubts Electronic Savings 


There is a great deal of doubt in my 
mind that electronics are going to 
decrease agency costs materially. As a 
matter of fact, those costs are pretty 
well fixed and unless we completely 
change our method of doing business 
(that is, going largely to the life insur- 
ance method) a good many bugs and 
headaches are going to develop for 
both companies and agents. 

Those agents who are working at 
their businesses and are taking care 
of their customers are certainly doing 
a pretty good volume. If the companies 
will support those agencies and com- 
pletely weed out their fly-by-night 
appointments, they, too, will end up on 
the profit side of the ledger. 


Absorbs Five Agencies 


A large eastern agency has absorbed 
five agencies as a result of the death 
or advanced age of the owners. This 
agency purchases small agencies on a 
cash basis and larger ones on a re- 
newal basis. 

The acquisition of agencies has 
helped to reduce overhead. Packaged 





say more than three words.” 








One of the stories told about Calvin “Silent Cal” Coolidge 
concerns a Washington banquet at which the President found 
himself seated next to a talkative reporter. The young writer 
barraged “Cal” with questions, but the chief executive ignored 
him completely. 


Toward the end of the meal, the reporter confessed, “Mr. 
President, I made a $20 bet with my editor I could make you 


“You lose,” replied President Coolidge. 


You, too, may be losing a lot of commission dollars. One 
agency we recently entered had a volume of $100,000 with one 
insurance group. If he had placed that business in Buckeye 
Union this past year (which he is doing now), he would have 
increased his net commission income over 20%. 


Top commissions are just one reason for representing 
Buckeye Union. Ask our representatives for other reasons. 
You'll find them throughout Ohio, Michigan, Indiana, West 
Virginia, Virginia, Kentucky and Pennsylvania. 


BUCKEYE UNION INSURANCE COMPANIES 
Box 1499, Columbus 16, Ohio 








Problems In ‘Their Business 


policies and more personal solicitation 
have proved effective selling tech- 
niques. 

This agent feels that production of 
policies, bills, and evidences of re- 
newal by electronic device at the home 
office of the companies would save the 
agency time and money. 

Companies could save money by 
reducing officers’ salaries by 25% as 
agents’ commissions have been re- 
duced, he suggests. 


Midwest Agency 


One large and successful midwest 
agency has absorbed a dozen agencies, 
most of them sub-brokers. Once in a 
while some friend of the agency who 
had become too old to carry on and 
who wanted to realize something out 
of the agency he had built up, sold out 
to us. 


There was no great amalgamation 
(CONTINUED ON PAGE 42) 





Sayre & Toso Claims 
To Be Handled By New 
Scott Wetzel Unit 


All Risk Services, a national claim 
and loss organization, has been organ- 
ized to supervise and service all 
claims, other than ocean marine, of 
the Sayre & Toso-W. B. Brandt & Co. 
general agency organization. 

Scott Wetzel Co. of Salt Lake City 
has been appointed to organize and 
manage the new claim and loss setup. 

All Risks Services will be a wholly- 
owned subsidiary of Insurance Equi- 
ties Corp., the holding company which 
has all the outstanding stock of Hol- 
land-America and Sayre & Toso and 
W. B. Brandt & Co. It was formed 
last year with H. E. Sayre as chairman 
and H. J. Toso, president. 

The Scott Wetzel Co. made a seven- 
month survey of claims and losses in 
the nine offices of Sayre & Toso-W. B. 
Brandt. The first office of All Risks 
Services will be in the Mission Ins. 
Co. building in Los Angeles, and 
branches in other cities will be estab- 
lished in the near future. 

The Scott Wetzel Co. at Salt Lake 
City will continue to manage regional 
claim departments of various insurers. 
E. Scott Wetzel Jr. organized the 
Wetzel adjusting company in 1940. 
There are now six offices in the Rocky 
Mountain territory and the company 
has a staff of more than 40. The 
Wetzel organization is the largest 
independent adjusting company in the 
Rocky Mountain field. 

In addition to the affiliation be- 
tween Sayre & Toso-W. B. Brandt and 
Holland-America, the general agency 
is manager of Mission Ins. Co. of 
California and also acts as correspon- 
dent for London Lloyds. 


Security-Conn. Names 
Markel General Agent 


Security-Connecticut has apointed 
Markel Service as a general agent for 
workmen’s compensation and general 
liability for truck and bus fleets. 

E. Clayton Gengras, president of 
Security-Connecticut, said that the 
agreement will enable the group to 
become a real factor in writing large 
risks in the transportation field in the 
near future. 
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Mutual Loss Men 
Meet 400 Strong 
At Chicago 


Property Cover Decisions 
Reviewed By Hirsh, 
Q And A Panel A Hit 


By B. P. McMACKIN JR. 


Nearly 400 independent adjusters 
and loss managers of mutual com. 
panies showed up for the annual cop. 





ference sponsored by Mutual Loss Re. 


The first half of the meeting—Tuestay 


afternoon and Wednesday morning— , 


was a closed session for company loss 
men only, as is the custom. The re. 
mainder of the program—Wednesday 
afternoon and all day Thursday—was 
devoted to joint sessions, with a clos- 
ing all-morning panel of questions and 
answers on Friday. 

The joint sessions featured a paper 
on sonic boom by Stratton Hammon, 
an authority on vibration damage, a 
panel on repair and loss problems 
with outboard motors and boats, the 
homeowners policy situation, decon- 
tamination problems created by the use 
of radioactive materials, 
the cleaning and repairing of household 
furnishings, silver and paintings. 


Handles Outboard Motor Session 


The outboard motor session was 
handled by R. J. Elliott, vice-president 
American Manufacturers Mutual; J. F. 
Hardman, fire claims examiner Kem- 
per companies and R. W. Friedl, Evin- 
rude Motors, Milwaukee. Decontamin- 
ation problems were discussed by 
Walter T. Tower, vice-president Fed- 
eral Mutual, Boston, M. A. Mack, who 
operates the “home service depart- 
ment” of both Gimbel’s and Macy’s in 
New York, presented a lecture and 
film on the cleaning and repairing of 
household furnishings. The new home- 
owners policies were discussed by 
B. P. McMackin Jr., associate editor 
F.C.&S. Bulletins. 

Norris C. Flanagin, president Lum- 
bermens Mutual Casualty, gave the 
opening address of the joint sessions 
and the luncheon speaker on Thursday 
was W. Clement Stone, president 
Combined of Chicago. 

The questions and answers panel, an 
outstanding hit, was moderated by 
R. Kermit Hill, vice-president Ameri- 
can Manufacturers Mutual. Members 

(CONTINUED ON PAGE 24) 
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tightening of the insurance markets. 
g Any attempt to impose severe re- 
strictions is likely to serve no other 

se than to make it exceedingly 
difficult for American insured to pur- 
chase the excess and special covers 
they cannot secure in the American 
companies. 

London brokers do point out that 
the record shows this to be the first 
British company to go into receiver- 
ship since the mid-1930s. The record 
JR. in the United States is somewhat more 
Re. en aing to information available, 
nual ow |unsecured liabilities of the British 
Loss wt |Commercial amount to £2,397,553 (at 
te walk $282 U.S.). Information disclosed to 
—Tuesday creditors at a meeting on Sept. 15 
norniage showed the following: ; 
pany loss | £61,368 due other companies. 

. The re. | £400,948 due insurance brokers and 
nts. 

pe 0 639,759 “expected creditors based 

th a clos. | on claims experience.” 

stions ang| £708,213 reserves held against re- 

insurers. ; ; 

1 a paper £1,250,000 advised claims not set- 

Hammon, tled. 


amage, a Estimates £1,045,919 Deficiency 


problems 
oats, the| Assets were expected to be £1,588- 
1, decon- |770 and the estimated deficiency ‘to 
by the use |creditors was set at £825,919. Taking 
and the jinto account the company’s capital of 
nousehold | £220,000, the estimated deficiency as 
gs. regards stockholders was £1,045,919. 
The company has lost money in five 
out of the last 11 years with an ap- 
sion was jpalling increase in losses from £38,- 
president 070 in 1957 to £1,037,675 in 1958. No 
ual; J. F. jdividends were paid in 1948 through 
ier Kem- 1953, although modest profits were 
dl, Evin- }made in four of those six years. 
ontamin-}| With the loss of £5,368 in 1954, a 
issed_ by fdividend of £2,875 was declared. The 
ent Fed-{dividend was increased to £8,625 in 
ack, who }1955 and to £10,063 in 1956, both fi- 
depart- fr being approximately the amount 


sions 








sion 


Macy’s in fof the profits of those respective years. 
lure and No dividends have been paid since 
airing of }1956. Fire losses have been rather 
w home- flight for the company during the last 
ssed by jill years but have been quite heavy 
te editor jon marine coverages with losses in 
eight out of the last 11 years. As 
might be expected, losses have been 
worse on the liability lines which are 
teported with autmobile. On these 
lines the company has only lost money 
in four out of the last 11 years, but 
losses jumped from £73,723 in 1957 to 
£962,679 in 1958. 


nt Lum- 
save the 

sessions 
‘hursday 
resident 


anel, an 
ated by 
_ Ameri- 
Viembers 
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Primary U. S. Liability Responsible 


Discussion of the failure of the 
British Commercial with a number of 
London brokers indicates an almost 
Wanimous feeling that the failure 
was due to heavy writing of primary 
liability business in the United States. 
Estimates are that American business 
counted for 80% of the company’s 
premium volume. 

Although several London brokers 
teport they have given no business to 
the British Commercial in several 
y me most of these brokers are in 





Yolved to greater or lesser degree on 
tun-off business or unsettled claims. 
There are about 35 well-known Lon- 
don brokers involved as creditors who 
o business in the United States. Sums 
Qvolved run up to $250,000. The gen- 
"al feeling in London is that some of 








Charles A. Dawson of Fargo and 

Dawson entertained approxi- 
mately 50 friends at a cocktail party 
ring the NAIA convention in Chica- 
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Gives Comments On British Commercial 


(CONTINUED FROM PAGE 1) 


the smaller brokers may be in diffi- 
culty but that the majority will have 
no great trouble in meeting their 
losses. 

When questioned about who was to 
pay the additional premiums due 
whatever company reinsured the risks, 
one broker said his firm would have 
no difficulty. “We have not used the 
British Commercial,” he said, “except 
to secure a percentage of coverage 
that could not be placed elsewhere. 


In such cases we have, prior to plac- 
ing the business, advised the Amer- 
ican broker that the coverage could 
net be completed without using the 
company and requesting the American 
broker to get permission of his princi- 
pal. Under such circumstances we 
would naturally expect the insured 
to pay the additional premium since 
the risk was placed with his permis- 
sion.” 

Another broker admits that many 
risks have been placed in whole or in 
part with the company without no- 
tice to the American broker. In such 





5 


cases it is felt that any additional 
premium should come from the Lon- 
don broker concerned. 

As one broker put it, “any Ameri- 
can broker who permits a risk to be 
placed in a company not in the Amer- 
ican trust fund, or which is not a 
Board of Trade company is taking the 
same chance as if he had secured 
coverage from a marginal American 
company. A list of companies sub- 


scribing to any coverage is available 
for the asking. Most competent agents 
secure such information as a matter 
of course.” 


“Alice put it up to remind me to push Bituminous rating plans” 





Alice is on the right track. You can 
better your earnings by devoting more 
effort to Bituminous tailored rating plans 
for compensation and liability risks. 
Premiums are bigger, renewals are easier 
—more income for you. Bituminous 
special rating plans put you in a better 
competitive position in getting the busi- 
ness. And Bituminous safety engineering 
and claim service help you hold it. Get in 
touch with the Bituminous branch near- 
est you and ask the manager’s help on 
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your important compensation and lia- 
bility prospects. 





TO SERVE THE AGENT 


Bituminous maintains strategically located branches 
or general supervisory agents at Atlanta, Belleville, 
Birmingham, Charlotte, Chicago, Coral Gabies, 
Dallas, Detroit, Indianapolis, Kansas City, Louis- 
ville, Milwaukee, Minneapolis, Nashville, New 
Orleans, Omaha, Philadelphia, Pittsburgh, Richmond, 
Rock Island and St. Louis. 
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McHugh Praises And Warns Agents In NAIA Talk At Chicago 


strung by rating bureaus. They op- 
pose the regulatory philosophy which 
treats them as second class citizens. 

“They resist the notion that bureau 
filings be considered paramount,” he 
said, “and that proponents of greater 
competition bear a heavier burden in 
justifying rate competition,” he de- 
clared. “It is a claim only for parity 
with those who collaborate to set 
rates. 

“If state regulation cannot achieve 
such a balance in the practical ad- 
ministration of the rating laws, Con- 
gress may have no alternative but to 
move into the breach with forceful leg- 
islation.” 


Ignored Pleas For Complete Exemption 


Mr. McHugh noted that after SEUA 
Congress ignored the pleas for com- 
plete exemption from the anti-trust 
laws. Instead, it entrusted supervisory 
authority to the states and generally 
retained federal anti-trust responsi- 
bility where the states did not regulate. 
By and large the states charted a mid- 
dle-of-the-road course. 

He said his talk represented his 
own views and did not necessarily 
represent those of the subcommittee. 
He read a letter from Sen. O’Mahoney, 
who stated that all those in the busi- 
ness should recognize that the author- 
ity of the subcommittee is only to 
survey the scope of regulation. Regu- 
lation of commerce is not to be con- 
fused with control of commerce. The 
government, Sen. O’Mahoney wrote, 
has no constitutional authority to con- 
trol any form of commerce, only the 
right to regulate it. No state has the 
right to control interstate or foreign 
commerce. No private group has such 
power. 

How Much Competition? 


The controversy over the extent of 
competition in insurance continues 
unabated, Mr. McHugh said. The in- 
dependents are urging greater free- 
dom of action on rates and coverages; 
the bureau companies are proclaim- 
ing the need for concerted rate mak- 
ing and protesting too sharp a depar- 
ture from industry averages. 

Many thought the SEUA decision 
sounded the death knell of the agency 
system, he said. But there was nothing 
in Department of Justice’s case nor 
in the Supreme Court’s opinion which 
could in any way reflect upon the 
agency system. Agents and their or- 
ganizations long have been an integral 
part of the competitive aspects of the 
business. It is to the agent that the 
purchaser of insurance looks for ad- 
vice and guidance. The agent is most 
important in interstate distribution. In 
property insurance the average policy- 
holder knows his agent but often not 
his company. 

Organizations of agents into asso- 
ciations to further competitive objec- 
tives does not draw with it the con- 
demnation of the Sherman act, Mr. 
McHugh observed. Associations can 
properly exist in insurance as in other 
fields of business subject to the anti- 
trust laws. They can aid in promoting 


Offers Merit Rated A&S 


National Farmers Union Life of 
Denver is issuing a merit-rated A&S 
policy under which insured receive a 
discount for a claim-free record of 
three years, pay the base rate for an 
average number of claims, or pay a 
surcharge if they have a severe claim 
record. About 26% of insured are 
eligible for the discount, it is estimated. 









(CONTINUED FROM PAGE 1) 
the democratic process. 

However, he warned, the powers of 
any group must not further monopol- 
ize practices or restrict freedom of 
commerce. Nor should they become 
the handmaiden of company organiza- 
tions in fronting for restrictive poli- 
cies or measures with which such 
companies may not wish to be publicly 
identified. They must have social re- 
sponsibility. 


That coverage should be available 
to the public by all competing com- 
panies through a competitive distribu- 
tion system is a basic objective of 
anti-trust legislation, he said. Each 
company should be entitled to field 
representation to fairly present the 
product to the consumer. This sug- 
gests that anyone who wishes should 
be appointed an agent to increase 
competition in marketing. 
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However, he said, it long has bee, 
recognized that the public must 
protected from fraudulent and incom, 
petent agents who prey on the inng 
cent insurance buyer. Hence, unfaj 
trade practice, anti-rebating, and anti 
twisting laws. But none of these lay. 
attack the problem arising from lag 
of technical training and ability fair) 
to advise the consumer. Consequently’ 
many states have qualification lay, 
designed at least in theory, to requir: 
a minimum degree of technica) 
knowledge and skill. Wide Variance 
exist between the qualification ye clu 
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The new kit of The Home Insurance Company puts Trip Insu 
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of all, with the new Home Trip Kit, there’s practically nothi 
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has beer quirements cf the states and in March, 
must py 1958, seven states had no such laws. 
id incom He said qualification laws should 
the innol be enferced to raise standards of per- 
e, unfaj formance but should not be used to 
and anti restrict legitimate competition at the 
hese laws field level. 

from lal A Way must be found, Mr. McHugh 
lity fairy jeclared, to obtain highly qualified 
sequently} ents and at the same time restrict 
tion teal the part-time, poorer trained agent 
to require to those times and places where no 
technical} other alternative is feasible. } 
variance} The 34,000 members of NAIA, in- 
ation te. cluding 100,000 individuals, represent 
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the type of independent entrepreneurs 
who typify the American free enter- 
prise system. But it is discouraging to 
hear spokesmen for agent groups con- 
tinually voicing opposition to lower 
rates, vigorously defending the status 
quo, resisting innovation, and eyeing 
suspiciously any investigation of in- 
dustry activities. 


Skimming The Cream 


He observed that President Archie 
M. Slawsby in a letter to the sub- 
committee criticized independent fil- 
ings that skim the cream off the low 


loss ratio business and terming some 
independent filings loss leaders. 

“The impression created that price 
competition of deviating and inde- 
pendent companies during recent 
years will lead to chaos prevailing 
during the price wars of years ago 
seems totally unrealistic,’ Mr. Mc- 
Hugh declared. This reasoning ignores 
the powers and responsibilities of the 
insurance commissioner and blithely 
disregards the financial soundness of 
the companies involved. The suspicion 
persists that underlying these pro- 
nouncements is a desire to escape the 
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rigors of competition and not the fear 
of insolvency resulting from inade- 
quate rates. 

He wondered if agents’ fear of fed- 
eral regulation is genuine concern 
about a new bureaucratic colossus or 
fear that a more liberal attitude to- 
wards competition under federal regu- 
lation would see the gradual erosion 
of fixed market positions. 

However, further regulation of the 
industry at the federal level would 
probably create more problems than 
it would solve, Mr. McHugh observed. 
Inevitably, imposition of federal con- 
trols diminishes the vigor of private 
enterprise. Insurance, though vested 
with the public interest, is not a public 
utility. Free competition remains the 
prime regulator. 

He paid tribute to the size of NAIA 
and the influence of its members. 
Agents have the power to shape pro- 
gress in the industry and help guide 
the political subdivisions of govern- 
ment which exercise law-making au- 
thority. But this great potential must 
not be abused through fear of com- 
petition. 

Granted that the characteristics of 
the business require a vast amount 
of know-how by the purveyor and a 
high degree of professional ethics, the 
processes of competition nevertheless 
have been at work getting the prod- 
uct to the customer at a lower cost 
via the direct writing, exclusive agent 
companies. 


Not All Claims Justified 


Not all of the claims of the direct 
writers may be justified, Mr. McHugh 
conceded. They certainly do not sup- 
port the proposition that the distin- 
guishing characteristics of the agency 
system of distribution are archaic and 
do not serve the public. The genius 
of American free enterprise is that 
rival methods of marketing will meet 
their test in the market place where 
the buying public is the ultimate 
judge. The agency system, he pointed 
out, still has the larger share of the 
business. 

As long as competition operates un- 
molested, what is best in each system 
will survive, he said. 

Competition has influenced agency 
system operation, he observed. How- 
ever, there has been determined op- 
position te “this progress” by many 
traditionally operated stock insurers 
NAIA members represent and their 
rating bureaus, he declared. Innova- 
tors generally have been successful 
but their victories were gained at 
great cost, after long delay, and “with 
a loss to the insurance buying public 
which can never be measured.” 


Stifling Competition 


Of paramount concern to the sub- 
committee is whether a rigid pattern 
of state regulation has been permitted 
to stifle healthy competition, he 
averred. 

Old line companies can prosper only 
if their agents cooperate by giving 
them sufficient freedom to devise new 
competitive methods. With such co- 
operation, many old line companies 
have demonstrated their willingness 
and ability to accept the challenge and 
to win the confidence of the public. 

He pointed out that where bureau 
insurers are doing the bulk of the 
business and selling an identical prod- 
uct at identical prices, their bid for 
a greater share of the business comes 
from higher commissions to control 
agents. It is doubtful that such com- 
petition serves the public. In the long 
run it will not serve the agent be- 
cause higher rates and higher com- 
missions will attract companies with 
price reductions. 





the last session of the state directors 
Wednesday morning. Washington has 
never approved the program and has 
been a holdout from the beginning. 
Oregon declined to participate during 
the coming year. L. A. Adams, Beaver- 
ton, explained that his state officers 
and executive committeemen felt that 
the Oregon quota was too high, that 
Oregon members will be told of the 
campaign and given an opportunity 
to participate if any desire, but that 
the association can take no responsi- 
bility and wants no benefits under 
the circumstances. Then a prolonged 
discussion was started by the refusal 
of Nebraska to participate, because of 
dissatisfaction with the method of al- 
location. 


Members Vs Premiums 


L. J. Beck Jr., Lincoln, said that 
the present quota allocation is based 
on state association membership, rath- 
er than state premium volume. This, 
he said, is unfair to a state such as 
his, which has a very large number 
of members in proportion to over-all 
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Name Paul Jones NAIA President At Chicago Rally 
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volume and consequently a heavy 
percentage of very small agencies. 
None of the many speakers who fol- 
lowed him expressed any lack of 
sympathy, but there were all shades 
of opinion on what should be done. 
Suggestions included giving the ad- 
vertising committee and/or executive 
committee authority to make indivi- 
dual state modifications, putting a 
Nebraska man on the committee to 
establish next year’s allocation formu- 
la and asking other states to help out. 
The last was buttressed by the offers 
of J. E. Cooper, Huntsville, Ala., to 
pledge his board to contribute an ad- 
ditional $1,000 toward this cause and 
of J. P. Wilson, Jr., Mobile, to match 
this from the Alabama association. 
Several directors, including H. W. 
Mullins, Rockford, Ill., pointed out 
that inequities are inevitable in any 
organization as complicated as NAIA 
and that the important consideration 
is to go along for the sake of unified 
national action. For example, Mr. Mul- 
lins said, the high proportion of Il- 
linois business produced by brokers 


has always made the Illinois associa- 
tion look bad in national figures com- 
paring membership to premium vol- 
ume. After considerable discussion, 
various motions were withdrawn and 
the matter ended on a note sounded 
by J. O. Hatch, Savannah, that the 
other board members are in sympathy 
with the dissenting states, will not 
accept their decisions as final and 
hope their members will reconsider. 


Contpany Participation 


The matter of asking insurance 
companies to join the advertising 
campaign in some way also took up 
considerable time, with no definite 
action. F. E. McGlaughon, Kingsport, 
Tenn., moved that the proper commit- 
tee be requested to explore the idea 
of insurance company cooperation. 
This provoked opposition, W. E. Webb, 
Statesville, N.C., winning a number 
of supporters by saying that he is 
highly in favor of encouraging com- 
panies to tie in with the Big I, but 
firmly opposed to asking for any fi- 
nancial assistance. Craig Thorn, Hud- 
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son, N.Y., reminded the directors thy 
the NAIA fund is small by compar 
son with the budgets of competito, 
and that more money is needed, 
which Mr. Webb rejoined that finan 
cial aid will inevitably mean censor. 
ship of copy. Eventually, by a elo 
roll call vote, the motion of L, 5 
Derby, Warren, Ark., to postpone th 
matter until the spring meeting of 
board was approved. 

Interest in the automobile situatig, 
was pointed up by the record-break. 
ing turnout for the metropolita, 
agents breakfast Wednesday, at whic) 
J. M. Cahill, New York, secretar 
National Bureau of Casualty Under. 
writers, discussed automobile mer} 
rating plans. Usually, the rural agent; 
breakfast far outdraws the metropolj. 
tan agents counterpart, but this yea 
the situation was reversed, a larg 
number of company men joining the 
group of early risers. 


Discussion Cut Short 


The discussion which followed Mr 
Cahill’s talk had to be cut short be. 
cause of lack of time, but the ques. 
tions covered many phases of the 
matter and, of course, touched upon 
the various independent plans now 
being filed in many states. The agents 
showed concern over whether the sur- 
charges in the bureau plan would ac- 
tually provide a market for sub-stand- 
ard business and Mr. Cahill said ey- 
eryone hopes so and he personally 
thinks so. J. R. Barry, New York 
president Corroon & Reynolds, at- 
tacked the new filings as being un- 
realistic and inviting greater losses, 
but Mr. Cahill said he thought they 
could be justified as aiming for profit- 
able business which would greatly 
improve the experience of bureau 
companies. 


Fine Entertainment 


There was no presidential recep- 
tion this year, but the Guy Lombardo 
music at the presidential ball, courtesy 
Millers National, and the entertain- 
ment at the banquet, furnished by 
Continental-National group, were top 
grade. 

America Fore Loyalty provided, as 
is customary, a directory of conven- 
tioneers, and Zurich furnished the 
program. 


Combined To Pay 
Stock Dividend, Sets 
$100 Million Sales Goal 


Stockholders of Combined of Chicago 
have approved the proposal calling for 
a 25% stock dividend payable Oct. 15 
to stock of record Oct. 2. This would 
increase capital from 1,200,000 shares 
of $1 par to 1,500,000 shares. 

W. Clement Stone, president, told 
the stockholders that the company has 
as a goal $100 million in premium 
volume in 1961. 

He_ also described the sales con- 
vention of Combined at Honolulu that 


‘was attended by 400 produters, execu- 


tives and their wives. The meeting 
was a “complete success,” Mr. Stone 
said. It was announced at the meeting 
that Warren B. Patterson is the new 
resident vice-president of Combined 
in charge of Hawaiian operations. He 
is promoted from assistant vice-presi- 
dent of Combined American of Dallas. 

W. Clement Stone Jr., executive 
vice-president, told the stockholders 
that one of the major decisions at the 
Honolulu meeting was to increase the 
sales force from 350 managers and 750 
salesmen to 1,000 managers and 3,000 
salesmen by 1961. 
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‘Debate Whether WC Is Becoming 


Too Liberal Or Is Too Restrictive 


Two views of workmen’s compen- 
sation and its future were presented 
to the insurance section of American 
Bar Assn. in Miami Beach. Charles P. 
Scully of San Francisco, general coun- 
sel of California Labor Federation, 
spoke in favor of somewhat greater 
liberalization of the program. Noel 
s. Symons of Buffalo believes that 
some of the trends toward too great 
liberality are endangering the whole 
system. 

In his presentation, Mr. Scully tend- 
ed to favor a liberal approach to 
workmen’s compensation, in contrast 
with what he termed the insurance 
view of WC’s long range purpose, op- 
eration and procedures. 


Industry Would Be Responsible 


The proper construction of the WC 
program is that industry be primar- 
ily responsible for adequately protect- 
ing and preserving those who are in- 
dustrially injured. He said he favors: 

Administration of the WC program 
at state level as being best for em- 
ploye and employer. But since general- 
ly the states have failed to provide 
even minimum protection of the in- 
dustrially injured, there should be 
federal standards of at least cover- 
age and benefits. 

Thorough reporting of prompt and 
complete furnishing of monetary and 
medical benefits. He described as 
shocking the instances in which total 
medical attention is withheld for a 
long time and no or only minimum 
money benefits are provided while 
lengthy litigation ensues. WC fre- 
quently is curtailed due to a house 
doctor’s desire to minimize liability. 

Maximum coverage of all types of 
employment. 

Freedom of choice of doctor by the 
injured person. 

Considerably more adequate money 
benefits. 

Prohibition of 
against employers. 
Considerably more competition as to 
insurance rates. 


Would Lead To Bargaining 


independent suits 


Mr. Scully believes that victory by 
the “insurance adherents” who hold 
for states rights will compel supple- 
mentation of benefits through private 
negotiations in collective bargaining. 
This would result in complications 
and complexities. 

_ Supplemental unemployment bene- 
fits have been the natural result of 
Opposition to normal liberalization of 
the basic unemployment insurance 
program by the dominant employer 
interests shortsightedly concerned with 
“immediate” low cost concepts, he said. 
If the “social adherents” prevail, there 
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will most likely be resulting prolonged 
delays and perhaps reductions in cer- 
tain more liberal state programs as 
part of the implementation of a nation- 
al uniform system. 

As to more thorough reporting of 
prompt payments, Mr. Scully said the 
gains from prompt and_ effective 
medical care furnished will in many 
instances far outweigh the permanent 
impairment incurred or increased be- 
cause treatment is unseasonably with- 
held. Procrastination by repeated me- 
dical “examinations” to avoid treat- 
ment will frequently result in insigni- 
ficant advantage compared to effec- 
tive therapeutic treatment and elimi- 
nation of disability. In addition, the 
processing of claims is exceedingly 
slow and in disputed cases the litiga- 
tion is becoming as technical as that 
of the Roman forum. 

“Insurance adherents’ oppose re- 
porting as useless paper work that 
would increase the cost of administra- 
tion without any particular benefit to 
anyone. They contend that most claims 
are paid rapidly and that in any event 
it is impossible to reduce the time lag 
much below three weeks. With re- 
spect to litigation and appeals, they 
argue not only for the repeal of liber- 
al construction but urge that the in- 
jured workman have full burden of 
proof as a plaintiff in a totally ad- 
versary proceeding while insisting on 
rigid formality and complete abolition 
of the use of hearsay evidence. 


Arguments For Reporting 


While it is true that for purposes 
of compiling safety statistics, reports 
currently are filed with many states 
of all industrial injuries, generally 
the reports are confidential and the 
purpose of their filing is in no way 
related to the WC portion of the pro- 
gram. Mr. Scully believes that in any 
case where disability results in loss of 
time from work, regardless of how 
brief, the employer should be re- 
quired to report the matter to the ap- 
propriate agency—not only to assure 
the full protection of the law to the 
workman but also to get supplemental 
filings indicating the type of protec- 
tion being afforded and the fact that 
the full protection has been provided. 

It appears indefensible that in 
modern times it takes three weeks for 
an injured workman, admittedly en- 
titled to benefits, to get his check and 
effective medical treatment. Here the 
program currently is falling down in 
practically all jurisdictions, he said. 

More adequate attention must be 
immediately devoted to means and 
methods of eliminating this time lag. 
Failure to correct it, he said, undoubt- 
edly will result in substantial penal- 
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ties imposed upon the protection 
which is provided tardily—on the 
theory that benefits improperly post- 
poned constitute in effect denial of 
benefits when they are most needed. 

Mr. Scully does not believe that this 
is an insurance program. There is 
nothing adversary in the nature of 
the system. If an individual incurs a 
disability, every inference should be 
in his favor if the fundamental pur- 
poses of the program are to be real- 
ized. This does not mean that the em- 
ployer is precluded from submitting 
evidence to establish that either the 
incident did not occur in the course 
of, or arise out of, employment. How- 
ever, the incident having occurred, the 
employer should assume the burden 
of going forward with the evidence if 
he believes that no liability exists. 

By nature, lawyers are advocates 
and as a result not infrequently look 
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for a cause to contend for rather than 
a case to resolve, he commented 
Basically, the WC programs were in- 
tended to forego this jousting and to 
settle summarily the rights of the 
injured workman. Unless the program 
returns to informal, speedy adminis- 
trative determination, lawyers will 
more and more foster the necessity 
of civil litigation with choice of inde- 
pendent action against employers and 
substantially higher exposure to lia- 
bility. 

Restrict Liability 


As to coverage, he said, the insur- 
ance adherents tend to restrict liabili- 
ty to accidental injuries arising sole- 
ly, directly and immediately out of 
and in the course of the employment 
and compensable solely and exclusive- 
ly to the extent of the established fac- 
tor of provable wage loss. However, 
in the question of special funds, if 
discussed from the viewpoint of the 
insurance adherents, there is substan- 
tial divergence of opinion with respect 
to the treatment of pre-existing di- 
seases, congenital conditions, and as- 
ymtomatic conditions. 

The social adherents, on the other 

(CONTINUED ON PAGE 32) 
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In these difficult years for the insurance business, the measure of 
STRENGTH is paramount. The BUFFALO has three important 
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YOUR COMPANIES ? 


(1) Founded in 1867, it has stood the “Test of Time”. (2) Ninety-one 
years of substantial and uninterrupted growth. (3) High Liquidity with 
95.3% of its assets in cash, stocks, bonds or premiums in transmission. 


These are the important tests of STRENGTH. 

In months to come you may be faced with some difficult decision: 
company mergers, loss of a market, reduction in capacity. The strength 
of the BUFFALO provides the market stability you will require. 

The “BUFFALO PLAN” is for the Agent with 
vision. It has many advantages built upon mutual 
faith and confidence. It permits responsible Agents 
to assume an increasingly important place in ser- 


Buffalo Insurance Company, 220 Delaware Avenue, Buffalo 2, N. Y. 
I’m interested in providing better coverages and improved services. 
n___ Please send, without obligation, a copy of “The High Road” which 
explains “THE BUFFALO PLAN” 
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Feinerman Heads Pa. Agents: Trimbur 
Scores Auto Plans, Communications 


Aaron S. Feinerman of Harrisburg 
was elected president of Pennsylvania 
Assn. of Insurance Agents at the an- 
nual meeting at Bedford Springs. He 
succeeds Paul J. Trimbur, Pittsburgh. 
Edward T. Wells, Scranton, and Stuart 
E. Graham, Wilkes-Barre, were named 
vice-presidents. Officers reelected are 


Clarence M. Thumma, Harrisburg, 
treasurer; George J. Margraff, Phila- 
delphia, state national director, and 


Frank D. Moses, Harrisburg, secretary- 
manager. 

The association adopted a resolution 
enabling it to create the new position 
of executive vice-president in order 
to advance Mr. Moses at some fu- 
ture date to that post, and Marshall 
Davis, his assistant, to secretary-man- 


ager. 
In his administration report, Mr. 
T-‘mtur said thet ‘n v ov of the tac- 
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tics used by companies recently, there 
is an obvious question as to whether 
the agency system is coming to an end. 
Agents are completely sympathetic 
with the problems confronting compa- 
ny executives and their stockholders. 
Agents need financially strong compa- 
nies to represent. They realize that 
the failure of companies automatical- 


ly means their own failure, since 
they would have nothing to sell. 
Therefore, it would seem that a 


closer working arrangement between 
companies and agents is of para- 
mount importance, Mr. Trimbur ccn- 
tinued. It must be admitted that this 
relationship does not exist when 
Pennsylvania agents, with no previous 
notice, suddenly read in the newspa- 
pers that automobile rates are be- 
ing reduced and that a new merit rat- 
ing system is to be used. This an- 
nouncement came out in August, and 
the change took effect Sept. 1. This 
new bureau system embraces, among 
other things, an application to be 
completed on new and renewal pri- 
vate passenger automobile risks, but 
as of Sept. 11 the application forms 
were still unavailable to agents. 


Confusion Rampant 


“Picture the confusion of the agent 
who is harassed with telephone calls 
from insured who want to know the 
cost of their insurance and how to 
qualify for credits, when even the 
company branch office people are un- 
able to provide the information need- 
ed,” Mr. Trimbur observed. 

Equally confused is insured whose 
automobile policy renews in Sep- 
tember and who is required to com- 
plete a questionnaire in order to get 
the benefit of the merit rating. Even 
though he had no claims, he may find 
himself paying a higher premium 
than last year, even with the applica- 
tion of the credit under the new sys- 
tem, because in May there was an 
approximate 17% increase on such 
premiums. 

Agents have been criticized by com- 
panies for not doing a better selling 
job. But there is little time for selling 
when they are burdened with such con- 
fusion as at present, Mr. Trimbur de- 
clared. In the past, direct writers and 
captive agency companies have writ- 
ten a generous portion of automo- 
bile business for rate conscious buy- 
ers. Because of the recent front page 

(CONTINUED ON PAGE 18) 
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Walinder Retiring 
From America Fore 


Bert R. Walinder, vice-president ¢ 
America Fore fire companies and see. 
retary of Loyalty 





companies at Ch'- 
cago, is. retirinz 
Oct. 1 after 42 
years in the busi- 
ness, 36 with 
America Fore. 

He began his ca- 
reer in 1917 with 
Royal-Globe and 
joined America 
Fore in 1923 in the 
farm accounts de- 
partment at Chi- 
cago. In 1928 he 
was named manager of the farm col- 
lection department, and in 1932 he was 
appointed farm state agent in Wiscon- 
sin. 

In 1938 Mr. Walinder returned to 
Chicago as superintendent of the hail 
department. He became assistant man- 
ager of the farm and hail department 
in 1940 and manager in 1941. He was 
appointed a secretary of the America 
Fore fire companies in 1945, and fol- 
lowing the affiliation of the group with 
Loyalty group in 1957, he was ap- 
pointed secretary of Loyalty companies 
and vice-president of America Fore 
fire companies. 

Mr. Walinder is a past president of 
the Farm Underwriters Assn., Western 
Hail & Adjustment Assn. and Crop- 
Hail Insurance Actuarial Assn. 


Bert R. Walinder 


Kemper Names Claims Managers 

Kemper companies have appointed 
four branch claim managers. They are 
Donald F. Barbour at New Bedford, 
Mass.; Hale Laswell, Kansas City; 
Joseph A. Clark, Jamaica, N.Y., and 
Edward C. Galvin, Philadelphia. Mr. 
Barbour succeeds Peter J. Jackmauh, 
who is retiring after 28 years with the 
company, and Mr. Laswell succeeds 
Albert Wiebe, who is also retiring 
after 28 years. 


Federation of New York Insurance 
Women’s Clubs will hold its midyear 
meeting Oct. 16-17 at the Schine 
Queensbury Hotel, Glens Falls. The 
women’s clubs of that city and of 
Saratoga county are joint hostesses. 
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N. J. Agents Eye Merit Plans, Wider 
Markets, Agency Savings, Automation 


Special automobile plans for superior 
risks were criticized by Ira F. Weisbart, 
a 


Jersey City, newly 
elected president 
of New Jersey 
Assn. of Insurance 
Agents, in his ac- 
ceptance speech at 
the annual meet- 
ing in Atlantic 
City. 

Mr. Weisbart 
asked: “What is a 
superior risk? 
What is going to 
happen to the rest 
of the automobile 
business? Why discriminate against a 
large percentage of automobile own- 
ers?” 

He pointed out that only a few 
months ago, companies successfully 





Ira F. Weisbart 





John S. Sheiry James L. Ryan 


sought a rate increase in New Jersey, 
and he wondered how they can now 
file rate cuts and justify them. He 
thinks that fire and casualty compan- 
ies should follow the lead of life 
companies and welcome agents’ as- 
sociation participation in conferences 
on new concepts in the business, be- 
fore they are adopted. 


Rating Suggestion 


Mr. Weisbart pointed out that in the 
past few years the New Jersey Work- 
men’s Compensation Rating & Inspec- 
tion Bureau has made an annual 
review of rates in July. Up to date 
data is used. In this age of automation, 
he sees no reason why the New Jersey 
insurance department cannot require 
all companies and bureaus filing in 
the state to rerate all types of general 
insurance every year. If the change is 
less than 5%—plus or minus—it should 
be waived. 

This method is in the public interest, 
since any change in experience would 
be reflected almost immediately in 
hew rates, he said. In addition, it 
could assist in providing all com- 
panies with a reasonable profit. It 
would also open up underwriting mar- 
kets for agents. Each line could be 
assigned a different review date, thus 
levelling out the work load for the 
department. Agents would have less 
trouble explaining a 30% increase in 
OL&T premiums, if increases were 
allowed annually. The companies, and 
the agents would be happier if in- 
creased premium volume on_ such 
classes were reflected more rapidly 
than at present. 


Sales Opportunities 


In a panel on “New Money In Your 
Agency,” J. R. Moran, Marine Office 
of America underwriter, pointed out 
that his organization’s Summit office 
which serves 11 northern counties of 
New Jersey wrote more than $65,000 
in new premiums on yachts and out- 
board motor boats during a _ three- 
Month period in 1959. The major 
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insurers of this class write more than 
$3 million annually nationwide. This 
does not include protection and in- 
demnity—but only hull coverage. 

The boat.ng boom will spiral within 
the next few years, and the agent who 
writes the coverage on the boat has 
the inside track on the rest of the 
owner’s business. 


There is no better 


way to approach a client than through 
his hobby, Mr. Moran declared. 
Competition for yacht business is 
keen, he pointed out. Deductibles ap- 
plying to hull insurance are offered at 
a reduction in rate. Under certain 
conditions, an owner also has the 
option of receiving a 20% refund of 
the premium at expiration, in the 
event of no claims, or electing 15% off 
the rate at inception. To take care of 
the outboard craft, an all risks policy 
and a limited outboard contract are 
available. Both allow full year cruising 
within continental limits of the U. S. 
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and Canada and provide for any tran- 
sit overland. While the two main types 
of yacht coverage are the full form 
yacht policy (inciuding P&I) and the 
outboard policy, other limited forms 
are offered. These include: P&I only; 
fire oniy on inboards and sailboats: 
and fire and theft on the entire boat, 
and explosion on inboards and sail- 
boats. A variety of coverage and sales 
opportunities is provided, from port 
risk insurance to protect a yacht while 
laid up and out of commission—to 
racing coverage on spars and sails to 
(CONTINUED ON PAGE 37) 
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ability and integrity of the 
people who represent it. both 
the agent who makes it his 
business to know your 
particular needs and the 
company that designs its 
policies to suit those needs. 
For more than three quarters 
of a century, experienced 
insurance buyers have 
looked to CHUBB & SON 
for a quality service that 
meets both business and 
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Accounting Tape 
Prepared As Auto 
Policy Is Written 


How Loyal Automobile of Los Ange- 
les cut paper work costs in half while 
absorbing a 25% increase in volume is 
the subject of a case history published 
by Remington Rand division of Sperry 
Rand Corp. 


Electronic Machine Responsible 


This has been accomplished chiefly 
through the use of a simple, low cost 
electronic machine called the Synchro- 
Tape Typewriter. It simultaneously 
punches paper tape as the policy is 
written. This tape is then used to 
create automatically punched cards for 
accounting purposes, thus tying the 
typewriter into the machine account- 
ing department. 

A good part of Loyal Auto’s in- 
creased paper work efficiency also 
stems from a feature of the Synchro- 
Tape which permits elimination of 
some of the more tedious aspects of 
form typing. The units are programed 
so that they position themselves for 
data insertion. All the typist need do 
is concentrate on accurate entries. 


Reworking At All-Time Low 


Reworking of forms to correct er- 
rors now is at an all-time low, ac- 
cording to Thomas J. Jackson, presi- 
dent of Loyal Auto. Experience has 
established that paper work output 
is at least 25% higher than on conven- 
tional electric typewriters. 

Loyal Auto has two Synchro-Tape 
units, and has been able to absorb the 
increase in business without adding 
to the staff. Further, it estimates that 
it can absorb an additional 15%  in- 


HeNATIONAL UNDERWRITER 


crease in business before reaching 
capacity. 

A copy of the case history (RT 8992) 
is free at any Remington Rand branch, 
or by writing the company at 315 


Park Avenue South, New York 10. 


Brooker To Des Moines 


For Hartford Fire 


Robert H. Brooker has been ap- 
pointed special agent in charge of 
Hartford Fire group’s fidelity and sure- 
ty business at Des Moines. He joined 
the home office bond department of 
Hartford Accident in 1956. Since 1957 
he has been at Minneapolis as a 
bond special agent for Minnesota. 


Hartford College Expands 


University of Connecticut’s Hartford 
College of Insurance has completed 
its 20th year of operation. Founded in 
1939 with a limited curriculum and 
only a few students, the college has a 
fall enrollment of 365—10 times the 
original student body. 

The college now offers courses lead- 
ing to the B. S. degree in insurance 
administration, and others preparatory 
to the CLU and CPCU designations, 
as well as certificate courses and a 
state license qualification curriculum. 


Named To Satety Engineer Post 
Michigan Mutual Liability has ad- 
vanced Roy H. Olson from regional 
safety manager in the midwestern 
states to national safety engineering 
consultant. With the company since 19- 
35, he will now operate from the home 
office and be available for consultation 
with policyholders, as well as safety 
groups and industry associations. 
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Kan. Agents’ Card 


Ready For Annual 
Oct. 4-6 At K.C. 


The program has been completed 
for the annual meeting Oct. 4-6 of 
Kansas Assn. of Independent Insur- 
ance Agents at Town House Hotel, 
Kansas City, Kan. 

The kick-off luncheon Monday will 
be addressed by Kenneth McFarland, 
educational consultant and lecturer of 
General Motors Corp. On the first gen- 
eral session program will be Fred A. 
Palmer of Worthington, O., who will 
describe the salesman, and a round 
table discussion presented by the 
Kansas City CPCU chapter on ethical 
practices of the independent agent. 

Tuesday’s program will commence 
with an underwriters’ breakfast. 
Speakers will be George Faunce III, 
president of AFCO, who will talk on 
premium budgeting, and Robert A. 
Foltz, assistant vice-president of 
Springfield F.&M. Appearing on the 
morning general session will be John 
Sibio, Kansas City regional manager 
of AFCO, who will speak on “Increas- 
ing Agency Production and Income,” 
and Philip Huston, Rough Notes Co., 
who will describe the use of visual 
materials in selling. 

Porter Ellis, vice-president of Na- 
tional Assn. of Insurance Agents, will 
speak in the afternoon along with C. 
C. Kilker, manager of Kansas State 
Chamber of Commerce, who will dis- 
cuss the business climate program. 

Officers will be installed at the ban- 
quet Tuesday evening. 


Wiesmann Advanced 
By American Casualty 


Raymond H. Wiesmann, formerly 
assistant manager at Pittsburgh, has 
been named resident manager at Syra- 
cuse by American Casualty. He joined 
the company in 1950 in the claim de- 
partment, and during the next eight 
years was successively a special agent, 
manager at Erie, and production man- 
ager and assistant branch manager in 
Pittsburgh. 


Okla. Agents Issue 
Bulletin On Auto Rates 


As soon as announcement was made 
of approval of higher liability rates in 
Oklahoma, the Oklahoma Assn. of In- 
surance Agents issued a bulletin to em- 
phasize that the board in its order 
stated that the approval came “with 
the reservation that this approval of 
revised rates does not imply approval 
of any specific distribution of elements 
in the premium dollar, nor abridge, 
nor restrict the freedom of contract of 
agents and insurers with reference to 
commissions.” 


Breakdown Eliminated 


The amended filings eliminated any 
breakdown of the premium dollar 
employed in the calculation of rates. 
The agents’ bulletin notes that “this 


_means that no company is limited by 


the filings insofar as the commissions 
which they may pay are concerned. 
Commissioner Hunt assured the Okla- 
homa Assn. of Insurance Agents that 
the order would be enforced to the 
letter of the law.” 

The agents opposed the liability rate 
increase on the grounds that the trend 
factor was excessive in light of experi- 
ence in the last three years. “With 
the increase, however, any pressure of 
inadequate rates should now be off 
the companies,” the bulletin states. 
“That fact, coupled with the board’s 
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mandate, now gives every agent the 
maximum opportunity to maintain his 
commission schedule and negotiate 
more favorably. Moreover, it shoul 
lead to a loosening market among the 
companies, enabling agents to accom. 
modate some business which has beep 
difficult to place.” 

The new filings are effective Oct. 14 


<—— it 


Former Life Assn. News . 


Editor Joins Ad Agency 


NEW YORK—James M. Partridge 
who prior to 1956 was editor and busi. 
ness manager of 
Life Association 
News, official pub- 
lication of NALU, 
has joined the pub- 
lic relations staff 





of the Doremus 
advertising agen- 
cy here. 

Mr. Partridge 
was on the Life 
Association News 
staff for eight 
years and_ since 


J. M. Partridge 


then has been a 
copy editor on the Yonkers (N. Y,) 
Herald Statesman. Before his connec- 
tion with NALU he was on the editorial 
staff of the Insurance Advocate of New 
York City. 


Va. Agents To Vote 
On Mutual Members 


Virginia Assn. of Insurance Agents 
will hold a special meeting Oct. 8 in 
Richmond to vote on a constitutional 
amendment to permit members to 
represent mutuals. The amendment 
was tabled in June at the annual meet- 
ing. A similar proposal was defeated 
at the 1956 annual meeting. 


New Inspection Organization 

Mansfield Insurance Inspections has 
been organized in Detroit to provide 
underwriting reports on dwelling, 
manufacturing and mercantile risks in 
the metropolitan area, particularly 
those risks of a questionable nature 
from an underwriting standpoint. Re- 
ports will confirm insurability, advise 
on conditions, replacement costs and 
actual cash value and give a brief 
description of neighborhood and ex- 
posures. 

Mansfield Inspections is at Box 5001 
Seven Oaks Station, Detroit 35. 

Northwest Ohio CPCU chapter, in 
cooperation with University of Toledo, 
will conduct classes in part II of the 
CPCU course, beginning in October. 





CASUALTY SALES MANAGERS 


$20,000 - $10,000 


A number of our well-established Company 
clients are currently “in the market’ for 
Sales Directors. Companies have given us 
specifications along these lines: age range, 
thirty-forty, college degree mandatory, expe- 
rience in the amount of seven-twelve years 
with either a Direct Writer or progressive 
stock Company. They have made it manda- 
tory that, to qualify, men are currently func- 
tioning in a managerial capacity. In some 
instances, CPCU designation is of great im- 
portance. 


Best epentiien in following areas, New Eng- 
land; West Coast; Midwest and Southeast. 
Sa’aries on these positions range from 
$10,000 to $20,000. Employers pay our serv- 
ice charge and moving expenses. Confiden- 
tial handling all inquiries. Write for “HOW 
WE OPERATE.” No obligation to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
HArrison 7-9040 
330 S. Wells St. Chicago 6, Illinois 


——— 
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AT NAIA CONVENTION IN CHICAGO 





EAC Votes To Continue But To Hold 
Simplified, Business Type Meeting 


Eastern Agents Conference, at its 
meeting in Chicago, strongly affirmed 
its confidence in and need of the con- 
ference and the system of conferring 
with company executives that has 
peen in effect for some years. With 
Eastern Underwriters Assn. merging 
with Inter-Regional Insurance Con- 
ference, EAC voted to advise IRIC of 
the availability of the EAC confer- 
ence committee and to urge IRIC to 
work with the officers of the confer- 
ence in establishing a new or contin- 
uing liaison arrangement. 

It is inconceivable, the EAC resolu- 
tion stated, that the business can 





State Secretaries 
Hold Long Sessions, 
Allgood Is Elected 


The state secretaries and managers 
held two long sessions during the 
NAIA convention in Chicago and 
elected Richard C. Allgood of Ne- 
praska chairman to succeed Tom C. 
Johnson of Florida. Carroll Swickey of 
Oklahoma was elected secretary. They 
held two clinic type business meetings. 

Among the matters discussed was 
how to get along with members and a 
review of membership services, which 
was conducted by Mr. Allgood. Trev 
Burrow of California guided the dis- 
cussion of handling internal office 
procedures. Clant Seay of Mississippi 
led the session on running the con- 
vention, and Curtis Elliott of Uni- 
versity of Nebraska went into the ways 
of dealing with insurance departments. 

Doremus & Co., New York adver- 
tising agency that handles the Big I 
campaign, had analyzed the state as- 
sociations’ publications, and Frank 
Malley of that organization presented 
the analysis and made suggestions. 


NAIA 1959 Ad Fund 
Passes $1 Million 


J. A. Neumann, Jamaica, N. Y., past 
NAIA president and advertising com- 
mittee chairman, who was unable to 
attend the annual meeting at Chicago, 
thanked the members for their support 
of the 1959 fund and hoped for more 
cooperation from insurance companies 
in his report. The total raised this 
year was $1,048,692. 

Mr. Neumann’s report, which was 
read by President A. M. Slawsby, em- 
phasized that the $1 million figure 
does not tell the whole story—at least 
$29 million additional was spent by 
members, individually and through 
collective actions of local boards and 
state associations, in tie-in advertising. 
He praised Dave Johnson, Pensacola, 
who will take over the chairmanship 
for 1960, and the other members of the 
committee, but said the real credit 
should go to the NAIA members them- 
selves for accomplishing what was 
believed impossible. 

In connection with insurance com- 
pany cooperation, Mr. Neumann said 
that he is not asking any increase in 
advertising budgets, but only that 
companies channel at least part of 
their present efforts into a tie-in with 
the NAIA campaign. Only a few have 
done so. Companies, he said, should 
recognize that their real competitors 
are not other agency companies, but 
direct writers and that uniting against 
the major threat would be a real step 
against the present panic. 


maintain proper equilibrium without 
firm communication between adviso- 
ry and rating organizations and pro- 
ducers. 

A motion was adopted directing the 
officers of EAC to hold a 1960 spring 
meeting, at a time and place to be 
decided by them. The motion stated, 
however, that it was the consensus of 
this meeting that the spring meeting 
be a one-day affair without conven- 
tion frills and devoted to business. 

Arthur L. Schwab of Staten Island, 
vice-chairman of EAC, presided in 
the absence of Valmore Forcier of 
Danielson, Conn., chairman and a 
member of the NAIA executive com- 
mittee, who was kept away from the 
convention, Mr. Schwab said, “by 
very serious personal problems.” 

Stuart Windsor of Baltimore, con- 
ference committee chairman, gave his 
report, which is presented elsewhere. 
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F. W. Doremus, manager of EUA,businesses on which they can base a 


said that for years presidents of that 
organization had advocated a central 
research and advisory organization 
and that one now is being set up 
under IRIC. Such a facility is especi- 
ally important in this modern day of 
rapid communications and frequent 
and rapid changes in the business. The 
new organization is expected to elim- 
inate duplicate effort. 


May Hold Up Item 14 Months 


Under the present establishment, he 
said, recommendations passing 
through the regional organizations and 
back again may hold up an item 13 to 
14 months. This can be cut down by 
12 months. He noted that Insurance 
Information Institute is taking over 
the PR activities of many organiza- 
tions. It will, he said, need the full 
cooperation of agents and field men. 
IRIC and I.I.I. mark progress in the 
business, he believes. 

Mr. Doremus touched on the sales 
program behind the new U&O cover- 
ages and he described the excellent 
survey of businesses which gives the 
producer important data about many 


sales approach. 

The holding of a business type meet- 
ing and abandonment of expensive 
convention furbelows has been dis- 
cussed in EAC for two or three years. 
Attendance steadily has dwindled and 
costs have been hard to meet. 

Morton V. V. White of Allentown, Pa. 
urged continued conference with com- 
panies on regional problems. He said 
it is essential to make some sense out 
of the current chaos, and a regional 
agents’ organization is needed to do it. 
The history has been that it is usually 
the agents who do it, he said. 

H. Earl Munz of Paterson, N. J., 
urged a briefer, simpler business 
meeting. So did Arthur F. Blum of 
Rockaway Park, president New York 
association. He also recommended 
adoption of a budget by EAC and some 
other economy measures. Charles H. 
Frankenbach of Westfield, N. J., urged 
the need of a meeting to chart the 
future course of EAC. Nelson I. Beers 
of Old Greenwich, president Connecti- 
cut association, also urged a one day 
meeting. 

Frank Lowrey of Pawtucket, R. L., 
the treasurer, was on hand. 








LIFE INSURANCE + ANNUITIES 


Set up this eye-catching Prudential Sales Aid and watch it go 
to work for you! Because of its changeable insert cards, fea- 
turing a variety of insurance selling messages, it has a long 
useful life, and continually presents something new and inter- 
esting to every visitor to your office. You'll also appreciate 
the way that the FREE giveaway booklets act as another 
salesman for you. Prudential’s Brokerage Service has a supply 
of different insert cards and matching booklets available for 
a variety of special campaigns. This unusual display is another 
example of the way that Prudential’s Brokerage Service can 
help you increase sales. Fill out the coupon and send for your 
Broker’s Sales Aid Rack and accessories—today.. | 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


You'll enjoy 


Who will pay your bills... 


when you can't work 


puse of sickness or injury? j 


Protect your income 
AGAINST SICKNESS 
AND INJURIESE 


“WMS SOE oe 


NEW! 


“wmeweiasere. . . 


“THE TWENTIETH CENTURY,” 
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ro) Od 
SERVICE 
from a 
SILENT 
SALESMAN 


TO: BROKERAGE SERVICE. 


sales easier for me. 





NAME 


ADDRESS. 





* SICKNESS AND ACCIDENT PROTECTION 


CITY & STATE 


* GROUP INSURANCE * 


THE PRUDENTIAL, NEWARK 1, N. J. 


(] Please send me a free Broker’s 
Sales Aid Rack and aecessories. 


( / would like to know more about 
Prudential’s Brokerage Services 
and how they can make insurance 
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STRENGTH 


At Leslie H. Cook, Inc. the pro- 
ducer finds seasoned, capable han- 
dling for important risks. Here he 
is provided with clear-cut advan- 
tages in today’s highly competi- 
tive sales atmosphere . . . resource- 
ful, creative performance that 
justifies the confidence of the 
assured. 

Yes, at Leslie H. Cook, Inc. 
you will discover the strength that 
placement for your important 
clients demands. 


INCORPORATED 


175 WEST JACKSON BOULEVARD - CHICAGO 4-ILLINOIS 


WABASH 2-8783 


REINSURANCE, Treaty Facultative « SURPLUS LINES, All Forms +» EXCESS COVERS 














OFFERING THE SERVICES 
OF A GROUP OF 


HIGHEST CHARACTER 
WITH CAPITAL AND 
SURPLUS 
IN EXCESS OF 























An underwriting agency, working through 
reinsurance intermediaries. 


New England 


Reinsurance Corporation 


60 BATTERYMARCH STREET, BOSTON 10, MASSACHUSETTS 
TELEPHONE HANcock 6-5180 


Cable Address - NERCO, Boston, Mass. 

















Conventions 


Sept. 26-27, North Dakota agents, annual, Ryan 
Hotel, Grand Forks. 


Sept. 27-30, International Claim Assn., annual, 
Americana Hotel, Miami Beach. 

Sept. 28-29, New Hampshire agents, annual, 
Wentworth-by-the-Sea, Newcastle. 

Sept. 30, National Assn. of Insurance Commis- 
sioners, credit life and A&H model bill leg- 
islation subcommittee, French Lick Shera- 
ton, French Lick Springs, Ind. 

Oct. 4-5, Vermont agents, annual, Equinox. 
Manchester. 

Oct. 4-6, Kansas agents, annual, Town House, 
Kansas City. 

Oct. 4-7, National Assn. of Casualty & Surety 
Executives and National Assn. of Casualty 
& Surety Agents joint annual meeting, 
Greenbrier, White Sulphur Springs, W. Va. 

Oct 17-9, Western Loss Assn., annual, Lake 
Lawn Hotel, Lake Delavan, Wis. 

Oct. 7-9, Wisconsin agents, annual, Schroeder 
Hotel, Milwaukee. 

Oct. 9-10, State Adjusters Assn. of Indiana, 
annual, Severin Hotel, Indianapolis. 





Oct. 11-13, Ohio agents, annual, Sheraton | 


Gibson Hotel, Cincinnati. 


Oct. ii-13, Tennessee agents, annual, Andrew 
Johnson Hotel, Knoxville. 


Oct. 11-14, Conference of Mutual Casualty 
Companies, annual, Baker and Adolphus 
Hotels, Dallas. 


Oct. 11-14, National Assn. of Mutual Insur- 
ance Companies, annual, Baker and Adolph- 
us Hotels, Dallas. 

Oct. 15-16, Nebraska agents, annual, Town 
House, Omaha. 


Oct. 18-20, Maryland agents, annual, Emerson 
Hotel, Baltimore. 


Oct. 18-20, Missouri Assn. of Independent 
Agents, annual, Hotel Governor, Jefferson 
City. 


Oct. 19, Rhode Island agents, annual, Sheraton- 
Biltmore Hotel, Providence. 


Oct. 19-20, Arizona agents, annual, Camelback 
Inn, Phoenix. 


Oct. 19-21, National Assn. of Mutual Insur- 
onee Agents, annual, Chase Park Plaza, St. 
ouis. 


Oct. 25-27, Illinois agents, 60th annual, Le- 
land Hotel, Springfield. 


Oct. 26-28, California agents, annual, Biltmore 
Hotel, Los Angeles. 


Oct. 26-28, National Assn. of Independent In- 
surers, annual, Sheraton Park Hotel, Wash- 
ington, D. C. 

Oct. 27-28, Massachusetts agents, annual, 
Sheraton Plaza Hotel, Boston. 


Oct. 29, Connecticut agents, annual, Statler- 
Hilton Hotel, Hartford. 


Oct. 29-31, Colorado agents, annual, Broad- 
moor Hotel, Colorado Springs. 


Oct. 29-31, South Carolina agents, annual, Wade 
Hampton Hotel, Columbia. 


Nov. 2-4, American Management Assn., Insur- 
ance Section, fall conference, Drake Hotel, 
Chicago. 

Nov. 15-17, Kentucky agents, annual, Kentucky 
Hotel, Louisville. 


Nov. 15-18, Indiana agents, annual, Claypool! 
Hotel, Indianapolis. 


Nov. 16-17, Illinois mutual agents, annual, Pere 
Marquette Hotel, Peoria. 


Nov. 16-18, Health Insurance Assn.,_ in- 
dividual insurance forum, Biltmore Hotel, 
New York. 


Nov. 19, Insurance Federation of New York, 
annual, Waldorf-Astoria, New York City. 


Nov. 19-20, Casualty Actuarial Society, annual, 
Sheraton Hotel, Chicago. 


Nov. 19-20, Conference of Mutual Casualty 
Companies, accounting & statistical, office 
methods & personnel, Conrad Hilton Hotel, 
Chicago. 


Nov. 30-Dec. 4, National Assn. of Insurance 
Commissioners, winter meeting, Fontaine- 
bleau and Eden Roc Hotels, Miami Beach, 
Fla. 


Dec. 6-7, Arkansas agents, midyear, Hotel La 
Fayette, Little Rock. 


Dec. 27-29, American Assn. of University 
Teachers of Insurance, annual, Washington, 
D.C 


Wood Joins Buffalo 


Wilf L. Wood has joined Buffalo as 
a claim representative. He will estab- 
lish a department in the New York 
office to supervise claims in metro- 
politan and suburban New York and 
in New Jersey. 


To Hold CPCU Study Course 

Columbus, O., CPCU chapter is 
sponsoring a study class for part I of 
the educational program leading to 
the CPCU designation. Part I covers 
insurance principals and _ practices— 
analysis of all-lines coverages and 
their uses. Classes begin Oct. 5 and 
will be held in the cafeteria of Motor- 
ists Mutual, 471 East Broad Street, 
Columbus. 
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What 


motivates 
the fire 

insurance 
buyer? 


The man buying fire insurance wants first 
to protect his property values. Then he 
wants to be sure he is not paying more 
than he needs to for this protection. 

All too often he is likely to consider the 
valuation of the property mainly as a fac- 
tor which determines how much premium 
he must pay and, therefore, may be con- 
tent with a rough estimate of value. Rough 
estimates create a false sense of security, 
are incapable of substantiation and ex- 
pose the property owner to unnecessary 
hazards in the support of coinsurance or 
proof of loss. 

American Appraisal Service provides 
two basic elements of a sound insurance 
program: “ 
1. Adequate data for buying insurance. 
2. All necessary data for proof of loss. 

Recommending American Appraisal 
reports is good customer relations. 


LEADER IN PROPERTY VALUATION 


The 
AMERICAN 


APPRAISAL 
Company’ 


Home Office: Milwaukee 1, Wisconsin 
Offices in 18 Cities Coast-to-Coast 








K. L. PEARCE COMPANY 


PAYROLL AUDIT SERVICE 


PAYROLL AUDIT SERVICE—has the c’iility and 
get-up to get the job done adequately 
PROMPT SERVICE—Payroll and other casualty 
audits by representative field auditors. 


AGENCY CONTACT ALWAYS 


HOME OFFICE: INSURANCE EXCHANGE Bldg. 

DES MOINES, IOWA * Phones CH 3-8649, CH 3-8640 

1OWA © MINNESOTA © DAKOTAS « NEBRASKA 

MISSOURI » ILLINOIS © WISCONSIN © INDIANA 

MICHIGAN * KANSAS ¢ OKLAHOMA # COLORADO 
NEW MEXICO - 
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J. 5. Ocean Marine Underwriters Review 
Syper-Tanker, Nuclear, And Builder's 
Risk Problems At London Conference 


American ocean marine underwrit- 
ers discussed the insurance problems 
of super-tankers, nuclear powered 
ships, and the new U.S. builder’s risk 
form at the annual conference in Lon- 
don of International Union of Marine 
Insurance. 

Miles F. York, president of Atlantic 
Mutual and president of American 
Institute of Marine Underwriters, 
spoke on super-tankers; George Insel- 
man, president of Marine Office of 
America and vice-president of the in- 
stitute, discussed the insurance of nu- 
clear demage, and Emil A. Kratovil, 
president of Carpinter & Baker of New 
York, and vice-president of the in- 
stitute, dealt with the builder’s cover- 
age. 


Submit Committee Reports 


Committee reports were submitted 
by John T. Byrne, chairman of Tal- 
bot, Bird & Co., on freedom of trans- 
port insurance, and by Harold Jack- 
son, president of Wm. H. McGee & Co., 
on cargo loss prevention. Owen E. 
Barker, chairman of Appleton & Cox, 
and a vice-chairman of the union, 
gave a report on recent developments 
in maritime safety. 

Thomas M. Torrey, vice-president 
of North America at New York, par- 
ticipated in group discussions on con- 
tainerization, clean bills of lading, nu- 
clear fission, and other technical de- 
velopments, along with Mr. Kratovil 
and Mr. Inselman. 

American marine underwriters are 
concerned with the poor loss experi- 
ence on super-tankers, Mr. York told 
the conference. The ability of these 
large ships to withstand drastic ex- 
tremes of heavy weather has yet to 
be determined. The stresses due to 
rapid loading and discharging can only 
be assessed after the vessels have been 
in service for some time. 


Exposure Increases With Size 


Tankers ranging over 900 feet in 
length and 100,000 deadweight tons 
are now in service, at values which 
exceed $20 million. Since the experi- 
ence on this class of business had 
worsened even in the absence of total 
losses, he emphasized the effect the 
total loss of such a highly valued ves- 
sel would have on the underwriters’ 
loss record. 

Any uncertainty as to adequacy of 
tates in this area should be resolved 
In time as additional experience in 
the operation of these vessels is gained. 
In the meantime, Mr. York deems it 
prudent and in the best interests of 
both underwriters and tanker owners 
that rates on super-tankers should not 
be comparatively cheaper than those 
already established under experience 
tating on the existing fleets of smaller 
tankers operating under the same 
Management to which they are to be 
added. 

As physical size increases so does 
Particular average exposure even 
though there may be no adverse 
change in nature, extent or frequency 
of casualties giving rise to yarticular 
average damage, he observed. Where- 
as this basic underwriting fact has 
not been critically important in the 
tating of cargo vessels, as to which 
economic considerations prescribe 
fairly restricted and well defined limi- 
lations in size, it is very significant in 
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rating super-tankers. It is not suffi- 
cient merely to recognize in a general 
way that increase in physical size 
creates added risk per se in the area 
of particular average claims. It is es- 
sential to develop and use precise in- 
dices reflecting this relationship. 

Such indices have been used by 
American Hull Insurance Syndicate for 
seme time, he stated. After applying 
this yardstick, it is then necessary to 
proceed with the analysis and study 
of the many other underwriting con- 
siderations which come into play in 
arriving at the rate finally quoted. 
Not the least of these is the constant 
pressure of hard hitting competition 
of other underwriters for American 
business. 

These indices have been helpful not 
only in establishing the initial ev>lua- 
tion to which reference has been mad> 
but also in demonstrating to insured 


and their brokers the extent and 
validity of need for increased premi- 
um solely to cover enhanced unit 
particular average exposure on the 
larger tank vessels. 

Mr. York then presented the sched- 
ule of factors. 

Five U.S. nuclear powered subma- 
rines are in commission and plying 
the seas, Mr. Inselman said. The nu- 
clear merchant ship Savannah, 
launched July 21, soon will be. 

The operation of nuclear powered 
naval vessels and the construction of 
shore-based reactors where they could 
be a source of danger to all vessels, 
has pointed up the need of conven- 
tional vessels for clear protection 
against nuclear damage. Progress has 
been made in meeting problems. 


Statement Asked 


Last April 30, the Americen insti- 
tute was called upon for a statem=ent 
to a joint committee of Congress as 
to the position of underwriters with 
respect to providing insurance for the 
Savannah. As a government vessel, 
the Savannah would not normally be 
insured, but Maritime Administration 
had invited proposals for insurance in 
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order that a pattern of insurance for 
future privately owned nuclear ves- 
sels might be established. 

The problem includes the usual hull 
coverage with collision and public lia- 
bilities of the vessel according to the 
formula of the Price Anderson act, 
which was extended in August, 1958, 
to apply to the Savannah only. Liabili- 
ty insurance according to that formula 
covers the liability of the operator of 
the vessel and of anyone who is liable 
for nuclear damage emanating from 
the reactor, thus protecting all sup- 
pliers and even third parties for lia- 
bility. 

The requirement of such insurance 
on the Savannah was made optional 
with Atomic Energy Commission. 
There had, however, been no adminis- 
trative determination made that such 
insurance would be required. Further, 
it appeared that the builders of the 
ship and all suppliers were already 
protected by government indemnity 
agreements. As for a pattern for future 
vessels, there could be no prediction 
of statutory provisions which might 
be applicable to them. Also, before 
such ships were built, there might be 

(CONTINUED ON PAGE 22) 
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Charlie Bursley 


Meet the Bursleys, of Rhode Island. They are two of the 
thousands of insurance agents who believe in maintaining close 
contact with their customers and prospects. They know it's 
physically impossible to do it in person . . . so they send out 





their own personal, bimonthly magazine. 


Says the senior Mr. Bursley, “Over the last 40 years I have 
used various forms of mail advertising, including four other 
services—and I feel sure that 100% of our magazines are 
examined from cover to cover by one or more of each family 
to whom they are sent. And that’s really something!” 


The Bursleys' magazine is published for them by the world's 
biggest publishers of financial house-organ magazines . . . 
Allied Publications, Inc., Third National Building, Nashville 3, 


Tennessee. Write them for samples and prices. 





Grant Bursley 
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Benisch Advises How 
To Purchase Agency 


In purchasing an agency, Abner 
Benisch, Newark agent, told the 
NAIA selling and agency manage- 
ment workshop, the value should be 
carefully analyzed if there are jumbo 
accounts. 

If large amounts of fire business 
are written on the five year install- 
ment plan, a purchaser has reason- 
able certainty that the business will 
remain on the books until expiration 
because of the price advantage. This 
gives the purchaser an excellent idea 
of what fire income he can count on 
with some assurance. A_ carefully 
written purchase agreement will en- 
able him to acquire these fire com- 
missions so that the dollars of com- 
mission from this business will go to 
the purchaser free of income tax, and 
therefore enable him to pay for the 
purchase in a shorter period of time. 


Exchange Of Capital 


Actually, he said, if the agreement 
indicates that the purchase price for 
these installments is simply an ex- 
change of capital, then they have not 
been purchased at all but simply ex- 
changed, dollar for dollar or some ra- 
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tio of dollar for dollar. 

Mr. Benisch pointed out that the 
purchaser of any agency must care- 
fully consider the fact that a part of 
the purchase price will be paid for 
with after-tax dollars. This means 
that the period of payment is either 
longer than anticipated, or the pur- 
chase price, if calculated on a gross 
commission income basis, is greater 
than originally anticipated. An excel- 
lent way to overcome this obstacle is 
to have the former owner on the pay- 
roll for some period of time and in 
that way some portion of the pur- 
chase price can be deducted by the 
purchaser as an expense of doing 
business, thereby shifting part of the 
tax burden to the seller. 


NAIA Awards Staggered 


An innovation at the National Assn. 
of Insurance Agents meeting this 
year was the spreading of announece- 
ments of winners of the various NAIA 
awards. Instead of all being announced 
at the closing general session, they 
were spread throughout the program, 
usually during a session appropriate to 
the work involved. The idea met with 
general approval, it being felt that the 
lessened competition gave the winner 
a better chance for the limelight. 





A heap of 
Ppilanning goes 
into a home... 


the final touch should be an efficient, 
flexible program of insurance. You have 


more to offer your prospects today 
than ever before, with a package 
program to fit every purse. 

For up-to-the-minute sales information write 


Multiple-Peril Department... 


SCOTTISH-AMERICAN 
GROUP 


SCOTTISH UNION 


and 


NATIONAL INSURANCE 
COMPANY 


HARTFORD, CONNECTICUT 


AMERICAN UNION 
e INSURANCE COMPANY 
of NEW YORK 








Public Relations 
Trophy To Florida 


Florida Assn. of Insurance Agents 
won the Bowen public relations award. 
David A. North of New Haven, past 
president of NAIA and chairman of 
the Bowen committee, made several 
observations on the entries submitted. 

The basic test in considering an en- 
try, according to the Bowen rules, is 
based on the question of whether the 
public has a higher regard for the 
agency system of the insurance busi- 
ness because of the activities described 
in the entry. 

Some associations, Mr. North stated, 
have confused PR with publicity. Pub- 
licity is an important tool in PR, but 
is not the end itself. Some associations 
have done outstanding publicity work. 
Their newspapers have run many col- 
umns of local interest stories on in- 
dividuals, meetings, and conventions 
of state and local associations. But 
most of these stories have contained 
little which would create in the public 
mind a higher regard for the agency 
system or the insurance business. 


Constructive Information 


The Florida entry, and those of New 
Jersey and Kansas, which were hon- 
orably mentioned, reflected efforts to 
reach the public with information of 
a constructive nature regarding insur- 
ance, coverages applicable for types 
of insured reached, or similar material 
of an educational nature. This has 
been done by distribution of printed 
matter, and by the active use of 
other methods of disseminating infor- 
mation to the public. Such efforts tend 
to improve the public’s understanding 
of the business and to create a more 
favorable attitude toward it and the 
agency system which distributes it. 

Publicity is a valuable tool of im- 
plementation, Mr. North declared. 
Sound efforts are greatly enhanced by 
favorable publicity. But when pub- 
licity is simply confined to activities of 
personnel, appointments, etc., it does 
not constitute, per se, a PR effort. 
Also, reports of state associations or 
member activities printed in the in- 
surance journals do not reflect com- 
munication with the public, he 
noted. 

Fred W. Westervelt of National 
Board and Kenneth O. Force of THE 
NATIONAL UNDERWRITER, were mem- 
bers of the committee. 


Retain Old System Of 
Seating At Banquet 


After several years of discussion, 
plans for reserved tables at the annual 
dinner of National Assn. of Insurance 
Agents were suddenly abandoned. It 
had been agreed that the secretaries, 











WOLVERINE’S wot, POLICY... 


Means more commission $$$ to Agents and complete packaged insurance protection for 


MOTEL Owners and/or Operators. 


In one policy: Fire and Allied Perils . . . Liability (Premises-Operations, Products, Protec- 
tive, Elevator and Contractual) . . . Medical Payments . . . Robbery — Inside and Outside 


. . « Employee Dishonesty . . . Open Stock . . 


of Privacy . . . Innkeepers Liability . . . Employers Liability . . . Personal Liability . . . 


Neon Sign . . . Plate Glass, etc. . 


can be written for 1, 3 or 5 years . . . Convenient payment plans available . . 


allowed for existing insurance. 


. . at premium savings of as much as 30% .. . Policy 


. Credit 


Wolverine’s Motel Policy, designed exclusively for Motels, means account selling, mul- 
tiple peril underwriting — reducing Agency costs while building Agency volume ... It 
is easy to sell . . . Marketed only through local “Wolverine” Agents. 


For further information write 
Agency-Sales Department. 
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who have for years been saddled with 
the unofficial chore of trying to save 
places for their members, would be 
allotted tables, the order of choice tg 
be determined by lot. The drawing 
took place on Sunday, with the Wis. 
consin association winning first choice. 

It turned out, however, that the 
secretaries, to protect themselves haq 
overestimated attendance from their 
associations. Consequently, — severgj 
large associations, with many mem. 
bers present, found themselves without 
any places at all when the choice got 
down to them. 

At the Monday meeting, the NAIA 
state directors voted to abolish the 
plan and the traditional “first come, 
first served” procedure was reip. 
stated. 


Ten Agents Cited 
For Achievements 


President Archie M. Slawsby of 
NAIA honored ten agents with ¢.- 
tations at the opening session of the 
annual convention in Chicago. The 
recognition is for adding prestige t 
the agency system during the year 
through accomplishments in business, 
civic or personal activities. Those cited 
are: 

William F. Grandy, Sioux City, 
member of the NAIA executive com- 
mittee and past state national director 
of the Iowa association; Stanley W. 
Greaves, River Edge, member of 
NAIA accident prevention committee 
and accident prevention chairman of 
the New Jersey association; Josiah 0, 
Hatch, Savannah, 
NAIA casualty committee and _ past 
president of Savannah and Georgia 
associations; R. Maxs Hursh, Riverton, 
member of the NAIA local board and 
membership committee and past pres- 
ident of Wyoming Insurors. 


Oscar Award Winner 


Also, Julian lLenke, Cincinnati 
member of the NAIA property com- 
mittee and recipient of Cincinnati 
Underwriters  Assn.’s 1959 Oscar 
award; George R. McClure, Salt Lake 
City, state national director of the 
Utah association and past president 
of the Salt Lake and Utah associa 
tions; Frank P. Middleton, Phoenix, 
state national director of the Arizona 
association, and John P. Wilson Jr, 
Mobile, chairman of the NAIA spe 
cial committee on production cost 4l- 
lowances, and state national director 
of the Alabama association. 

Also, Hayne P. Glover Jr. of Green- 
ville, member of the NAIA executive 
committee and past state national d- 
rector of the South Carolina associa 
tion, and Cooper M. Cubbedge @ 
Jacksonville, NAIA executive commit 
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teeman and past state national director Bs 
of the Florida association. age 
Cy s ven 
Local Association com 
a * f 
Managers’ Session |" 
Local board secretaries and mal- In 
agers met during the NAIA convel- $15 
tion in Chicago and discussed th} y, 
problems of getting new members, the any 
increasing competition for sub-ptt mak 
ducers by the company offices anc 60 i 
large city agencies, and the handling the 
of public business by local boards. qT 
Maurice Greer of Detroit was elet} «.,. 
ed chairman to succeed J. W. advi 
of Houston, who presided. J. H. Bisho cont 
of Cleveland was named vi Yas 
man, and Lon Mohundro of Dallfy 
secretary. even 
Thirteen attended. Five of the™f,,. 
indicated that their boards do Dog 
some public business. ‘hen 
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HeNATIONAL UNDERWRITER 


Industry Must Correct Mistakes: Musser 


(CONTINUED FROM PAGE 2) 


farge, potential business for the agent. 
But agents must watch for over-insur- 
ance on this class. Excess coverages 
should be discouraged. 

Exceptionally intelligent work on 
the part of independent agents, with 
the help of adequate rates on the part 
of companies, will make 1960 success- 
ful, Commissioner Musser said. 

Bringing official greetings from 
NAIA was its vice-president, Paul H. 
Jones, Tucson. He stressed the impor- 
tance of advertising as a major selling 
aid. Advertising has been a “step- 
child” in agencies for too long. It has 
been used only when there was noth- 
ing else to do. Frequently, this meant 
it wasn’t used at all. And when a few 
advertising dollars were improperly 
spent and produced small results, this 
often served as an excuse to quit 
spending even that insufficient sum. 


Drastic Changes Near 


Drastic changes are just around the 
corner, Mr. Jones stated. The need for 
greater salesmanship and advertising 
will be felt. There should be no “sa- 
cred cows” insofar as serious study by 
association groups was concerned. It 
is not important whether future 
changes are liked or disliked by 
agents; the important thing is—what 
does the public like? 

Mr. Jones closed his talk with a 
request that agents do their own part 
in thinking about insurance problems. 
Make decisions on these problems, he 
urged, and let leadership—local, state 
and national—know what these deci- 
sions are. 

John J. Savage, assistant manager 
National Bureau, San Francisco, spoke 
on “The New Look in Automobile In- 
surance.” After a brief history of the 
Bureau’s work over the past years, 
Mr. Savage declared that automobile 
insurance is the “vehicle of the fu- 
ture.” 

This coverage will continue to be 
“big” under the independent agency 
system because the public is educated 
to it. However, the agent must be 
most aggressive in going after this type 
of business, he said. 

Companies and agents must find 
new economies during the years. Cali- 
fornia has been the pilot state in 
teforms in the business and it would 
be well to follow it, Mr. Savage sug- 
gested. The 25 cents cost plan has not 
been a cure-all, but it has produced 
good results. 


Telephone Important Tool 


Jack Schwartz, described as “Amer- 
ica’s No. 1 Telephone Salesman,” told 
agents on the final day of the con- 
vention that the telephone has _ be- 
come one of the important business 
tools. If properly used it can increase 
ess. 
In the last 25 years he has sold 
$5 million of insurance by telephone, 
Mr. Schwartz asserted. “I don’t sell 
wything over the phone. I use it to 
make appointments. It averages $5.- 
Win income for me every time I lift 
the receiver off the hook,” he said. 
The approach must be attractive, 
sessing benefits, not the product, he 
advised. “Courtesy is important and 


.p%tagious. Don’t call a housewife at 






4m. or at meal time. Ten to 11 is 
best hour in the morning. In the 
Wening, 7 to 8 is best, but first make 
Sire you are not interrupting a TV 
Wogram,” he warned. Mr. Schwartz 
then made a number of telephone calls 











YUM 





which his audience listened to via a 
two-way amplifying system. 

Keith D. Skelton, Oregon state rep- 
resentative, spoke on “Compensation 
Insurance—Last Chance for the In- 
surance Industry?” Mr. Skelton, a 
former claims adjuster, outlined in de- 
tail the history of Oregon’s workmen’s 
compensation law. During the recent 
legislative session in Oregon, he was 
the principal sponsor of bill which 
would have provided that all employ- 
ers who employ a specific number of 
employes should fall under the work- 
men’s compensation act. The bill did 
not come to a vote. 

One of the resolutions passed by 
the agents put the convention on re- 
cord as favoring “the principle of 
multiple peril underwriting.” 

A much-appreciated feature of the 
meeting was a “Lloyd’s coffee house” 
which was operated every morning 
courtesy of Sayre & Toso-W. B. 
Brandt & Co. 

The Oregon agents will hold their 
1960 convention at the New Sheraton 
Hotel in Portland 


Good Will Of Public 
Is Up To Claims Man, 
Chicago Adjusters Told 


The role of the adjuster in influenc- 
ing public opinion of insurance was 
emphasized at the 
first fall meeting 
of Casualty Ad- 
justers Assn. of 
Chicago by Charles 
C. Clarke, midwest 
director of public 
relations of Assn. 
of Casualty & 
Surety Companies, 
who told the meet- 
ing that, while ad- 
vertising and pub- 
lic relations media 
can create favor- 
able impressions, it is the adjuster, 
through his personal contact with the 
public, who can do more to foster good 
will than any other representative of 
a company. 

Mr. Clarke said much has been done 
through newspapers and magazines to 
educate the public in insurance, but a 
constant problem, which is faced by 
the adjuster in particular, is a ten- 
dency to regard the business as one 
whose “product” is the payment of 
claims, rather than security against 
loss. An insured with no losses event- 
ually begins to feel that he is not 
getting his money’s worth. When a 
loss does occur it is the adjuster who 
is in the key spot to correct this im- 
pression, and the satisfaction and good 
will of the insured depends almost 
entirely on how intelligently the ad- 
juster handles his claim. 

Insurers have recognized the impor- 
tance of public relations, he said, but 
most of their programs lack continuity, 
and too many companies are inclined 
to look to public relations only after 
all else has failed. He said there is a 
need for more adequate and consistent 
communications within the industry 
and a greater cooperative effort on the 
part of all organizations and associa- 
tions to establish and maintain the 
good will of the public. 


NFPA Fall Conference 


School and hospital fire safety and 
rural protection will be among the 
subjects to be discussed at the fall con- 


Cc. C. Clarke 


ference of National Fire Protection 
Assn. in Des Moines Nov. 11-13. Fire 
Marshals Assn. of North America will 
meet at the same time. 

The conference will open with a 
discussion of current trends in fire 
protection and a report by officers, 
including President Henry G. Thomas, 
Chairman T. Seddon Duke, and Gen- 
eral Manager Percy Bugbee. 

E. J. Herron, Iowa state fire mar- 
shal, and George C. Whitmer, manager 
of Iowa Inspection Bureau, are co- 
chairmen of the convention commit- 
tee. 


Stewart, Smith (IIL) 


Names Claims Manager. 

Frank Atkinson has been appointed 
claims manager of Stewart, Smith 
(Ill.). For several years he has been 
supervisor in charge of the claim-legal 
department of Zurich and had been 
with the company 21 years. Before 
that he was Chicago claims manager 
for Liberty Mutual and also served in 
various other capacities for the com- 
pany in Chicago, Boston, Milwaukee 
and New York. 
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Me. Agents Change 
Name, Elect Harding 


Maine Assn. of Insurance Agents 
voted at the annual meeting in Rock- 
land to change the name to Indepen- 
dent Agents Assn. of Maine. New of- 
ficers are David R. Harding, Bar Har- 
bor, president; A. Wendell Anderson, 
Brunswick, William Dennett, Kittery, 
and Richard Barron, Augusta, vice- 
presidents; Ralph L. Young, Portland, 
treasurer; and Carleton F. Scott, Wil- 
ton, chairman of the executive com- 
mittee. 


Condemns ‘Unilateral’ Action 


The convention adopted a resolu- 
tion condemning “unilateral” action 
by companies in cutting commissions. 
The resolution stated that the man- 
ner and the timing of these cuts sug- 
gest that some companies may have 
been acting in collusion to the detri- 
ment of their agents. It further stated 
that since rates concern all agents, 
the association should take steps to 
represent its members’ interests in 
all rates and rate components filed 
with the insurance department. 





Being Agent Minded 


2. CROWN LIFE 


3. CROWN LIFE 


Now, more than 
ever before... | 
When it’s new | 
in town | 

...it comes 

| 





TO BROKERAGE DEVELOPMENT DEPT. 
CROWN LIFE INSURANCE COMPANY 


120 Bloor St. East, Toronto, Canada 


Please send me the Brokerage Life Kit, including your 
full P/S Rate Book. 


PPP Pee eee ee eee eee ee ee ee ee eee 


hee eee eee eee eee ee eee eee 


Name........ 
from | Address... 
CROWN |“ 


CROWN LIFE OF CANADA 


gives agents, brokers and surplus writers 
more features ...more facts... 
that make ‘‘Life’’ a good living! 


1. CROWN LIFE ... is a stock and policyholder 


company ... controlled by both 
shareholders and policyholders on the 
Board of Directors with... 

a full line of both participating plans and 
non-participating plans to suit every 
need .. . every budget. 


. .. is an independent company without interlocking 
directors, without subsidiaries, 

without affiliates in either other life 

companies, general companies or 

Mutual fund organizations . . . giving you 

neither handicaps nor “package deals.” 

Free competition without interference 

from parent companies. 


. « follows modern underwriting 
practices, modern P/S rates with a 
policy base system. International 
advantages give Crown Life the 
relatively low home office overhead and 
wide profitable investment opportunities 
which make possible its noted low cost, 
high return plans. 
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HFeNATIONAL UNDERWRITER 


Elect Feinerman To Head Pa. Agents 


(CONTINUED FROM PAGE 10) 


publicity and advertising by old line 
companies, there is a higher percent- 
age of such buyers than ever before. 


C.aims Are Excessive 


Company officials point to the fact 


out of the past 15 years, they enjoyed 
a profit on the same commission scale 
which has been paid for as many years 
as Mr. Trimbur can remember. This 
gigantic loss is not due to excess com- 
missions but to excessive claims paid. 


sions sufficiently attractive to enable 
the agency force to go out and sell. 
If agency companies had the very best 
policy available—a real quality prod- 
uct, at a price where companies and 
agents could enjoy a profit—it could 
and would be sold, in his opinion. 

It is unfortunate for agents that 
many of their companies covet the 
volume of automobile business de- 
veloped by direct writers and captive 


post-war years on automobile insur- premium 
ance. But prior thereto, and for three risk involved and to leave commis- 


that the business has lost more than Therefore, it seems that the only re- 


one half billion dollars during the medial measure would be to get a acquired through different methods of 
commensurate with the operation. Companies which are try- 
ing to attract that business have de- 


agency companies. This volume was 











They “Moved the Mountain to Manhattan” 


*‘Mountain moving”’ is a job for engineers . . . in 
this instance, Standard Accident safety engineers. 
The White Fathers (The Society of Missionaries 
of Africa), you see, purchased a tract of land in 
the heart of the Adirondack Mountains . . . 1,800 
acres, twenty-three buildings . . . for use as a 
Seminary. Their insurance needs required im- 
mediate attention and this presented a bit of a 
problem because it was mid-winter and the prop- 
erty was, to understate the case, remote. 


The insurance agent, Gronau-Doran Agency, Inc., 
Bronx, referred the risk to Stardard Accident’s 
New York Branch and two intrepid safety en- 
gineers, Arctic-equipped, were promptly dispatched 
for a physical review of the property. And they 
did, they “‘moved the mountain to Manhattan” 

. . on film. The entire risk was then viewed and 
reviewed in detail by able and experienced under- 
writers in collaboration with the men who were 
there (above, left to right: Henry Wichmann, 
Manager, Casualty Underwriting Department; 


Thomas Nolan, Supervising Safety Engineer; 
Robert Campbell, Fire Underwriting Manager; 
John O’Rourke, Safety Engineer). 


And the result? . . . a completely competent and 
successful job of multiple line underwriting. Or, 
to quote Kurt Gronau “This was one of the 
greatest exhibitions I have ever seen of close co- 
ordination of departments and multiple line opera- 
tion and it’s service like this that best explains 
why I’ve represented the Standard for 25 years.” 


®trno\’ 


640 TEMPLE AVENUE « 


CASUALTY e FIRE « MARINE ¢ FIDELITY e¢ SURETY 


ent IMSyy, SYMBOL OF SERVICE FOR 75 YEARS 


22" STANDARD ACCIDENT 


INSURANCE COMPANY 


DETROIT 32, MICHIGAN 
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v.loped a system completely foreign 
to the long accepted procedure. This 
thinking has brought about plans with 
a more restrictive contract, a lowe 
commission, direct writing,  direg 
billing, and aé_ direct cancellation 
philosophy which will eventually, jg 
successful, sound the death knell of 
the agency system, Mr. Trimby 
warned. 


Decision Up To Companies 


The president of one of the thre 
largest companies, in his latest re. 
port to stockholders, has stated that 
if the direct writing plan on automo. 
bile business succeeds, it will be 
adapted to homeowners, fire and other 
er lines. Mr. Trimbur wonders jf 
agents are going to embrace this 
method whereby they sacrifice their 
livelihood to enable companies ty 
compete with undignified types of 
competition. 

One of the most progressive Steps 
in the business was when the compa- 
nies brought out the standard form of 
fire contract and the standard auto- 
mobile policy. The chaos in the auto- 
mobile field today indicates a giant 
step backwards, and the same prob- 
lem may arise in other lines. Every- 
one knows that there is a prevailing 
jealousy between stock companies, 
and that each is trying to outsmart 
the other by attracting agents and 
business to their own special plans. 
Agents should not be dragged through 
the mire of greed of some companies, 

Companies as constituted for the 
past 100 or more years have never 
been geared to merchandise automo- 
bile insurance or any other classifica- 
tion on the same basis as the new 
competition. Companies which elect to 
operate on that basis should decide 
now whether they wish to pursue di- 
rect writing without the benefit of 
independent agents or whether they 
prefer to continue on the basis on 
which they prospered for many 
years. Companies should not destroy 
their sales organization, the agency 
system, and agents should not and 
will not permit this threat to their 
existence, Mr. Trimbur concluded. 


Minneapolis Agents’ Assn. 


Names New Officers 


Insurance Agents Assn. of Greater 
Minneapolis has elected Charles P. 
Johnson of Chas. W. Sexton Co. as 
president. Other officers named are 
Howard J. Dumphy of the company 
bearing his name, vice-president, and 
Miss Violet Schutta of the Schutta 
agency, secretary-treasurer. Mrs. Alice 
Fabianke continues as executive sec- 
retary. 





HARTFORD'S 
ONLY 
PROFESSIONAL 
REINSURANCE 
COMPANY 





METROPOLITAN 
FIRE ASSURANCE 
COMPANY 
J. B. CARVALHO, President 
95 WOODLAND ST., HARTFORD 5, CONN. 
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FseNATIONAL UNDERWRITER 


Over-Classification, Merit Rating No 
Help In Securing Good Business: Evans 


Over-refined risk classifications and 
merit rating were denounced by Har- 
old G. Evans, president of American 
Casualty, who described the dilemma 
of stock companies seeking to obtain 
a bigger share of the preferred auto- 
mobile business. 


Notes Over-Refinement 


Speaking at the annual convention 
of Montana Assn. of Insurance Agents 
at East Glacier Park, Mr. Evans said 
that over-refinement in risk classifica- 
tion has developed to the point where 
a slightly below-average risk pays pro- 
hibitive rates or is denied coverage 
on a voluntary basis. He admitted that 
reasonable operational and territorial 
classifications are essential and the 
known accident repeater should be 
severely penalized. “Beyond _ this 
point,” he said, “further refinement 
is not only rank discrimination and 
inimical to the very mathematical 
science of insurance, but is against the 
public welfare.” He warned that a 
continuation of ultra refinement in 
risk classification would have but one 
alternative—that of state funds or 
introduction of a schedule of benefit ir- 
respective of fault, resulting in the 
end of automobile insurance as it is 
known today. 

Merit rate plans have been tried be- 
fore, and have been dismissed as un- 
workable, Mr. Evans said. These plans 


increase underwriting losses, further 
restrict the market, materially in- 
crease agency expense end reduce 


commission earnings. Merit plans are 
contrary to the fundamental principles 
of the theory of insurance, to wit: 
dividing the losses of the few among 
the risks of the many. Merit rating 
endeavors to divide the losses of the 
few among the few loss producers, he 
declared. 


Must Come From Higher Base Rates 


If the merit-rated insured is to re- 
ceive a discount, the money. to pay for 
this must come from the base rates. 
This, together with the comparatively 
high cost of administering the plan, 
makes it necessary for companies to 
increase the base rate by a factor al- 
most equal to that of the merit credit, 
he said. 

Mr. Evans pointed out that few 
really good risks not qualifying for a 
merit rate will stand for a rate in- 
crease, and they will, in vast numbers, 
turn to those companies still doing in- 
dividual risk underwriting at equal or 
lower rates irrespective of accident or 
abstract records. 


Criticizes Safe Driver Plans 


He was critical of the provision in 
recently filed safe driver plans re- 
quiring a from one-to-five-years acci- 
dents and traffic violation-free record. 
The risk for liability coverage is only 
average if it has had but one accident 
involving bodily injury every 17 to 20 
years and one involving property dam- 
age once every 7 to 10 years depend- 
ing on classification, territory and use. 
“Therefore,” he said, “it is evident 
that any plan returning as much as 
25 to 30%, as is the case in some states, 
for three years of accident-free opera- 
tion, is actuarially unsound, unless a 
Substantially redundant rate is initially 
established to permit such a credit.” 
It appears that nine out of 10 auto- 
Mobile liability claims are incurred 
by people who are unfortunate enough 


to get into a situation where an ac- 


cident is unavoidable, and only 10% are 
incurred by accident-prone drivers. 
“The merit rate program then certainly 
unfairly discriminates against this 
group responsible for 90% of the ac- 
cidents.” 

A special single limit package policy 
to be issued on a 6-month or shorter 
basis, under a continuous policy form 


with optional collection methods, is a 
more practical approach to a proper 
solution, he declared, adding that this 
could be the policy of the future. The 
public never wanted the broad family 
policy, and it was a mistake to need- 
lessly broaden coverage when the ex- 
perience was so poor. 

“While the single limit package poli- 
cy is a step in the right direction,” 
he said, “all of the economies in the 
operation and the actuarial soundness 
are lost by super-imposing the merit 
rate plan on an already adequately 
diccounted rate. This would give the 
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agent less commission for more work. 

“However, if the new single limit 
package policy, with its competitive 
rates, was offered without the merit 
rating program, it would then lend 
itself to complete eletronic processing. 
It would produce a higher permissible 
loss ratio, it would return to the in- 
sured a greater percentage of the 
premium dollar in the form of benefits, 
and it would go a long way toward 
accomplishing the necessary objec- 
tives of the industry. It would also 
relieve the agent of time-consuming 

(CONTINUED ON PAGE 28) 


YOUR CLIENTS DESERVE INSURANCE PROTECTION 
IN COMPANIES THAT COMBINE 


Strength, Service, Dependability 


America Fore 
Loyalty Group 





THE CONTINENTAL INSURANCE COMPANY.........----+++-eeeee0e> Est. 1853 
FIDELITY-PHENIX INSURANCE COMPANY.........-:--2-0+eeeeeeeeee Est. 1874 
FIREMEN’S INSURANCE COMPANY OF NEWARK, N. J.........----+- Est. 1855 
NIAGARA FIRE INSURANCE COMPANY........----+00eeeeeeeeeeeeees Est. 1850 
THE FIDELITY AND CASUALTY COMPANY OF NEW YORK.......... Est. 1875 
NATIONAL-BEN FRANKLIN INSURANCE COMPANY.........---+-+++- Est. 1866 
COMMERCIAL INSURANCE COMPANY OF NEWARK, N. J.........--- Est. 1909 
MILWAUKEE INSURANCE COMPANY........----2e-eeeeeeeeeeeeeeees Est. 1852 
ROYAL GENERAL INSURANCE COMPANY OF CANADA..........---. Est. 1906 
THE YORKSHIRE INSURANCE COMPANY OF NEW YORK.......... Est. 1926 


SEABOARD FIRE & MARINE INSURANCE COMPANY..............-Est. 1929 
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“But I don’t have the 
know-how for life!” 


GCG: You don’t need it! Our Life 
Department takes care of all the 
technical knowledge, plus all the 
paperwork! And does it gladly, with- 
out charge to you. You take all the 
commissions! 


YOU: Now wait a minute...what’s 
in it for you? 


CG: We're like you...we take the 
long view. Here’s what happens...we 
make analyses of your clients’ poli- 
cies, show them how to make their 
present premium dollars work most 
effectively. The sales come gradually, 
over a period of time...only in answer 
to specific client needs. 


YOU: You’re reaching me... what 
about profits? 


CG: You may have an increase in 
your profits of 15% or more per year. 
And, at no extra expense to you. It 
will pay you to call our nearest office 
... right now! 


CONNECTICUT 
GENERAL 


Life Insurance Company, Hartford 


Ge 
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Agenda Ready 
For NAIC Zone 4 


The agenda for the meeting of Zone 
4 of National Assn. of Insurance Com- 
missioners on Oct. 1-2 at French Lick, 
Ind., has been sent to the interested 
departments. 

The deputies, actuaries and chief 
examiners, with Martin F. Raynoha of 
Wisconsin as acting chairman, will 
take up 10 items: 

1. Election of a permanent chair- 
man to replace Samuel Orebaugh of 
Iowa, now with a life company. 

2. Items deferred from prior meet- 
ings—a report of the municipal fees 
and taxes committee, and a report of 
the examination of claims-standard of 
ethics. 

3. How should commissioners view 
the tendency to the sale of a company’s 
furniture and equipment to another 
corporation and releasing thereof so as 
to increase surplus? 

4. In view of a recent California 
decision holding the added charge for 
installment payment of a premium to 
be premium and taxable, shall reap- 
praisal be made of that factor in the 
practices and regulations in other 
states? 

5. Are reservations in the liability 
for federal taxes on unrealized capital 
gains justifiable and permissible under 
NAIC regulations? 

6. Reevaluation of possible resub- 
mission of 1957 recommendations 
which inadvertently apparently were 
not forwarded to the blanks and ex- 
aminations committees. 

7. Reevaluation and possible resub- 
mission of 1958 recommendation to 
blanks committee which has not yet 
appeared on the agenda of the blanks 
committee. 

8. Are service contracts insurance? 

9. Life reserve strengthening—spe- 
cial surplus or not? 

10. Management contracts of mutual 
companies. 

The fire raters under J. E. Kennedy, 
Wisconsin, have a six item agenda: 

1. Are dwelling schedule classes 
and farm property classes properly 
classified as to hazards of construction, 
protection, occupancy and location. 

2. What standard should be adopted 
to determine what revisions should be 
made in comprehensive dwelling poli- 
cies, commercial property policies, 
homeowners, manufacturers output 
and other multiple peril plans. 

3. What is the relation of insurance 
forms to insurance costs with respect 
to standard forms and forms applicable 
to FIA, RIM, FI and building owners 
giving effect to dividends, deviations, 
schedule treatment and engineering 
services; what factor will determine 
the limitation of multiple location rules 
to contents and not to buildings, and 
what factors determine the credit for 
deductible applicable to various perils. 

4. Analysis of filings in connection 
with coverages not previously antici- 
pated, such as nuclear hazards. What 
means are available to determine that 
such filings meet the standards of the 
rating laws. 

5. What procedures should be fol- 
lowed to determine that a rating plan 
applicable to uncontrolled classes 
should be filed by insurers? This may 
include bailees’ customers, boats and 
outboard motors, cold storage lockers, 
etc. 

6. What standard should be adopted 
to determine whether zone rates should 
be established for fire, EC, wind, or 
other allied lines? What supporting 
information is available for zoning 





within the states? 
S. C. DuRose, Wisconsin, will preside 


at the casualty and A&H raters meet- 
ing. The five items up for discussion 
at the casualty meeting are auto merit 
rating, minimum requirements for 
auto substandard risk rating plans, 
methods of reviewing automobile rates 
for adequacy, filing of rates and policy 
forms for insurance written under 
surplus lines authority, and a discus- 
sion of whether dividend plans are 
compatible with the prohibition of 
fictitious groups and unfair discrimina- 
tion. 

The A&H agenda includes: 

1. Should rate revisions apply to 
new policies? 

2. What factors should be con- 
sidered in credit A&H to determine if 
benefits are reasonable in relation to 
premiums? 

3. Are any changes needed in the 
uniform policy provisions law? 

4. Discrepancies in the reporting of 
underwriting experience in the A&H 
policy experience exhibit and a need 
for more specific instructions. 

5. Should an insurer’s right to 
amend or refuse renewal be limited? 

6. Means of implementation and 
regulation of credit life and credit 
A&H. 


Interstate Fé & C. Has 
Good First Six Months 


Interstate Fire & Casualty in the 
first six months of 1959 had written 
premiums of $3,179,307, compared 
with $2,416,728 in the same period the 
year before. The company reported an 
underwriting profit before taxes of 
$42,625, and net earnings after taxes 
but including investment income were 
$90,716 against $39,661 in 1958. 

The company plans to issue addi- 
tional stock this fall. It is managed by 
George F. Brown & Sons, excess and 
surplus line organization of Chicago. 


Freeport Has New 
Subsidiary: Horizon 


Freeport Ins. Co. has organized a 
subsidiary, Horizon, which will operate 
on an independent local agency basis 
selling six-month policies with pre- 
miums collected in advance, billing di- 
rect to the insured at reduced rates 
for preferred automobile and fire lines, 
including package policies. 

Charles M. Fish, who heads Free- 
port, is president of Horizon, and oth- 
er officers are: Vice-presidents, C. W. 
Richards, L. F. Knipschild, H. H. Hoy- 
man, C. W. Chapman; secretary, C. D. 
Ramm; treasurer, E. E. Boynton. 


Boston has moved its Birmingham 
service office to new and larger quar- 
ters in the Leu Building. 
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1,000 Attend CPCU 
Conferment At L. A, 


More than 1,000 persons were on 
hand for the national conferment of 
CPCU designations at Los Angeles 
last week. The presentations were 
made at the all-industry luncheon 
sponsored by the society as one of the 
sessions of the annual meeting. A total 
of 299 persons from 187 cities in 49 
states fulfilled the requirements for the 
CPCU designation this year and in- 
creased the total number of designees 
to 2,512. 

Approximately 100 of the new 
CPCUs were on hand to receive their 
awards. Those who could not attend 
will receive their designations at spe- 
cial meetings throughout the country 
in the next two months. 

Dean Harry J. Loman of the Amer- 
ican Institute heard the charge and 
presented the designations. 


Cook County Juries Award 
$46,500 So Far In Sept. 


Cook County Jury Verdict Reporter, 
the weekly newsletter analyzing and 
reviewing personal injury cases in 
Chicago and Cook County, notes that 
since Sept. 1 juries in the Chicago 
area have made three awards totaling 
$46,500. In five other cases the de- 
fendants were held not guilty. Plain- 
tiff’s demands in the three award 
cases totaled $90,000. 


N. Y. Board Reports Aug. 


Losses And Amount Up 


New York Board reports fire, EC 
and sprinkler losses for August as 
compared with the same month in 
1958 increased in number 12.27% to 
604, and increased in amount 130.6% 
to $3,190,480. Despite this, losses for 
the first eight months of 1959 have de- 
creased in number 6.5% to 7,950 but 
have increased in amount 3.7% to 
$19,596,785. 


N. C. Eyes Credit A&S Rate 


Commissioner Gold of North Caro- 
lina has asked companies writing 
credit A&S im connection with small 
loans to appear before him Oct. 19 to 
show cause why the rates should not 
be reduced. 

The rate currently is $2 per unit 
of $5 monthly benefits. It was reduced 
in 1956 from $2.50. 


Cleeton At Des Moines 

Phoenix of London has appointed 
Leo D. Cleeton special agent for Iowa, 
with headquarters at Des Moines. 
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Aug. Fire Loss Down 
1.1%; Eight Month 
Decrease Is 2.7% 


Fire losses in the U. S. in August 
amounted to $74,660,000, a decrease 
of 1.1% from August, 1958, according 
to National Board. The August total 
is 9.3% down from losses in July, 
1959. 

Losses for the first eight months of 
1959 totaled $717,860,000, a decrease 
of 2.7% from the similar period of 
1958. 


Credit Jen, Leader 
Editorializes On 
High Jury Awards 


Credit & Financial Magazine, publi- 
cation of National Assn. of Credit Man- 
agement, contains in the October issue 
an editorial by Edwin B. Moran, ex- 


ecutive vice-president of NACM, 
warning against unrealistic jury 
awards. 


Remarking that insurance compan- 
ies in some areas have been “to say 
the least, imposed upon,” Mr. Moran 
observed that if claims and verdicts 
continue at such levels, “and if awards 
are wholly out of keeping with the 
injury or loss suffered, we shall soon 
find that premiums adequate to cover 
such situations constitute a burden that 
cannot be assumed by business in a 
competitive market or by the insuring 
public. Such a condition would be 
harmful to every living person and 
every going business and indeed harm- 
ful to the nation’s economy. Let us 
hope that this trend towards unreal- 
istic awards and judgments will be 
tempered by the rule of reason and 
that fairness will prevail.” 


Watson To Key Post 
With Hartford Fire 


Leonard J. Watson has been ap- 
pointed to Hartford Fire group’s new- 
ly formed home office business de- 
velopment department. From 1956 on 
he has been director of sales promo- 
tion and field services for Columbian 
National Life, Hartford Fire affiliate. 

In his new position he will act as 
advertising and promotion liaison for 
the life affiliate, will serve on the 
plans committee of the business de- 
velopment department, and will be re- 
sponsible for art supervision. 


Began As Art Student 


Mr. Watson served five years as 
sales promotion manager of Security 
Mutual Life of Binghamton. He began 
his career as an art student under the 
painter-sculptor, Elizabeth Taylor. 
Later he studied at the Academy of 
Fine Arts in Chicago and the Academ- 
ic Bella Di Arte, Florence, Italy. He 
was director of International Corres- 
pondence Schools’ schools of art, ad- 
vertising and salesmanship. He is the 
author and illustrator of 14 textbooks 
on art and advertising. He has served 
on Life Advertisers Assn.’s education 
committee, was chairman of a semin- 
ar it conducted on direct mail, and 
was a faculty member for LAA’s edi- 
torial and sales promotion workshop. 


Home Mutual Names 


Minn., Mich. Managers 

Home Mutual of Appleton, Wis., has 
Promoted Henry A. Bergerson to resi- 
dent manager in Minnesota, with 
headquarters at Anoka. He joined the 
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company in 1950, and was named 
Minnesota state agent in 1956. 

George C. Bubolz, East Lansing, has 
been named resident manager in 
Michigan. He has been state agent of 
the company in Michigan since 1948, 
and is a past president of Michigan 
1752 Club. 


Program Ready 
For Mutual 
Parley At Dallas 


Advance registration for the con- 
vention of National Assn. of Mutual 
Insurance Companies Oct. 11-14 at 
Dallas indicates an attendance exceed- 
ing 1,000. 

The meeting will have as its theme 
“Management Responsibility As We 
Face the 60s.” 

Speakers at the opening general 
session will be Penn J. Jackson, chair- 
man of the Texas board of commis- 
sioners; George A. Christensen, presi- 
dent of the national association and 
Percy Bugbee, president National Fire 
Protection Assn. 

In the afternoon the conference of 
Mutual Casualty Companies and the 
city fire conference section of NAMIC 
and Federation of Mutual Fire Com- 
panies will have a joint meeting at 
which talks will be given by S. Alex- 
ander Bell, manager of Midwest In- 
dependent Statistical Service, on “The 
Future of Multiple Line Operations,” 
and David Fand, associate professor at 
Southern Methodist University, on 
“The Economic and Investment Fu- 
ture.” 


Farm Group To Meet 


The farm-fire and windstorm group 
will have a meeting, as will the crop- 
hail conference. 

On the second day there will be a 
general session in the morning, a “na- 
tional affairs” luncheon, and separate 
conferences in the afternoon for the 
casualty group, the city fire confer- 
ence, crop-hail people, farm-fire con- 
ference and the farm-wind conference. 

On Oct. 14, the closing general ses- 
sion will be addressed by State Sen. 
Herring, and the new officers will be 
elected. 

At a joint session in the afternoon of 
Federation of Mutual Fire Companies, 
the city fire conference section of 
NAMIC and conference of Mutual Cas- 
ualty Companies, there will be a dis- 
cussion of the changing property insur- 
ance picture with talks to be given by 
J. W. Pritchett, Northwestern Mutual; 
Alan Stevens, Liberty Mutual; Percy 
Bugbee of NFPA, and D. T. Hawkins, 
Mutual Loss Research Bureau. 

The farm-fire and farm-wind con- 
ferences will also hold sessions in the 
afternoon as will the crop-hail con- 
ference. 

The convention will close that even- 
ing with a banquet, but the next 
afternoon there will be a post-conven- 
tion tour to Mexico for a number of the 
registrants. 


Seven Are Raised 
By America Fore 


Harvey E. Abrams, formerly con- 
troller, has been appointed a _ vice- 
president of America Fore companies. 
Byron B .Redman, vice-president, 
controller and secretary of Loyalty 
companies, has been named vice- 
president and controller. 

Horton S. Hickerson, secretary and 
chief auditor of Loyalty companies, 
has been appointed general auditor 
for all companies of America Fore 
Loyalty. Henry F. Schmidt, adminis- 
trative assistant to Elmer J. Hey, 
vice-president, has been advanced to 
secretary of Fidelity & Casualty. 

Three changes have been made at 
Chicago. Joseph E. Cryan has been 
promoted from assistant secretary to 
secretary of America Fore fire com- 
panies to succeed Bert R. Walinder, 
vice-president who is retiring, as 
manager of the farm department. En- 
cil V. Sharp, has also been advanced 
from assistant secretary to secretary 
in the farm department. 

Herbert S. Ogden, formerly agency 
superintendent of America Fore’s au- 
tomobile department, has been ap- 
pointed secretary of F.&C. He will 
establish an Illinois branch of F.&C. 
which will take over business pres- 
ently reported through W. A. Alex- 
ander & Co., effective Jan. 1, 1960. 
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Williams Retiring 
From America Fore 
Charley R. Williams, secretary of the 


fire companies of America Fore Loyal- 
ty at Chicago, will 
retire Oct. 1 after 
38 years with the 
group. 

He joined Amer- 
ica Fore in the 
western depart- 
ment in 1921 as su- 
pervisor of the 
automobile depart- 
ment of American 
Eagle, and in 1925 
he became man- 
ager of the com- 
bined atittomobile 
operations of the group companies. 
In 1927 he became supervisor of the 
Illinois loss adjusting office, handling 
fire claims in metropolitan Chicago 
and northern Indiana. 

Mr. Williams was named executive 
assistant with special duties in the 
western department office and field in 
1942. He was appointed assistant secre- 
tary in 1948 and secretary in 1953. 


Bray To Dallas Field 


Central Mutual of Van Wert has 
transferred Robert W: Bray to Dallas 
as field representative. He has been 
home office special representative. 


C. R. Williams 
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An Agency Group Always 


4 


The NORTHERN ASSURANCE GROUP has provided reliable stock in- 
surance protection through independent agents for over 100 years. 


THE NORTHERN ASSURANCE COMPANY Ltd. 


AMERICAN MARINE and GENERAL INSURANCE CO. 


<f WELL GET IT OFF THE GROUND--TOGETHER 


Perhaps that extra suggestion . . . the plus factor that you've been look- 
ing for . . . is all that’s required! Let us offer you a friendly helping hand! 
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Ocean Marine Underwriters View Problems At Conference 


an international treaty governing their 
liabilities. 

In view of these considerations, the 
institute submitted a prepared state- 
ment. This pointed out that the insur- 
ance of liabilities could not usefully 
be dealt with until there is an inter- 
national convention. It said that in its 
opinion hull insurance without exclu- 
sion of liability for nuclear damage 
and including coverage of the vessel 
for d mage resulting from nuclear 


(CONTINUED FROM PAGE 15) 
causes can be provided up to normal 
American capacity of more than $10 
million. 


Inchmaree Clause To Be Amended 


The policy contemplated by the 
statement would of course include an 
Inchmaree clause modified to include 
nuclear damage specifically, and a 
“four-fourths” collision clause without 
exclusion of nuclear damage. 

A second important development, 


Mr. Inselman said, is the modification 
of the standard Inchmaree clause by 
both the British joint hull committee 
and American Hull Syndicate. As ap- 
plied to conventional vessels having no 
reactor on board, there is no differ- 
ence between the clauses. The new 
British clause if applied to a nuclear 
ship would specifically cover nuclear 
damage to the ship from “breakdown 
of or accident to’ its reactor, as was 
contemplated with respect to the Sav- 





muscular energy vs atomic power 


















In 1809, Sir George Cayley, the father of English 


aeronautics, invented a “flying machine” constructed of two large 


parachute-like wings that could be expanded or contracted 


by the muscular energy of the pilot. 


In 1959, aeronautical scientists are constructing “flying 


machines” that travel tens of thousands of miles into space...and one day 


soon may reach the moon. 


From the dawn of the air era to the age of moon rockets, the 
North British has kept pace with industry trends and needs, 


and is doing its part today in providing nuclear property 


and liability insurance protection for the public. 


Who can tell — maybe we will be writing insurance on moon risks 


on our 200th anniversary, and you or your descendants may be 


developing new business in outer space. 
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annah in the American statement to 
Congress. The American institute in. 
dicated that when there are privately 
owned nuclear vessels to be insured, 
and after a study of the new and uni- 
que factors affecting the fitting of co. 
verage to the pattern of new risks has 
been completed, the American Inch. 
maree clause will be further amended 
to meet the needs of the owner of a 
nuclear powered vessel. 

For present purposes these amend- 
ments have the common purpose of 
assuring the owners of conventional 
ships that they are covered with re- 
spect to nuclear damage caused by a 
nuclear reactor whether ashore or on 
another vessel, Mr. Inselman said. Ac. 
tually, it is probable that most of such 
damage would have been covered un- 
der policies with the unamended Inch- 
maree clause, so that the amendments 
may be more in the nature of an as- 
surance to shipowners of the inten- 
tion of underwriters to face up to the 
problems of insuring nuclear damage 
to their ships than a radical increase 
in conventional coverage. 


Principle Of Absolute Liability 


However, in liability to others for 
nuclear injury or damage, it is the 
view of many legal experts that in 
most jurisdictions absolute liability wil] 
be placed by the courts on the opera- 
tor of a nuclear reactor, ashore or 
afloat, for nuclear damage, on the 
theory that he is operating an inher- 
ently dangerous facility. This princi- 
ple of absolute liability has in fact 
been incorporated in the British nu- 
clear installations act. While the ap- 
plication of this principle will mitigate 
the burdens of insuring nuclear dam- 
age to others, it places heavy burdens 
on the operator of a nuclear facility, 
including a nuclear powered vessel. It 
will in fact in all probability deprive 
the operator of nuclear powered vessel 
of any right to limitation of liability 
in respect to nuclear damage under 
existing laws conditioned on lack of 
privity or knowledge, since the oper- 
ator will be fully aware of the fact 
that he is operating such a facility. 

This potential unlimited liability of 
a nuclear powered vessel owner in the 
event of a major disaster may be ma- 
terially greater than in the case of a 
land-based reactor, he said, since the 
vessel will be expected to visit popu- 
lous ports where waters are more or 
less confined, while land-based reac- 
tors are usually located so as to provide 
minimum risks to adjacent popula- 
tions and property. 


International Treaty Needed 


Mr. Inselman sees the necessity of a 
new system of defined and _ limited 
liability established by an international 
treaty of general acceptance by all 
countries whose ports such vessels can 
be expected to visit. The essentials of 
such a treaty must be, he said, ade- 
quate and acceptable provisions for 
liability and for the payment of dam- 
ages in the event of a major disas- 
ter, protection for builder, designer, 
and all suppliers, without which the 
ships will not be built, and adequate 
protection to the owner and operator 
at bearable cost. 

A project for the development of 
such a treaty is well under way under 
auspices of Comite Maritime Inter- 
nationale. A draft treaty has been 
prepared which is receiving further 
consideration at the plenary session of 
that organization in Rijecka, Yugo 
slavia, this month. It is understood that 
the provisions of the current draft it- 
clude the following features: ‘ 

1. Absolute and exclusive liability 
placed on the operator of a nucleat 
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powered vessel for all nuclear damage 
emanating from its reactor, nuclear 
fuel, or radioactive wastes. 

2. The operator is to be required to 
carry insurance (or to supply other 
financial security) to cover his liabili- 
ty up to the maximum amount of com- 
mercial insurance available, “of such 
type and on such terms as the licens- 

ing state shall specify.” 

3. There will be a limitation of lia- 
pility which will not be conditioned 
on lack of privity or knowledge, or 
any other circumstance, the amount of 
which is yet to be determined. 


Available Cover Probably Inadequate 


The maximum available insurance 
in the world market will probably be 
insufficient as a measure of available 
indemnity to make a nuclear vessel 
an acceptable risk in the ports of the 
world, Mr. Inselman said. World cap- 
acity for such insurance is estimated 
at £5 million, or $14 million. A draft 
Euratom convention would place the 
limitation of liability at $100 million, 
the excess to be in the form of a 
government indemnity. 

The important consideration as to 
amount is not what ship owners or 
governments would willingly provide, 
put what limitation of liability, ac- 
companied by satisfactory security for 
payment, will make the nuclear ship 
acceptable in the ports of the world. 
It would not be feasible to send a nu- 
clear ship to the ports of any country 
which does not accept the convention. 

Drafters of the present treaty have 
recognized that a substantial govern- 
ment indemnity above available in- 
surance must be provided, the amount 
of which it is the responsibility of 
governments to determine, always 
with the qualification that the aggre- 
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gate of protection against nuclear dam- 
age must be adequate to make the nu- 
clear ship acceptable. 

The builder’s risk form adopted last 
Jan. 1 by American Institute of Marine 
Underwriters, is the first adopted by 
the institute, Mr. Kratovil said. It is 
more comprehensive in coverage than 
any previously used in the American 
market, thus meeting more fully the 
insurance needs of the American ship- 
building industry than did the older 
forms, he said. 

The new form excludes nuclear 
risks. However, a special nucleonics 
committee of the institute has been 
considering the nuclear energy in con- 
nection with hulls, cargo, P.&I. and 
builder’s risks. The extent to which 
coverage may be afforded will be de- 
termined later. 

The new builder’s risk form speci- 
fically covers temporary staging and 
scaffolding as well as the expense of 
removal of the wreck from insured’s 
premises. With minor modifications, it 
is being used to cover vessels during 
conversion. 


Contracts Let For 67 Vessels 


As of last June 1, he said, contracts 
had been let for the building of the 
following merchant vessels of more 
than 5,000 gross tons in 12 U.S. yards: 
33 tankers of 919,050 gross tons, 29 
cargo vessels of 273,800 tons, two bulk 
carriers of 28,800 tons, one bulk ore 
carrier of 14,000 tons, one seatrain of 
8,300 tons, and one nuclear powered 
vessel of 10,190 tons. The 67 ships rep- 
resent 1,254,140 tons. 

Each yard has different characteris- 
tics. From an underwriting point of 
view, each presents a different prob- 
lem because of its individual charac- 
teristics and hazards. The characteris- 
tics are detailed and described and 
the hazards assessed by fire inspectors 
of a firm which specializes in this 
work. At the same time, the firm 
makes recommendations to improve 
the risk. 

The rate arrived at for each indivi- 
dual yard reflects the grading at the 
time of the inspection. If the recom- 
mendations suggested are carried out, 
the rate is reduced to reflect the dim- 
inution of hazard. The recommenda- 
tions are given verbally to the yard 
at the time of the inspection and are 
subsequently sent to the yard in writ- 
ing through the broker. If some but not 
all of the recommendations are carried 
out, the grading is amended accord- 
ingly and credit reflected in the rate. 


Many Entitled To Minimum Rate 


The shipyards of the United States 
have been very cooperative in com- 
plying with any reasonable recom- 
mendations made by the builder’s risk 
underwriters, he said. As a result, a 
good number of yards are entitled to 
the minimum fire rate and many 
others have improved their gradings, 
thereby entitling them to lower rates 
than originally fixed. 

As to the proportion of the builder’s 
risk rate allocated to launching, trials 
and miscellaneous risks, these are flat 
charges with little or no variation for 
first class yards; however, claims due 
to side-launching, because of their 
frequency and cost, are customarily 
subject to substantial additional pre- 
mium. 


Auer Leaving Okla. Mutual Agents 

Henry M. Auer, executive secretary 
of Oklahoma Assn. of Mutual Insurance 
Agents, is resigning, effective Oct. 1, 
to devote more time to his agency. He 
has held his position with the associa- 
tion seven years. 





Here’s the broad coverage 
package policy for merchandise 





Bus: INSURANCE BUY for the mer- 
chant is the Commercial Property 
policy, the “all risk” package which 
is written to cover store furnishings, 
stock and merchandise for most re- 
tailers, wholesalers and distributors. 
This one policy wraps up all of the 
protection of separate policies now 
written to cover fire and extended cov- 
erage perils, burglary and theft, 
sprinkler leakage, water damage, and 
merchandise in transit, plus coverage 
features and options not available un- 
der separate policies. 

While coverage of this type has been 
available to a few classes of dealers 











Pn 


under the inland marine forms, the 
Commercial Property policy extends 
the principle of ‘‘all risk” coverage on 
stock and merchandise—subject to 
reasonable exclusions and limitations 
—to virtually all non-manufacturing 
risks. 

Eligible buyers will welcome the 
convenience and broadened coverage 
of the single, “all risk” package pol- 
icy—the added security of Grain Deal- 
ers thoroughgoing loss prevention service. 
Direct benefits are greater safety for 
property; avoidance of costly shut- 
downs; savings in insurance cost 
through policyholder dividends: 


Cuin Caleb fitid, 


INSURANCE COMPANY 


indianapolis 7, indiana 


Western Department: Omaha 2, Nebraska 
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Working with Weghorn you can offer your clients 

the finest and most complete coverage for all their insurance 
needs. Twenty-seven top flight companies are allied with 
Weghorn representing the best in fire and marine, 

personal and business life insurance. And when 

it comes to service—sales aids, assistance in making 
presentations, handling of billing, etc.—you’ll soon see 

why Weghorn’s reputation is built on building 

better business for brokers. Why not phone 

or write us, today, we'd like to talk to you. 


JOHN C. WEGHORN AGENCY, INC. 
102 Maiden Lane, New York 5, N. Y. * Phone: Digby 4-8420 
Member of the New York City Insurance Agents Association 
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Mutual Loss Men Discuss Property Cases 


(CONTINUED FROM PAGE 4) 


of the panel were Joseph E. Pilon, 
Pilon Adjustment Service, Fond du 
Lac, Wisconsin; R. J. Young, president 
Michigan Claims Service, Lansing; 
James L. Eberly, assistant secretary 
Lumbermens Mutual of Mansfield; 
E. R. Sturgeon, vice-president Em- 
ployers Mutual Fire; Wesley G. Angell, 
vice-president Mutual Fire Insurance 
Assn. of New England; Don T. Haw- 
kins, assistant secretary-manager Mu- 
tual Loss Research Bureau, and Mr. 
McMackin. 


Closed Sessions Important 


Gordon Davis, secretary-manager of 
Mutual Loss Research Bureau, re- 
ported at the closed sessions and Rob- 
ert L. Lunk, educational director, 
supervised all activities and saw to the 
smooth running of this important 
meeting. 

Among the outstanding events of the 
conference was a review by Herbert 
W. Hirsh, member of the Chicago law 
firm Clausen, Hirsh, Miller & Gorman, 
of significant court decisions involving 
property insurance coverages. 

Mr. Hirsh commented at length on 
the much publicized Minnesota case of 
Lipschultz vs General of Seattle, in 
which there was upset the traditional 
idea that food spoilage resulting from 
off premises power failure is conse- 
quential. Wind damage to a supply 
line to the utility sub-station about 
half a mile from the insured’s store 
caused power failure which resulted 
in spoilage of the insured’s merchan- 
dise because of refrigeration interrup- 
tion. Though there was no direct 
damage at all to power lines or other 
property on the insured’s premises, the 
court held for recovery. 


Another Collapse Case 


In order to reach this conclusion, 
Mr. Hirsh said, the court equated “di- 
rect” to “immediate” or “proximate.” 
Having so stripped “direct” of its 
intended meaning, it was easy for the 
court to rule that the windstorm half 
a mile away was the direct and not 
the remote cause of the loss, Mr. Hirsh 
pointed out. 

In its opinion, the Minnesota court 
refused to follow the recent case of 
Williams vs Liberty Mutual Fire, in 
which damage resulting from pipes 
which froze and burst after a wind- 
storm blew off a shutter was held not 
to be direct damage by windstorm. 
Though the Minnesota court did not 
follow this decision, Mr. Hirsch indi- 
cated, the U. S. court of appeals for the 
fourth circuit did, in Abady vs Han- 
over Fire. 


Phrase Retains Vitality 


The phrase “direct loss” will remain 
of considerable vitality, Mr. Hirsh be- 
lieves, despite what the Minnesota 
court had to say. For example, in the 
case of Kudella vs Newark, the Wis- 
consin supreme court decided a loss 
was caused by collapse and not wind- 
storm, calling particular attention to 
the language of the policy, extending 
coverage only to “direct” loss by wind- 
storm. Mr. Hirsh offered his opinion 
that this language of the court is in- 
teresting in the light of the frequently 
expressed view that the word “direct” 
in a fire policy means no more than 
the word “proximate” in the law of 
negligence. 

Another much discussed case, Cen- 
tral Mutual vs Royal, was reported on 
by Mr. Hirsh. This is the case decided 
by the supreme court of Alabama hold- 
ing that substantial cracking of inter- 
ior and exterior walls and some dam- 
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age to a concrete foundation do no 
constitute collapse of a building @ 
part of a building. An important pag 
of the opinion, according to Mr. Hirsh! 
is that the principal and ordinary’ 
sense of the word “collapse” cannot be 
so altered or warped as to include 
within its meaning a mere movement 
of a structural part of the building 
Mr. Hirsh pointed out that the cour 
applied various objective tests i, 
reaching its conclusion, pointing out 
that there was no falling in, no loss of 
shape, or reduction to flattened form 
of the building or any part thereof, 
and that the building was still in its 
original form and condition with the 
exception of a few cracks. Mr. Hirsh 
said a reading of the full opinion is 
worth while, for its extended semanie 
discussion of the meaning of “col 
lapse.” 


Another Collapse Case 


Another collapse case discussed by 
Mr. Hirsh was Wilson vs National Au- 
tomobile & Casualty, decided by the 
Illinois appellate court for the fourth 
district. The policy in question ex- 
cluded loss from flood, inundation or 
high water. The insured’s building col- 
lapsed when a portion of a basement 
fell in following an unusual and ex- 
cessive amount of rainfall. The court 
held that surface water did not fall 
within the meaninf of the exclusion- 
ary words “flood’ inundation or high 
water.” It inferred that if it had been 
intended to exclude surface waters, 
such exclusion should have manifested 
itself in express language. 


Matter Of Semantics 


Mr. Hirsh said that those who are 
concerned with the drafting of forms 
might note that results can be ac- 
complished with “appropriate exclu- 
sionary language.” 

In Aetna Fire vs Walker, there was 
a holding that a form which excluded 
damage by “surface water” did not 
cover damage to a dwelling by seepage 
from underground springs. The deci- 
sion is “demonstrative of the point 
that if exclusions are properly and 
clearly drafted, the courts are willing 
to give them application,” Mr. Hirsh 
said. 


NAIA Highway Safety 
Award Won By Fla. 


One state association and six local 
associations won NAIA highway safe- 
ty awards, which were presented at 
the annual convention in Chicago. The 
awards are sponsored by NAIA. 

Florida won the contest among state 
associations. Local association win- 
ners are Grand Ledge, Mich., for cities 
under 10,000; Whitley County (Colum- 
bia City, Ind.), for cities 10,000-25,- 
000; South Broward (Hollywood, 
Fla.), for cities 25,000-50,000; Palm 
Beaches (West Palm Beach, Fla.), for 
cities 50,000-100,000; Sacramento, for 
cities 100,000-250,000, and Oakland, 
for cities 250,000 and over. 


Central lowa A&H Agents 
Open 1959-60 Meetings 


George Searle, retail sales managet 
of the Des Moines Register and Trib- 
une, was principal speaker at the first 
fall meeting of Central Iowa Assn. of 
A&H Underwriters at Des Moines. He 
spoke on “Three Marks of a Successful 











Salesman.” Charles W. Baechel, Mutual 
Life of New York, Des Moines, presi- 
dent, outlined the program of activities 
for the coming year. 
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San Antonio Exchange 
Hears Henry D. Mason 


On Insurance Trends 


Henry D. Mason, Wichita Falls, presi- 
dent Texas Assn. of Insurance Agents, 
spoke on the insurance outlook before 
members of San Antonio Insurance 
Exchange last week. Discussing the 
Texas department’s reduction of the 
expense allowance five points on auto- 
mobile business, he said the agents had 
asked the department to wait for the 
results of agency expense surveys in 
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Connecticut and New York, but the 
department did not do so. The depart- 
ment said it had no power to fix 
agents’ commissions. 

Mr. Mason said a merit rating plan 
might be in effect in Texas by either 
Oct. 1 or Jan. 1. A 20% credit for 
three years of safe driving would 
probably be necessary to achieve satis- 
factory results, he said. 

A department hearing on a home- 
owners policy was described by Mr. 
Mason as ineffective because no rules 
or rates were considered. He said the 
agents were asking for a homeowners 


as broad and flexible as necessary to 
provide a policy as good as or better 
than the old ones. 


Mutual In Automation 


Norfolk & Dedham Mutual Fire has 
installed an IBM Ramac 305. The com- 
pany has been programming opera- 
tions for the machine for more than a 
year, and many accounting and statis- 
tical operations will immediately be 
automated. One of the machine’s first 
functions will be renewal of Massa- 
chusetts automobile liability policies. 
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keyed to the 
same goals... 


local advertising ...to build 
recognition and appreciation 
for the important role of the 
independent agent in 
providing quality insurance 
protection and personal service. 





STANDARD FIRE INSURANCE COMPANY 


Affiliated with Atna Life Insurance Company, Hartford 15, Connecticut 





...to win attention through 
extensive national and 
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Stock Broker Sees 
Allstate Overshadowing 
Its Parent Sears 


A research report from Harris, Up. 
ham & Co., New York stock brokers 
on Sears, Roebuck & Co., dated in 
August, contains some interesting 
comments on the affiliated Allstate. 

It is noted that Allstate was carried 
on the Sears books at an investment 
of $54,848,347 as of Jan. 31, 1959, while 
the equity in excess of book value on 
that date came to $117,027,717. Al. 
state’s net income in 1958 was $20, 
423,000 after federal taxes, almost 
double that of 1957. Investment in. 
come increased 22.7% in 1958, reaching 
$14,226,000. 

The recent agreement with Marke} 
Service to utilize that organization’s 
safety engineering and to accept some 
of the truck risks which Markel is now 
servicing might ultimately develop a 
premium income of some $20 million, 
the report states. 

Expect Good Life Response 


“It is the company’s belief that 
people will respond to the sale of life 
insurance by Allstate agents in Sears 
stores at Allstate service offices as 
enthusiastically as they have to the 
sale of the company’s other lines,” 
Harris, Upham says. “It will probably 
take some years to build up the 
premium volume on life insurance, but 
significant earnings should begin to 
accrue on this within the next decade. 

“In 1958, Allstate paid a cash divi- 
dend of $10,200,000 to Sears. This 
represented approximately 50% of net 
income. It is believed that net income 
could reach $40-50 million by 1965, 
and cash dividends, therefore, might 
range between $20-25 million annual- 
ly. Such earnings would represent 
close to 50 to 60 cents per share on 
Sears common stock as presently con- 
stituted. 

Still Mostly Auto 


“Allstate’s premium income is still 
predominantly automotive insurance. 
At the present time automotive premi- 
ums account for about 90%. A snow- 
ball effect is expected as other insur- 
ance continues to gain in volume. Its 
homeowner package which _ includes 
fire, theft and personal liability is 
growing rapidly, and its life insurance, 
which started September, 1957, is 
being handled by some 2,600 agents 
throughout the United States... 

“Now that Allstate has_ spread- 
eagled the insurance field, it may in 
the future give consideration to other 
financing areas. The installment fi- 
nance business, for example, would 
not be too far afield for an efficiently 
run and aggressive organization to 
enter. No official discussions have been 
had on this point, but it seems a 
logical development to anticipate. 

“Many believe that some years in 
the future, the size of Sears’ subsidi- 
ary Allstate Insurance, will exceed the 
parent company.” 


Holland-America Has New 


Auto Premium Pay Plan 

Holland-America has introduced in 
Missouri a new automatic payment 
plan—in connection with its Family 
Defender auto policies—called Auto- 
Pay. Designed to simplify the agent’s 
work, Auto-Pay may be applied both 
to new business and policies now M 
force. In the latter case, the agent 
simply notifies the company and it 
will bill the policyholder direct and 
handle renewals. No cash in advance 
or signed application to convert to 
the plan is necessary. 
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GOOD AGENT ARITHMETIC 


...INA’s Accident & Sickness Policies 





INA’s 4-in-1 Family Accident and Sickness policy is a plus for any agent. We 
believe it is the broadest and most flexible—first and best in the field! The 
producer has a complete choice of contracts for all clients, whether individuals, 
families, associations or employee and special groups. Short or long term, 
special or all-purpose, standard or unusual risk, INA provides the A&S con- 
tract to cover any hazards, answer any reed. Se | any or all in your one-stop sell- 


ing. It’s good arithmetic to be an INA agent with a future—ask our Fieldman. 


INSURANCE BY NORTH AMERICA 








Insurance Company of North America + Indemnity Insurance Company of North America + Life Insurance Company of North America « Philadelphia 
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Evans Denounces Over-Classification 


(CONTINUED FROM PAGE 19) 


and costly details and give him the 
greatest gift of all—time.” 

Mr. Evans said he thought that the 
impact of the business has such an 
important and far-reaching effect on 
the social and economical life of the 
nation that he recommended the ap- 
pointment of a non-political investigat- 
ing commission on the order of the 
Hoover Commission to study and tho- 
roughly investigate every facet of the 


automobile business. This commission, 
he said, should make a report to all 
interested parties with specific rec- 
ommendations in the interest of public 
welfare, rather than special interests, 
permitting the chips to fall where 


they may. There were five or six as- 
pects of the business which Mr. Evans 
would have the commission take up. 
Competition should be considered, 
he said. While the public normally 


benefits from fair and wholesome com- 
petition, there should be a proper bal- 
ance between unremitting competi- 
tion and strict regulation. The com- 
mission should investigate the social, 
economic and political aspects of the 
business. It should study the safety 

The advisability of controlling only 
the pure loss component part of the 
premium dollar should be thoroughly 
explored. He said that companies 
should be free to add a policy fee de- 
signed to cover all company expenses 
on a non-discriminatory basis, to ade- 


FIREMANS FUND INSURANCE COMPANY 
HOME FIRE & MARINE INSURANCE COMPANY 
NATIONAL SURETY CORPORATION 
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quately compensate agents and 4 
provide for profit and contingengj 
“The current rating methods are y 
fairly discriminatory in that the 
located in the higher rated territop 
is charged a disproportionate amoy 
of company expense to offset the de 
ficiency collected from the risk locatg 
in the lower rated territory.” 


Should Study Unique Characteristig 


Mr. Evans saw a fifth area st 
in the unique characteristics and pe 
culiar differences between automobif 
insurance and other products and sery. 
ices. A characteristic peculiar to jp. 
surance is that a group that is willj 
to pay a price of 25 to 30% greater tha 
the generally prevailing market wij 
produce a loss cost that would requir 
a rate of 40 to 60% greater than tho 
prevailing. The result is the higher th 
rate the greater loss potential. In 
other business does the element oj 
adverse selection increase the cost 9 
the product or service. 

He advocated consideration of th 
marked difference in operating ey. 
pense between larger and _= smalle 
companies which creates a_ serious 
problem in establishing average rates 
A rate that would be adequate for 
larger, low expense company, might 
actually bankrupt a smaller company, 
This would serve to concentrate the 
business in larger companies, create 
monopolies and eventually stifle com. 
petition. On the other hand, a rate 
adequate for smaller, high cost com- 
panies, could create excessive profits 
for the larger company and the public 
would not benefit. 

Mr. Evans said that automation is 
here to stay, and he predicted a bright 
future for the American agency sys- 
tem if its members would concentrate 
on selling and if intolerable costs such 
as those produced by agency leverage 
were eliminated. 


United Pacific Names 


Assistant Controller 


United Pacific has promoted Boyd E. 
Taylor from manager of the machine 
accounting department to _ assistant 
controller. He began with the company 
in 1949 and has been responsible for 
much of the detail of installation of 
the company’s electronic equipment. 


Hess Joins Agency 

J. J. Hess, manager at Benton Har- 
bor, Mich., of Western Adjustment, 
has resigned after 15 years to join 
Merrill & Co. agency. Before going to 
Benton Harbor, Mr. Hess was with 
Western at Saginaw, Port Huron and 
Cadillac. 









er 25, ] 


its and 


nting encig, 
ods are un. 
lat the Tisk 
ed territory 
ate amoun; 


fset the 


: de. 
risk locate 


aracteristig 


area study 
cs and pe 
automobile 
is and sery. 
iar to jp. 


t is will 


sreater thap 
narket wij 
uld require 

than those 
higher the 


tial. In m 
>lement of 
the cost of 


ion of the 
rating ey. 
ds smaller 
a serious 
Tage rates 
uate for a 
iny, might 
' company, 
ntrate the 
ies, create 
stifle com. 
id, a rate 
cost com- 
ive profits 
the public 


mation js 
d a bright 
ency sys- 
oncentrate 
costs such 
y leverage 


d Boyd E. 
» Machine 
assistant 
company 
isible for 
llation of 
juipment. 


iton Har- 
justment, 
; to join 
going to 
vas. with 
iron and 








| September 25, 1959 








Horton Discloses 
Plans For NAIIA 
fducation Program 


Plans for a comprehensive educa- 


justers were outlined by Benjamin 
Horton, president of NAIIA, at the 


sponsored by Mutual Loss Research 
Bureau. 

Mr. Horton said it was natural for 
the industry to expect NAIIA to for- 
mulate a program designed to improve 
service, but he pointed out that no 
association can take the place of good 
training and education on a local level, 
which is where it belongs, and where 
it can be enforced. The duty and 
obligation of the national association 
is to pool its brain power and know- 
how and provide material for each of 
its member companies to use accord- 
ing to their needs. 

He said the need is definitely there 
by reason of increased business flow- 
ing to independent adjusters; the ad- 
vent of multiple line underwriting; 
the constant flow of new policy forms 
and an ever changing staff occasioned 
by employes leaving to work for com- 
panies, competitors, or themselves. 

The association’s first step along this 
path was taken last year with the 
development of standardized reporting 
procedures and forms, but the need to 
go further was emphasized recently by 
an agreement among industry leaders 
that loss handling in the field could 
be materially improved. He said it was 
also recognized that adjusters would 
have to do this work themselves and 
meet the challenge or face the possi- 
bility of losing out to other methods of 
adjustment. 


Program Has Several Phases 


In detailing the NAIIA program, Mr. 
Horton said that there are several 
phases to it. One is designed for the 
neophyte and will provide him an 
opportunity to gain a general knowl- 
edge of insurance as an industry; a 
reasonable working knowledge of cov- 
erage; the principle of waiver and 
estoppel, the proper and accepted 
manners and methods of measuring 
and determining loss and damage to 
property. 

The second phase, Mr. Horton went 
on to say, provides a question and 
answer facility on an anonymous 
basis whereby members who may 
be perplexed with day to day ques- 
tions can submit such for review 
and reply. Moreover, he said that the 
NAIIA program contemplates provid- 
ing material for all member adjusters. 
This third phase will take form 
through “Adjuster’s Reference Guide,” 
a loose-leaf program, properly cross 
indexed, containing articles of out- 
Standing value and permanent interest 
Which are already in existence. 

He mentioned also the association’s 
fost accounting committee which is 
Studying basic office procedures. Their 
Teport is expected soon as well as one 
m the group continuing to work on 
standardized reporting procedures. 


Reliance Names Corica 
General Agency In Nev. 


_ J. V. Corica general agency of Reno 
been appointed general agents in 
evada for Reliance. James Corica, 
er-manager, has been in the gen- 
agency business in Nevada for 20 
ars, operating his own general agen- 
cy for 10 years. 
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Operating results for the first six 
months on a national basis of compan- 
ies licensed in California in the first 


|half year of 1959 and writing more 
|than $1 million in net premiums are 


shown in the tabulations below. The 
statistics are rounded off in hundreds 
or thousands of dollars—that is, 3.2 
indicates $3.2 million and .6 indicates 
$600,000. The 1959 results compare 
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Midyear Reports of Leading Insurers 


favorably with those in the same 
period of 1958, although in the first 
half of both years there were a large 
number of minus signs in the under- 
writing gain or loss columns. 


Loss Managers Conference at Chicago, | 


tinal and training program of Nation- | 
al Assn. of Independent Insurance Aqd- | 
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State Farm y- p Tells 
Advantages Of One 
Insurer In ML 


By ROBERT C. DAUER 


Changes wrought by the multiple 
line concept were keyed to the ex- 
clusive agency type of company by A. 
W. Tompkins, executive vice-president 
of State Farm Mutual, in his talk at the 
sales and agency conference of Confer- 
ence of Mutual Casualty Companies in 
Chicago. A report on the early sessions 
was carried last week. 


This reference to the changes 
wrought by the multiple line concept 
was echoed later during the exclusive 
ageney representation sessions by A. 
W. Tompkins, executive vice-presi- 
dent State Farm Mutual. 

Mr. Tompkins sketched the origin 
of and the reasons for multiple line 
operations and then detailed his rea- 
sons why he believes the full possi- 
bilities of the multiple line concept 
will be best realized by companies 
with exclusive agency representation. 

“Due to the fact that the agent 
identifies himself with one company 
or one company organization,” Mr. 
Tompkins said, “the accumulative 
prestige, good name and advertising 
of his company or organization in- 
ures to his benefit and paves the way 
for less sales resistance. 


Clese Personal Relationship 


“The entire approach of the life 
company ...is emphasized by the 
close personal relationship with its 
agency force. As a result, the life in- 
dustry has advanced far in develop- 
ing techniques of selection, training 
and salesmanship but even more sig- 
nificant is the new philosophy of 
agency management. This philosophy 
being the responsibility and the pri- 
mary function of agency management 
to bring out the success of the agent. 

“You fellows who are in multiple 
line operations, take a look at your 
own agencies; who are the fellows you 
are having trouble with getting a 
proper balance of life insurance pro- 
duction? Is it the life insurance man 
in your agency? Or, is it the casualty 
men in your agency? 


“When a property insurance com- 
pany acquires a life affiliate presum- 
ably it will anticipate securing life in- 
surance business through existing 
agency plants. In all probability, to 
begin with at least, representatives of 
the new life affiliate will endeavor to 
secure life insurance through the fire 
and casualty agents of the fleet. On 
the other hand, the discouragement 
which may come, and such discourage- 
ment will likely come, from the ef- 
fort to secure life insurance produc- 
tion by fire and casualty agents may 
impel the new life company to develop 
additional production through a direct 
writing life insurance sales force or 
even undertake on the part of the 
fleet as a whole a gradual process of 
establishing a new agency force 
selected and trained to produce on a 
multiple line basis. 


System Can’t Coexist 


“The vast difference between the 
single agent life company system of 
agency representation and the general 
agency system poses an extremely 
volatile situation and must be resolved 
by each group or fleet having a life 
affiliate. I don’t believe the two sys- 
tems can operate side by side in the 
same organization and accomplish 
satisfactory results, either from a pro- 
duction standpoint, or from the stand- 
point of establishing a sufficient num- 
ber of fulltime representatives produc- 
ing adequate results at an economical 
and satisfactory basis,” Mr. Tompkins 
concluded. 

Four separate aspects of the agent- 
company relationship — advertising, 
sales incentive plans, educational 
meetings and basic communications— 
were discussed by a panel composed 
of S. M. Waugaman, vice-president 
Central Mutual, Charles H. Rich, sec- 
retary Donegal Mutual, Alvin C. 
Braun, vice-president Home Mutual, 
and J. S. Munsell, Beacon Mutual In- 
demnity. 

Mr. Waugaman described the co- 
operative advertising program which 
Central Mutual has worked out with 
its agents. This program was featured 
in THE NATIONAL UNDERWRITER sever- 
al weeks ago. He analyzed the advan- 
tages and disadvantages of the seven 
basic media an agent may use in ad- 
vertising, mentioned the cost and re- 
sults to be expected from each, and 
listed what his company offers its 


Orton Is Rivesel 
To V-P By Federal 


Federal of the 
Chubb & Son 
group has elected 
Lee Orton as sen- 
ior vice-president 
and treasurer. He 
has been treasurer 
for some years. Mr. 
Orton is a director 
of Vigilant and of 
Colonial Life, 
Chubb & Son af- 
filiate. He is a 
trustee of Staten 
Island Savings 
Bank and president of Staten Island 
Hospital. 





Lee Orton 





agents in each of these. 

Mr. Rich discussed the incentives— 
other than commissions—his company 
has developed for getting greater pro- 
duction from its agency force. 

Donegal Mutual agents are assigned 
quotas—for both fire and casualty 
business—to establish that they in- 
tend seriously to avail themselves of 
the company’s services. While these 
quotas are not mandatory, he said, the 
psychological effects among the agen- 
cy force are very good. 


Issues Monthly Bulletin 


His company also issues a monthly 
bulletin which publicizes leading pro- 
ducers, month by month, in various 
territories. In addition, the company 
has an annual sales contest, the prize 
being attendance by the agent and his 
wife at a combined holiday-sales 
meeting at some resort area. Qualifi- 
cation for this meeting rests upon a 
determined amount of new business 
registered. This has proved most at- 
tractive, Mr. Rich said. 

The program of sales and educa- 
tional meetings conducted by Home 
Mutual—now a regular part of the 
company’s method of operation—was 
described by Mr. Braun. 

Mr. Munsell detailed how his com- 
pany has attempted to solve the prob- 
lem of basic communications with 
agents—getting an agent to under- 
stand company philosophy, attitudes, 
headaches, desires, etc. 





September 25, 195 


29 Promoted At 
Mutual Of Omaha 
Home Office 


Mutual Benefit H.&A. has made , 
number of executive appointments, 

Named senior vice-presidents wep 
Emerson S. Adams, agency director. 
Neil L. Criss, treasurer and medic, 
director, and Philip E. Horan, gener 
counsel. 

Four executive vice-presidents wep 
appointed—Gale E. Davis, who hy 
charge of agency development; Fran; 
J. Hogan, in charge of Canadian lig. 
son and reinsurance; W. J. Magin 
general comptroller and secretary, an 
D. D. Ulfers, in charge of product de. 
velopment. 

Named to the newly created positig, 
of 2nd vice-president were Jim Farle 
agency promotion; John Gaule, sale. 
field services; Marvin Hoth, sale. 
education and training; A. M. Hanse, 
underwriting; H. M. P. Higgins, a. 
sociation group; J. D. Minton, account. 
ing; Charles C. Rose, claims; Bernayj 
R. Stone, counsel, and J. F. Tvriy, 
policy forms approval. 

Seven assistant vice-presidents wer 
appointed. They are Milton Beal, agen. 
cy; B. J. Berg, agency promotion; J, 
P. Boler, franchise; Bernard Eichle. 
sales; D. L. Egr, underwriting; Billed. 
ward Howland, A. F. Kempf, servic 
offices, and C. W. Wheeler, policy coun. 
sel. 

Other officers appointed were J. R 
Eglsaer, group secretary; Willian 
Fleckenstein, assistant secretary, J. J 
Kohanek, assistant secretary; G. 
Muchmore, assistant secretary; Ral 
Schellinger, assistant secretary, 
L. E. Thorngren, general legal solici- 
tor. 


Gabriel, Pinney, Butler 


Raised By Travelers 


Travelers has named C. Tay 
Gabriel assistant comptroller; 

D. Pinney assistant secretary, 
department, and Robert H. Bu 
assistant secretary of fire and marind 
underwriting in the western o<- 
ment. 

Mr. Gabriel joined Travelers in 193, 
He progressed through supervisor 
positions and was named chief a- 
countant in 1951. Mr, Pinney | 








the casualty, fire and marine actuarial 
department in 1953 and was appointed 
assistant actuary in 1957. 

Mr. Butler, with the company silt 
1937, was in fire underwriting at th 
home office until 1941. In 1946, he was 
made a special agent, and in 1947 
was transferred to Boston. In 1951, 
was named assistant manager th 
and in 1953 he was transferred to War- 
cester where he has been fire 
marine manager. 
















Great American Appoints 
Erdmier In No. Illinois 


Great American has  appoinle 
James B. Erdmier field supervisor 
northern Illinois, with headquarters 
Peoria. Experienced in casualty 
he has been a field man of the com 
pany since 1952. 


Houston F.&C. Appoints 
Curtis Assistant V-P 


Houston F.&C. has promoted Joi 
Curtis to assistant viee-presiest 
charge of Texas and Oklahoma ‘ 
erations. With the company 
years, he has been in charge of th 
Dallas office for four years. 
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The man from Travelers can cover all the bases 


There is a distinct advantage in representing The 
Travelers—the company that offers every kind of 
insurance a business or individual needs. For as a 
true multiple-line Travelers agent, he’s got all the 
bases covered. 


Today, approximately 100 basic types of insurance 
in nearly 1,000 different forms are issued by The 
Travelers Insurance Companies. This makes it pos- 
sible for The Travelers agent to sell any type of 
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insurance, and through only one home office. And 
he has a continent-wide claim service to support him. 


There are many advantages in being an agent for 
a multiple-line company. The best way to find out 
how much this can mean is to get in touch with The 
Travelers office nearest you. See what they have 
to say—learn how well Travelers agents are doing. 


Why not call or write today? 


_ Insurance Companies 


HARTFORD 15, CONNECTICUT 


All forms of business and personal insurance including Life « Accident » Group + Fire + Marine + Automobile + Casualty + Bonds 
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Is WC Becoming Too Liberal Or Is It Too Restrictive? 


hand, are inclined to extensive mul- 
tiple special funds involving all pre- 
existing conditions, congenital or oth- 
erwise. 

The niceties of idiopathic seizures, 
normal bodily movements, coming and 
going rules, or previously existing 
conditions, are no justification for de- 
nial of liability, Mr. Scully contends. 
The employer takes the employe as he 
finds him. If the incident occurred in 


Tf you are 


tomorrow 


minded... 


your business will grow with Central's 
direct mail 





Home Office: Van Wert, Ohio. Branch Offices in: Atlanta, Boston, Dallas, Denver, Los Angeles, Montreal, New York, San Francisco, Toronto, 


(CONTINUED FROM PAGE 9) 

the employment and caused or con- 
tributed to the disability, the liabili- 
ty should be imposed upon the em- 
ployer, regardless of pre-existing 
non-disabling latent condition or the 
cause leading up to the incident it- 
self, to the extent of the resultant 
disability. 

If there are to be special‘funds, Mr. 
Scully believes they should be cre- 
ated and financed, not exclusively 


with the purpose of benefits in mind 
but also that of the over-all prob- 
lem of placement of the handicapped, 
of rehabilitation, and integration of 
these funds, unemployment insurance 
programs, A&S programs and pub- 
licly supported public welfare pro- 
grams. 

If this is done, there will be a true 
integration and combination of the 
various programs with elimination of 





One of the surest ways to convert 
today’s prospect to tomorrow’s customer 
is with Central’s direct mail. Every year 
a new campaign is prepared for your use, 
with your imprint and your signature 
to go to your prospects. 


Does it get results? Just ask any agent 
who has used Central direct mail. 

It’s the best in the business. Better yet — 
send for Central’s 1959 Tomorrow 
Minded Direct Mail Campaign and see 
for yourself. Write to: Advertising 
Department, Central Mutual Insurance 
Company, Van Wert, Ohio. 


Caniral Wurual 


INSURANCE COMPANY 





A MULTIPLE LINE COMPANY 


Van Wert, Ohio 
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duplication and overlapping. 

The insurance adherents vigorous. 
ly oppose the concept of freedom g 
choice of doctor by injured employes 
Their underlying objection is  thej 
concern that a self-selected physician 
will be more expensive claimwise ang 
will be less inclined to give medica 
reports indicating what the employe 
would like the individual’s condition 
to be rather than what it is. 


Disabled Wants Competence 


The individual who is disabled js 
as anxious as anyone else to sele¢ 
the most competent advice, Mr. Scully 
said. Without freedom of choice, cer. 
tainly there will develop government. 
ally created panels from which the 
employe may select. This will not be 
as satisfactory to any of the parties. 

He objects to imposing statutory 
limitations on the admitted need for 
additional medical treatment to cure 
or relieve industrial disability. The 
longer the disability, the greater js 
the need for medical care. With the 
nuclear era, the greater is the neces. 
sity for insuring that the _ essentiaj 
medical treatment and care be pro- 
vided forthwith. If the condition js 
industrially created there is no justi- 
fication for denial of treatment sole- 
ly because of the passage of time. 


Industry Should Provide Enough 


Mr. Scully believes industry should 
accept its responsibility and provide 
a decent benefit amount. Benefits 
presently are woefully inadequate. 
He recommended statutory provisions 
geared to a percentage of wage loss 
approximating two-thirds and escala- 
tor provisions geared to the increased 
cost of living. 

It is incongruous that in many 
instances the survivors of a killed 
worker are treated less fairly than 
the dependents of an impaired work- 
er, he said. Oddly enough, in many 
states it is far less expensive for the 
bread winner to die than to receive 
any substantial industrial disability. 
This is unconscionable, he declared. 
Also, there is no _ justification for 
statutes limited to the date of injury 
as against the date of death. 


On Independent Suits 


On independent suits vs the em- 
ployer, Mr. Scully finds himself with 
the insurance adherents. Such suits 
should be prohibited if there are ade- 
quate and effective “serious and will- 
ful misconduct” provisions permitting 
the injured workman to collect direct 
from his employer supplemental 
amounts not to exceed the additional 
amount equal to the total amount of 
basic benefits available to him. This 
will retain all of the WC aspects in 
the same forum and will urge the 
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employer to encourage and follow all 
safety practices to minimize expos- 
ures to industrial injuries. 

Presently, the cost of the program 
js often geared to the payment of a 
premium sufficient to retain the least 
competent insurer in the business. In 
California, a loading factor of 38.35% 
js permitted in the premium charged 
the employer. This must be corrected. 
He said he was no proponent of state 
monopoly funds. But he believes the 
employer should be permitted to get 
protection by self insurance or by 
choice from competing entities. How- 
ever, a premium schedule aimed at 
continuing in business the most in- 
competent insurer cannot be justified. 
There must be a substantial reduc- 
tion in premiums and incompetent in- 
surers removed from the market 
place, he asserted. 


Various Finance Plans 


Mr. Scully believes that non-occu- 
pational disability programs should 
be employe financed, WC and health 
and welfare programs employer fi- 
nanced, and special funds for congeni- 
tal deformities, placemént or rehabil- 
itation. governmentally financed. 
With this, there will be a complete 
program, self-supporting, without du- 
plication, overlapping or internal dis- 
tortion. 

In recent years there has been some 
criticism of the compensation system 
both by employe and employer groups, 
Mr. Symons observed. 

Some spokesmen of employe organi- 
zations urge that the system is be- 
hind the times and that the protec- 
tion it affords is inadequate as to em- 
ployes covered and as to medical and 
indemnity benefits. They urge that 
the coverage of occupational disease 
as distinguished from accident has 
not expanded rapidly enough to pro- 
tect the worker from such hazards 
as ionizing radiation and nuclear ex- 
posure. They say there is too much 
litigation, too many appeals and too 
much delay in payments. 


Effect On Competition 


Many employer groups, particular- 
ly in the high cost states, complain 
that because of liberal interpretation 
many conditions and_ disabilities 
which do not properly belong under 
the system are being made compens- 
able. This adversely affects the state’s 
competitive economy.‘ They argue 
that this is being actomplished by 
broadening what constitutes an acci- 
dental injury, departing from the 
original wage-loss principle on which 
the system was founded by granting 
damages for purely physiologic loss- 
es, liberalizing the coverage under 
the phrase “arising out of and in the 
course of employment” and eroding 
the doctrine of independent contrac- 
tor and the exclusive remedy provi- 
sions found in many compensation 
laws. 

They complain about the excessive 
use of liberal procedural mechanisms 
Such as presumptions of compensa- 
bility, immunity from common law 
and statutory rules of evidence. These 
expanding concepts, it is said, are 
Prostituting the purpose of the sys- 
tem by accomplishing indirectly what 
the state legislatures never intended. 


Pros Outweight Cons 


Speaking for himself; Mr. Symons 
said that if the WC system has gen- 
erated any faults these are far out- 
Weighed by its positive accomplish- 
ments. Furthermore, : faults which 
May exist can be corrected. 

; The system is aimed at providing 
indemnity and medical benefits for 
work-connected injuries and diseases, 
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safety measures intended to elimi- 
nate or reduce accidents and the haz- 
ards of employment and, rehabilita- 
tion of the injured employe to restore 
his earning capacity and permit him 
to assume his rightful place in the 
productive society. 

The system is basically an insur- 
ance mechanism permitting the em- 
ployer to meet these obligations. The 
cost is passed on to the consumer by 
including it in the price of the man- 
ufactured product. 

Mr. Symons points out that the WC 
system was not intended to be in- 


voked unless there was some rela- 
tionship between the disability and 
the job. It was not designed as a broad 
social security or general health law 
to afford protection against the non- 
occupational hazards of life and 
against the general effects of age and 
disease. 


Social Overtones 


Nevertheless the system did in- 
volve certain social overtones in that 
it was intended to correct the “cruel 
and wasteful mode of dealing with 
industrial injuries” and to relieve so- 
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ciety from the direct burden of hav- 
ing to support those injured in indus- 
try. 


Part Of Broad System 


The view has been expressed by 
many that as the system has de- 
veloped it has become part of a broad- 
er and more comprehensive system 
of income protection insurance, ad- 
ministered in part by the states and 
in part by the federal government. In 
evaluating the future of the system 
this viewpoint cannot be _ ignored. 
The system has, through liberal in- 
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terpretation, been improperly expand- 
ed in too many directions, Mr. Sy- 
mons believes. 

By over refinement of the phrase 
“arising out of and in the course of 
employment” many injuries resulting 
from personal, social and recreational 
activities have been brought under 
the coverage of the law. This has 
been accomplished by various de- 
vices and fictions, such as extending 
the locus of the employment to in- 
clude premises not owned or con- 
trolled by the employer; minimizing, 
and treating as insignificant, devia- 
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tions from the course of employment; 
broadening the theory of indirect 
benefit to the employer as in the case 
of injuries sustained while attending 
picnics or engaging in athletic events 
encouraged or permitted by the em- 
ployer; and sanctioning awards to 
employes participating in personal as- 
saults and horseplay, including awards 
to the instigator on the theory that 
such conduct is a normal manifesta- 
tion of the stresses and strains of the 
occupational environment. 

To an ever increasing degree the 
results of “neutral risks’ are being 


made compensable simply because the 
employment fortuitously happened to 
put the employe in the particular 
place where he was injured. The 
remedy for this situation is simple, 
Mr. Symons declared. The right to 
compensation should be denied unless 
the fair weight of the evidence rea- 
sonably establishes that the em- 
ploye’s disability was caused by, and 
arose out of, hazards directly attribu- 
table to his employment. 

In some states injury per se is 
treated as falling in the category of 
an accident, and this tendency ap- 


Some jobs call for a specialist 


Motor mending can be a frustrating experience, as many 


a lawnmower jockey has learned. It’s definitely a job for experts. 


Similarly, bonding problems can best be solved by bonding 


specialists, such_as the men who staff FaD’s 50 field offices. 


Fidelity and Deposit Company 
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pears to be expanding. Judicial opin. 
ion appears to be veering toward the 
view that the end result of a degen. 
erative disease process (as for exam. 
ple a coronary occlusion resulting 
from an arteriosclerotic heart dis. 
ease) is an accident, on the theory 
that this is an unlooked for mishap 
that was not expected or designed, 
The criterion is thus becoming sim. 
ply the “unexpectedness” of the in. 
jury rather than any “physical hap. 
pening in the external employment 
environment operating on the human 
organism.” The basic judging process 
as to what constitutes an “accident” 
is moving from the realm of initia] 
factual and legal determination into 
the area of medical opinion. 


Conservative Approach Needed 


The remedy lies in a more con- 
servative approach in. determining 
what constitutes an “accident,” “ae. 
cidental injury,” or, recognizing the 
status of the law in many jurisdic. 
tions, a “compensable injury,” Mr. 
Symons said. 

Today there is a growing tendency 
to interpret almost any minor “acti- 
vation, acceleration or aggravation” 
of any underlying non-occupational 
degenerative disease as enough to 
justify the award for the entire end 
result. This trend, carried to an ex- 
treme, has the unfortunate effect of 
making many employers (despite the 
protective provisions in the second 
injury laws limiting their liability) 
reluctant to hire any employe who 
has a pre-existing condition such as 
arthritis, back pathology, arterioscler- 
osis, heart trouble, etc. In this respect 
at least, liberality of construction may 
be defeating its own purpose. 


Medical Controversies 


The trend is more accentuated in 
jurisdictions where the employe has 
his “free choice” of doctors. The solu- 
tion for this phase of the problem 
lies in developing more _ equitable 
methods for verifying disability and 
resolving the medical controversies 
which arise. More consideration should 
be given to the idea of seeking impar- 
tial medical opinon from dectors qual- 
ified in the particular branch of medi- 
cine which the claim involves. 

Free choice of doctors frequently 
permits the employe to avoid a plant 
doctor who specializes in his particu- 
lar occupational hazard and _ who 
consequently could help him the most. 


Occupational Disease Coverage 


Occupational disease coverage has 
expanded in recent years not only 
through legislative amendment but 
through administrative and judicial 
interpretation. As to ionizing radia- 
tion or nuclear exposure, much has 
been written about the hazard, but 
there is evidence that it has, because 
of rigid safety controls, produced one 
of the “lowest accident records in 
American industry.” 

In general the expansion of 0- 
cupational disease coverage must, be- 
cause of special circumstances which 
differentiate it from accident cover- 
age, be more guarded, he believes. 

Under the system as it has evolved 
many awards are being paid such as 
those for minor facial disfigurements 
(purely cosmetic injuries) and for 
minor defects in fingers and toes, 
where it is quite clear that there 1s 
no present or anticipated loss of eari- 
ings. This trend is particularly pf0- 
nounced in the mushrooming field of 
industrial noise and occupational loss 
of hearing. 

With so many organs in the body 
(kidney, liver, glands, heart, lungs, 
ear, nose, etc.) that can have a noi- 























































process 
cident” 

initial 
on into 


‘e con- 
rmining 
Same 
ing the 
urisdic- 
7,” Mr, 


ndency 
r “acti- 
1Vation” 
pational 
ugh to 
‘ire end 
an ex- 
ffect of 
pite the 
second 
iability) 
ye who 
such as 
rioscler- 
; respect 
ion may 


lated in 
oye has 
he solu- 
problem 
‘quitable 
lity and 
roversies 
n should 
g impar- 
ors qual- 
of medi- 


equently 
| a plant 
particu- 
nd who 
the most. 


P 


rage has 
not only 
ent but 
judicial 
g radia- 
uch has 
‘ard, but 
, because 
luced one 
ords in 


of oc- 
ust, be- 
bs which 
t cover- 
es. 
evolved 
such as 
rements 
and for 
d_ toes, 
there is 
of earn- 
ly pro- 
field of 
nal loss 


e body 
lungs, 
a non- 














Septernber 25, 1959 


economic physiologic or functional 
loss aud the many different senses 
(nearing, taste, smell, touch, etc.) 
that can become impaired without af- 
fecting earning capacity, this trend 
js alarming to Mr. Symons. What 
about non-economic psychiatric decrep- 
itudes which the employe may blame 
on his occupation, for example, ap- 
prehension, nervousness and frustra- 
tion? 

More Where Needed 


The demands of the employe groups 
that the statutory benefit levels be 
increased, and, perhaps fixed on the 
pasis of an automatically adjusted 
ceiling, could more easily be satisfied 
if awards were eliminated for disabil- 
ities not due to genuine work-con- 
nected accidents and diseases, and 
for physiologic and social impairments 
not causing any economic loss. Such 
elimination would free more funds to 
pay those who suffer totally disabling 
industrial injuries and as a result be- 
come dependent on the system. It would 
also release more funds to pay increased 
benefits to the widows and dependents 
of employes killed in the course of their 
employment. 

The increasing tendency to view 
the WC system in relation to other 
types of income protection, such as 
unemployment insurance, non-occu- 
pational disability insurance, OASI, 
and other public and private pen- 
sion systems and plans, is under- 
standable, Mr. Symons said. Because 
of the increasing number of cases re- 
ported where there is duplicate cov- 
erage this problem needs study. 

The most sensible method of coor- 
dination, without destroying the iden- 
tity of the system, would be amend- 
ments aimed at preventing unneces- 
sary duplication of benefits. For ex- 
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ample, 
nent total disability under OASI are 
offset by any WC payments, the re- 
verse is not true. Mr. Symons also 
noted other ways in which action 
would solve this aspect of the prob- 
lem. 

The WC system has been expand- 
ed to bring under it many individu- 
als who, under common law stand- 
ards, are not employes and over 
whom the employer has no control, 
he observed. Also, indemnity awards 
are continued after retirement from 


the labor market, the exclusive reme- | 


dy provisions have been weakened, 
procedural provisions and mechanisms 
have been liberalized. 


Life Time Neuroses 


He suggested consideration be giv- 
en to some relaxation of the tradi- 
tional prohibitions against any com- 
promise of disputed compensable lia- 
bility. In many cases prompt settle- 
ment will benefit a claimant by mini- 
mizing the tendency he might have 
to magnify his complaints, and which 
in turn, could open the door to the 
possible development of life time neu- 
rotic and functional disability. 

He observed that the amount of liti- 
gation which the system involves has 
been unduly magnified. The system is 
not as litigious as many have been 
led to believe, and in any event a 
reasonable amount of controversy is 
entirely healthy because it operates 
as a restraint on unjustified liberality. 

Because of the increasing impor- 
tance of WC in American life, the 
“growth of an able compensation bar” 
to represent all of the parties in liti- 
gated cases should be encouraged, he 
said. For any work performed in safe- 
guarding the interest and welfare of 
his client, the attorney should be paid 














T 
D 
F | 
s 









The Kansas City 


BE FIRST IN YOUR COMMUNITY WITH THE COMPLETE 
KCFM PLAN. CALL, WRITE OR WIRE TODAY. . 


Fire and Marine 


Auwtance Seed 


301 West 11th Street 


Kansas City, Mo. 


phone Victor 2-1230 


while payments for perma- | 


Salesman? 








BECAUSE SPEED SELLS 


The Royal-Globe payroll auditor is fast in completing his audit and in seeing 
that billing follows quickly, usually the next week. 


It’s no accident. 


By being based in a regional office, he knows your insureds’ problems. 


And the billing . . . 
that’s done right there at the regional level, too . . . no waiting. 
The standards of the Royal-Globe payroll 
auditor are high — his performance 

is higher. 


Compare. 





Another example of how members of Royal- 
Globe’s mobile production teams make 
Royal-Globe 


“TOPS IN EVERY SERVICE” 














Y= 
= 
wae 


CASUALTY » FIRE e MARINE « SURETY 


















150 WILLIAM ST., NEW YORK 38, N.Y. 


ROYAL INSURANCE COMPANY, LTD © THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTO 
ROYAL INDEMNITY COMPANY © GLOBE INDEMNITY COMPANY © QUEEN INSURANCE COMPANY OF AMERICA 
NEWARK INSURANCE COMPANY ® AMERICAN AND FOREIGN INSURANCE COMPANY © THE BRITISH & FOREIGN 
MARINE INSURANCE COMPANY LTD © THAMES & MERSEY MARINE INSURANCE COMPANY, LTD. 



























on 


36 


with 
per- 


fee commensurate 
of work honorably 


a. reasonable 
the amount 
formed. 

The tendency to give the claimant 
the benefit of every possible doubt 
has, in recent years, been carried too 
far, Mr. Symons thinks. 

It is desirable, he believes, in the 
future development of the system, to 
eliminate the purely political factors 
insofar as this can be done, particu- 
larly in the selection of the referees 
and industrial board members. 

One of the controversial problems 
in WC is the extent to which judicial 
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review of the findings of the admin- 
istrative agency should be permitted. 
He thinks the most sensible answer 
probably lies in some form of “limited 
court review.” Thus in New York the 
statute permits review only of ques- 
tions of law. 


Should Not Monopolize 


In his opinion, and regardless of 
whether there is a competing state 
fund, the private insurers should be 
permitted and encouraged to under- 
write the liability in every state. 
There should be no state funds that 


are monopolistic. Benefits to the in- 
jured worker are no greater in the 
monopolistic state fund states than in 
states where insurers provide cover- 
age. Apart from this, the element of 
healthy competition to furnish the 
best “service” in return for the pre- 
mium collected is the strongest ar- 
gument in favor of private underwrit- 
ing of the liability. 

The record of the insurers in the 
field of loss prevention and rehabili- 
tation is worthy of special mention. 
Since monopoly by its nature tends 
to destroy incentive and to promote 
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ments of a particular businessman. Afco’s ‘ie 
attractive rates on commercial accounts 
are generally lower than bank rates. Even : 
lower quotations will be made for accounts ' 
; 


KANSAS CITY 
2200 West 75th St., Kansos City 15, Mo. 
SAN FRANCISCO 

142 Sansome St., San Francisco 4, Calif. 
LOS ANGELES 

548 So. Spring St., Los Angeles 13, Calif, 


> 


SS 








September 25, 1959 


an indifferent and lackadaisical att. 
tude, it seems obvious that in the long 
run a monopolistic state fund woul 
not be as enthusiastic or as effective 
as a program utilizing the principle of 
private insurance. 

One of the goals of the compensa. 
tion system is prompt payment to the 
worker after the accident. Here the 
evidence indicates that the record jp 
the competitive states is better than 
it is in the monopolistic state fund 
states. 

Also, insurers are not making ex. 
cessive profits in WC, he declared. 

The so-called acquisition costs, 
sometimes complained of, also involve 
elements of service. The agent or 
broker furnishes the policyholder with 
information and advice as to a variety 
of matters including questions involy- 
ing his liability, either on a state or 
multiple state level, the coverage and 
effect of the law, the protection af- 
forded by the policy, etc. Any differ. 
ential in cost between monopolistic 
state fund coverage and the competi- 
tive system is more than balanced by 
this added service—a service which 
experience indicates the cost con- 
scious American business man is will- 
ing to pay for. Any extension of the 
monopolistic state fund principle 
could, for the reasons indicated, lead 
to costs exceeding their present lev- 
els. This would be inimical to the in- 
terests of the employer, the employe, 
and the public at large. 


Much Accomplished In Safety 


In the area of safety, employers, 
employer organizations and the in- 
surance industry have accomplished 
much, not only by sponsoring safety 
campaigns and safety measures in in- 
dustrial operations, but by furnishing 
funds for various research programs 
to reduce the hazards of occupational 
disease. 

The insurance business, functioning 
competitively, has been able to rec- 
ommend and initiate safety measures 
in thousands of small plants, which 
otherwise would not have either the 
personnel or the technical know-how 
to take constructive steps in this di- 
rection. Many beneficial results have 
also stemmed from the activities of 
the accident prevention divisions of 
Assn. of Casualty & Surety Companies 
and American Mutual Insurance Al- 
liance. 

The countrywide number of deaths 
per 100,000 workmen dropped from 
42 in 1936 to 23 in 1956, a reduction 
of 45%. 

Placing the compensation system 
under federal control would serious- 
ly affect industry’s interest in safety 
programs, he said. 
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FeMATIONAL UNDERWRITER 


N. ]. Agents Eye Merit Plans, Wider 
Markets, Agency Savings, Automation 


(CONTINUED FROM PAGE 11) 


satisfy sailboat racing adherents, Mr. 
Moran concluded. 

The second panel speaker, W. Win- 
throp Clement, public relations man- 
ager of American International Under- 
writers, analyzed sales opportunities 
in overseas business through the facili- 
ties of his organization. He said that 


large New Jersey agents or even 
larger New York brokers have no 
monopoly on this business. Smaller 


agents in small towns can get into the 
swim. Every year, more and more New 
Jersey industries are finding foreign 
operations profitable. In the past two 
years, more New Jersey money went 
into foreign investments than ever 
before. 

Mr. Clement referred to an AIU ad- 
vertisement headlined “The $5,000 
Phone Call.” It told the story of a 
small agent in Oklahoma who phoned 
AIU when his sole large account took 
on a contract in the Middle East. The 
ad’s title reflected the fact that the 
agent secured a $5,000 commission the 
first year on this business. What the 
ad did not say was that he received 
another $250,000 in commissions in 
less than 10 years. 


Covernge Needed 


Mr. Clement noted that a client going 
abroad needs at least all the types of 
protection required at home—with the 
probable exception of residence fire. 
If the client is an acceptable risk in 
New Jersey, chances are that he will 
be a desirable customer anywhere in 


Dallas Takes Royal-Globe 
Top Performance Award 


The Dallas office of Royal-Globe has 
won permanent possession of the 
“President’s Cup” for the best branch 
performance record by taking the 
award for the third consecutive year. 
Scoring is based on three year aver- 
ages for increased production, in- 
creased indicated profit and reduction 
of controllable expense. 

Clarke Smith, president, presented 
the award to George J. Henry, Dallas 
regional manager, at a dinner there. 
Mr. Smith was also host at a luncheon 
for agents in the Dallas and Fort 
Worth area. 





National Fire Has Extra 


Directors of National Fire have de- 
clared an extra dividend of 40 cents to 


be paid Dec. 1 to stock of record Nov. 
13. 







the free world. So far as he knows, 
ali U. S. markets for foreign coverage 
pay 15% commission on all personal 
lines. Agents will find it the easiest 
15% they have ever earned. Because 
of the complexities of laws, customs, 
regulations, practices, rules, curren- 
cies, and other factors, AIU finds it 
easier to do all the work for an agent 
than to teach him how to handle a 
risk. 

Mr. Clement believes that the 
worldwide sales horizon presents the 
greatest opportunity for agents looking 
for increased income. Fewer than 2% 
of all the licensed producers in the 
U. S. have taken advantage of these 
possibilities. The market is 40 years 
old this year, but only about 10,000 
agents and brokers have entered it. 
Many have done so on a one shot basis, 
and then only because a domestic 
client requested them to do so. When 
a firm begins to explore foreign in- 
vestment opportunities, the agent 
should start selling himself to the 
management as its worldwide insur- 
ance source, Mr. Clement concluded. 


New Big I Film 


A film on the 1960 Big I campaign 
was shown in conjunction with re- 
newed appeals for increased New 
Jersey backing of the national ad 
program. In 1959, the state raised 
$38,000—somewhat below expectations. 

Archie Slawsby, Nashua, N. H., out- 
going NAIA president and chairman 
of Big I fund raising; Paul Jones, 
Tucson, his successor as_ president; 
Dave Johnson, Pensacola, Big I man- 
agement chairman, and Porter Ellis, 
Dallas, NAIA vice-president, are fea- 
tured in the film. Other agents who 
have used the Big I campaign effec- 
tively also appear to explain the 
benefits it has brought them in in- 
creased volume and public acceptance. 


Savings Methods 


Robert L. Darrell, Birtwhistle & 
Livingston, Hackensack, and Edwin 
M. Rothberg, Plainfield, were partici- 
pants in a panel on savings, moderated 
by John S. Sheiry, Bridgeton, new 
state national director. Mr. Darrell 
noted that his agency has used auto 
renewal certificates for the past four 
years by agreement with the insurer 
concerned. The agency had the fore- 
sight to install necessary mechanical 
equipment years ago, he pointed out. 

Mr. Darrell noted that many types 
of policies lend themselves to the use 
of renewal certificates. He advocated 


REINSURANCE — 


Through Intermediaries Only 


development of a standardized form 
by insurers for this purpose. Customer 
resistance to certificates may be en- 
countered, yet life companies issue 
only one policy, at inception. Fire and 
casualty customers have been led into 
the habit of expecting a new policy on 
renewal, he observed. Agents are re- 
luctant to make changes. But now is 
the time to streamline operations. If 
commission cuts are coming, house- 
cleaning is in order to bring about 
operating economies, and renewal cer- 
tificates can be an important part of 
this procedure. 

Mr. Rothberg covered agency auto- 
mation from a practical point of view. 
He observed that electric typewriters, 
dictating machines, modern postage 
equipment, calculators as opposed to 
adding machines, and photo copy de- 
vices, all represent automation to a 
degree. They should be employed with 
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the object of expediting the agent’s 
internal work, allowing the clerical 


staff to take over the bulk of detail, 
and freeing the agent for selling. 

The new officers—Mr. Weisbart, 
Mr. Sheiry, and James L. Ryan, Pater- 
son, chairman of the executive com- 
mittee—were installed at the closing 
luncheon by Henry Franz, Clifton, 
past president of the association. 

There was a resurgence of company 
hospitality suites at the meeting, and 
the large gathering guaranteed ample 
attendance and consumption of liquid 
and solid supplies in ali of them. 
Headquarters were maintained by 
American, Home, Buffalo, American 
Casualty, Maryland Casualty, Conti- 
nental Casualty, General Fire & Cas- 





ualty, General Accident, Appleton & 
Cox, Standard Accident, Hartford 
group, National Union, Northern of 


New York, and Crum & Forster. 
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HeNATIONAL UNDERWRITER 


INA Analyzes Market, Develops Model Coverage Plans 


in 1956, a marketing department un- 
der Rex H. Anderson, vice-president, 
was established. It is responsible for 
product planning, training, sales pro- 
motion and market research. To lend 
more emphasis to its activity, this unit 
was made separate from the sales de- 
partment. 

The over-all marketing activities of 
the group thus rest on a foundation 
built with precision and braced by 


(CONTINUED FROM PAGE 2) 


principles which guarantee that it will 
not weaken and weave in the winds of 
tomorrow’s competition. Chief among 
these principles is customer satisfac- 
tion. INA does not view competition 
merely as a contest for the favor of 
the retailers or producers but for that 
of the customer who pays the bills. 
If he is not satisfied in the long run, 
the group reasons, producers and their 
principals will pay the ultimate price 


of his dissatisfaction. 

INA means what it says. In order 
to satisfy the personal lines customer, 
for example, it set about finding ex- 
actly who he is. It used market re- 
search—but not the theoretical, lab- 
oratory type. It decided that too many 
organizations use research as an in- 
ebriate uses a lamp post—for support 
rather than illumination. 

INA has made family security the 
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focus of its marketing effort. To she 
light on the customers it is trying to 
please, INA went into the field to 
make a study of the national market 
for personal lines—homeowners, A&S, 
auto and life. It chose Beloit, Wis — 
a city of 35,000—because its population 
in size, age, occupations and family 
income comes close to the American 
average. What holds true for Beloit 
as far as family spending is concerned 
—applies to most communities in the 
U. S. median age of Beloit’s citizen is 
31.4 years; its families own 63.7 of the 
homes they occupy, and average fam. 
ily income is $6,668 a year, just $1.39 
more a week than the average for 
all American families. 

Under the direction of a trained 
market research man, INA research. 
ers studied all available authoritative 
data before analyzing the needs, as. 
pirations and buying habits of families 
typified by those in Beloit. They then 
made a realistic analysis of family in. 
surance needs in relation to ability to 
pay. 

The discovery was made that when 
terms of payment are tailored to fit a 
family’s flow of income, rather than 
its cash on hand, the door is opened to 
a new market, virtually untapped in 
the past. The key to the door is the 
group’s INAmatic monthly payment 
plan. 


Division Of Market T 


INA found that it could divide the 
personal lines market into five basic 
family situations—planners, builders, 
expanders, static and settled families. 
By tailoring its coverage to the aver- 
age or most typical family in each of 
these groups, INA developed a series 
of coverage programs to fit virtually 
every family, with a minimum of on- 
the-spot alterations. Thus it gave 
agents ready made competitive pro- 
grams with budget facilities, to pro- 
vide family security plans and to re- 
sist the encroachment of non-agency 
company merchandisers in this mar- 
ket. 

In prescribing minimum standards 
of protection, INA first dealt with the 
family type it calls planners. Typical- 
ly it consists of husband and wife, 
both under 35 and both working. 
About 62% of planners rent. their 
homes, while 38% own them, usually 
dwellings in the $11,000 class with 25 
year mortgages. The combined income 
is $5,000, shrinking to $4,200 after 
taxes, and they own a car, probably 
second hand, which in many cases is 
not entirely paid for. In a town the 
size of Beloit, there are about 350 
family prospects of this type. 





Recommended For Renters, Owners 


Since the planners are renters in 
most cases, a $5,000 tenants policy of, 
if they are purchasing their home, at 
$11,000 homeowners policy, is recom- 
mended. Automobile limits of 10/20 
with $500 medical payments, $50 de- 
ductible collision, and comprehensive 
are also needed. A&S should be added, 
and if the family is buying its own 
home, mortgage life should be it- 
cluded. An additional $7,000 life pol- 
icy on the husband completes the 
minimum recommended coverage for 
the typical family of the planner 
group. In Beloit, in 1958, total al- 
nual premiums for this basic recom- 
mended coverage added up to $370- 
03—in addition to the $110 typical 
planners were probably already pay- 
ing for life protection. 

The second group of families, the 
builders, are also under 35, th 
older than the planners. With husband 
and wife typically in their late 20% 
the family usually has two childre®, 

























5, 1959 





To shed 
ying to 
‘ield to 
market 
s, A&S, 
| Wis— 
pulation 

family 
merican 
Beloit— 
ncerned 
; in the 
itizen is 
7 of the 
ge fam- 
ist $1.30 
‘age for 


her than 
pened to 
apped in 
ir is the 
payment 


vide the 
ive basic 
builders, 
families. 
he aver- 
| each of 
a series 
virtually 
m of on- 
it gave 
ive pro- 
_ to pro- 
id to re- 
n-agency 
his mar- 


standards 
with the 
Typical- 
ind wife, 
working. 
ont their 
1, usually 
s with 25 
d income 
200 after 
probably 
y cases is 
town the 
bout 350 


Jwners 


enters in 
home, an 
is recom- 
of 10/20 
k, $50 de- 
brehensive 
be added, 
b its own 
' be in- 
life pol- 
letes the 
prage for 
planner 
otal an- 

recom- 
to $370- 
) typical 
ndy pay 


lies, the 

though 
husband 
ate 20's, 
children, 








































Septersder 25, 1959 


ically aged three and one. About 
55% of these families own their homes, 
ysually in the $13,000 class, with mort- 

e outstanding of about $7,850 and 
18 more years to run. 

Their total income, since the wife is 
ysually not employed, is around $4,900, 
which taxes shrink to $4,400. The build- 
ers have a car which they, too, usually 
purchased second hand and probably 
fnanced. Builders have begun accum- 
ulating savings—$350 in bank deposits 
or securities, and personal and group 
life coverage of about $11,000. Builders 
are adding to their possessions. A 
typical builders family should have 
about 1,250 such families. 

They need a $13,000 homeowners 

icy if owners, or a $7,000 tenants 

licy if renters. Automobile coverage 
should be the same as for planners. 
A&S should provide $10,000 death and 
disability plus $40 weekly income. The 
typical builders family should have 
$8,000 mortgage life for 10 years, plus 
an additional family life policy of 
$7,000, including $2,875 on the wife 
and $1,500 on each of the children. 
Total cost of this basic protection 
program for such families in Beloit 
lat summer was $343.43 annually, 
over the $125 a year which typical 
families of this group were already 
spending for life protection. 


Another Variation In Market 


The third group of families is the 
expanders. This husband and wife are 
in their late 30’s or early 40’s, usually 
with two children, typically around 
nine and 12 years old. Their home is in 
the $12,500 class, the mortgage has 
been reduced to about $5,300, and will 
be paid off in 12 years. Their annual 
income totals about $5,300 or $4,965 
after taxes. 

They own a car worth $2,000 when 
purchased new but now about four 
years old. In two out of three cases, 
the car was financed when new. About 
11% of these families have added a 
second car. Typical expanders have 
acquired financial assets of $500 in 
savings or securities, and about $10,000 
of life coverage. A typical community 
the size of Beloit has about 1,250 such 
families. 

The typical expander’s basic insur- 
ance needs consist of a $12,500 home- 
owners if they own their own home, 
a a $7,000 tenants policy if they are 
renters. Automobile coverage should 
te at least 25/50/10, $1,000 medical 
fayment, collision with a $50 deducti- 
tle, and comprehensive. A&S should 
provide $5,000 major medical with a 
$00 deductible and $40 weekly income. 
Mortgage life of $5,000, protecting for 
lj} years is a minimum requirement. 
Afamily life policy of $7,500 with pro- 
‘etion for all members of the family, 
supplement the $10,000 of personal 
ad group insurance already carried 
mthe head of the household completes 
he minimum requirements. The total 
wst of these coverages in Beloit was 
0244 more than the $140 a year 
which typical families in this group 
Were already spending for life cover- 
¥e. 


Oder Group 


The fourth group of families is the 
Satic units, typically a husband and 
vile both in their early or middle 50’s, 
tually with a grown child and often 
with an older dependent who is non- 
mductive. The family home, in most 
aS Owned free of mortgage, is val- 
led at about $8,500. The average static 
amily has an annual income of about 
2000, or $3,950 after taxes. They own 
five-year-old car worth about $1,500, 
bably used when purchased, but in 
tt cases paid for outright through 
and savings. The static family 






has accumulated savings of about $650 
in bank deposits or securities, and 
personal and group life coverage of 
about $8,200, probably purchased about 
a decade ago. A typical community the 
size of Beloit has about 1,260 of these 
static families who need and can 
afford basic protection. 


List Basic Protection 


This protection begins with an 
$8,500 homeowners policy if they own 
their home, or a $5,000 tenants policy 
if they rent. Automobile limits of 
10/20/5 with $500 medical payments, 
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collision with a $50 deductible and 
comprehensive are adequate. A&S 
should provide $5,000 major medical 
with a $500 deductible and $40 weekly 
income. A new $5,000 whole life policy 
is needed to round out the group and 
personal insurance already carried. 
The annual bill for the basic protec- 
tion of the typical static family in 
Beloit was $485.20 over the $101 a year 
typical families of this type were al- 
ready paying on personal life insurance 
bought when prices were lower. 

The fifth group is the settled fam- 
ilies—husband and wife in early or 
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middle 50’s, with one older child or 
older dependent living at home, and 
frequently another child away at 
school. Their home has a value of 
about $18,000 and in two out of three 
cases is mortgage free. The family 
income averages about $9,050 per year, 
of which $7,600 remains after taxes. 
They own a car, now about three years 
old but new when they bought it. 
About 30% of settled families also own 
a second car. Their financial assets, in 
the form of savings and securities, 
range from $2,000 to $4,000 plus life 
in force of about $15,000. A typical 
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General Insurance Company of America and 
LIFECO Insurance Company of America 


DON TWINING OF THE G. A. ANDERSON AGENCY, AURORA, ILLINOIS, SAYS: 


“We had to learn the hard way eee We went along as always, using Safeco only 


when we had to. Then, almost unnoticed at first, we began getting policies back ‘not taken.’ Suddenly, the light 
dawned—we started using Safeco full time. Now, our only regret is that we didn’t start sooner.” 





GENERAL INSURANCE COMPANY of AMERICA 
Write Dept. 627, Seattle 5, Washington 


| am interested in getting the facts on General. 


Agency Name 
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Don Twining’s “not taken” policies were immediately eliminated. Once in Safeco, your customers stay in Safeco. 
And, Safeco enables the independent agent to successfully sell against the strongest competition—with the added 
sales advantage of offering personal service. As Don Twining put it, “We're very happy with Safeco!” 


Write us today for full information on Safeco’s better profit plan for you! 


INSURANCE COMPANY OF AMERICA 


Home Office: Seattle. Division Offices: New York, Atlanta, St. Louis, Dallas, Denver, Los Angeles, San Francisco; Vancouver, Canada 
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IF IT’S HAZARDOUS OR 
UNUSUAL ... if it’s a risk 


that is difficult to place... 
look to Homer Bray Service, 
Inc. Here you’ll find unbeat- 
able market facilities and 
maximum-strength coverages 


for almost every risk classi- 
fication. 

It’s no wonder that more 
and more producers are turn- 
ing to the ‘‘in depth”’ facilities 
of Homer Bray Service for 
profitable placement of every 
type of unusual risk . . . for 
more information, contact 
your Bray office today! 


HOMER BRAY SERVICE. INC. 


CENTRAL CasuALTY COMPANY 


CHICAGO 4. ILLINOIS 
208 South La Salle Street 
STate 2-320 
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There’s nothing supernatural about some underwriters 


consistently coming up with better loss ratios than others. 


Training and experience make a difference. But even 
more important is what they can see before 
making their prognostications. 

That’s why underwriters helped by the eyes of under- 
writing—SANBORN MAPS—have saved their companies 
millions of dollars during the past few years. 

If you’re interested in the facts and figures that 
prove it, ask your nearest Sanborn office for details. 











SANBORN MAP COMPANY 
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community the size of Beloit has about 
1,330 families of this type. 

The settled group, with the greatest 
accumulation of assets and hence 
greater potential liabilities, has con- 
siderably larger insurance require- 
ments than the other groups. Thus, a 
minimum program of protection would 
provide an $18,000 homeowners, auto 
limits of 100/300/25 with $2,000 medi- 
cal payments, comprehensive and $50 
deductible collision on each car owned. 
A&S should provide $7,500 major 
medical with a $500 deductible and 
$100 weekly income. A new whole life 
policy of $20,000 is needed to round 
out the $15,000 group and personal 
life coverage this family has. 


Opportunity For Agents 


The annual bill for this basic cover- 
age for typical settled families in Beloit 
last summer came to $1,251.92, over 
the $206 a year which they were al- 
ready paying on present life insurance 
alone, a sum which few families are 
geared to meet in annual or semi- 
annual installments without recourse 
to a bank loan. 

In fact, INA found that few families 
in any of the five categories described 
are geared to pay on an annual, or 
even a semi-annual basis, premiums 
of the size needed to provide them 
with all of the basic protection they 
require. For all of them, budgeting and 
monthly payment by means of INA- 
matic is the answer. 

Total premium payments for basic 
protection for all Beloit families who 
fit into the five categories discussed 
come to $4,604,050—$2,563,420 in life 
premiums, including life premiums they 
are already paying, and $1,840,630 in 
premiums on lines other than life. The 
extent to which actual premiums are 
below: these totals is a measure of 
failure to sell the basic protection 
which Beloit’s families want and need. 
Stated another way, the extent to 
which premiums are below these totals 
represents sales opportunities for 
agents. 

INA has told agents that while 
Beloit was selected as a representative 
community, the same five types of 
families in varying proportions will be 
found in each of their home towns. 
These families are the producer’s cus- 
tomers and prospects. INA’s coverage 
programs, budgeted through INAmatic, 
are designed to give the customer 
what he needs and to increase the 
agent’s income, while cutting down his 
detail and allowing him to do a pro- 
fessional selling job. 


Improved Budget Plan 


After a 10 month test in the market, 
beginning in the fall of 1958, North 
America concluded that INAmatic, 
while well received by producers, 
could be improved. In response to 
agency advice, the plan has_ been 
broadened in application and simpli- 
fied. An account may now be started 
with a monthly payment as low as $3. 
The plan has been extended to mer- 
cantile and manufacturing enterprises, 
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and is now available for all fixed pre. 
mium policies—except surety and a 
few other forms—to include fire, cas. 
ualty and life. The payment for life 
coverage is now the same for other 
policies: two month’s premium in ad. 
vance or three month’s payment when 
adding a policy. 

The changes were made to make the 
plan more convenient and useful in 
account selling. North America stresses 
that the budget facility will not aig 
the agent who uses it only infrequently 
in connection with slow pay accounts, 
or when forced to do so by competitive 
pressure. It is not a part-time or 
defensive sales tool, but an offensive 
weapon to enable producers to head 
off ever increasing competition. 

Other aspects of North America’s 
marketing program will be discussed 
in a subsequent article. 


Part Of National Bureau 
In Move To New Building 


National Bureau has leased for its 
administrative and executive divisions 
the 10th and 11th floors of the new 
United States Life building at 125 
Maiden Lane, New York. Clerical de- 
partments will remain at 60 John 
Street. Bureau departments’ which 
are moving will relocate within 90 
days. 


Tenn. WC Rates Up 


Following public hearings, Commis- 
sioner Long of Tennessee has ap- 
proved National Council on Compen- 
sation’s request for an average work- 
men’s compensation rate increase of 
11.1%, effective Sept. 1. The increase 
was in line with greater WC benefits 
approved by the general assembly and 
effective July 1. WC rates on coal min- 
ing operations were raised 21% and 
made retroactive to Aug. 1. 

Would Restrict Cancellations 

A bill which would restrict auto- 
mobile liability and burglary insurers 
in policy cancellation will be intro- 
duced in the New Jersey assembly in 
November by Rep. Klepesch of Essex 
county. He states he has received 
many complaints of cancellation by 
some companies. Under the state’s new 
auto speed program, speeders manda- 
torily lose their licenses and _ then 
must file certificates of insurance be- 
fore they get them back from the mo- 
tor vehicle department. Many policies 
have been cancelled under this pro- 
gram, and motorists in some instances 
are finding it difficult to obtain the 
required insurance. 

The proposed bill would set up in 
each county a board of five members, 
three from the insurance business and 
two from the general public. Under the 
supervision of the insurance commis- 
sioner, the boards would review can- 
cellation practices and make recom- 
mendations. Appeal from the commis- 
sioner’s ruling could be taken to the 
superior court. 
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TRI-STATE GROUP 
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Midwestern Insurance Company 
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Ford May Enter 
Auto Insurance 
Via Finance Co. 


Announcement by the Ford Motor 
Co. of plans to re-enter the auto fi- 
nancing field after an absence of 25 
years indicates that Ford will also in- 
terest itself in the insurance business. 
Newspaper reports of the finance com- 
pany describe the plans as following 
the set-up of General Motors Accept- 
ance Corp. GMAC has as its affiliates 








When your client 


wants to know 
ee 99 
Why? 

HEN YOU RECOMMEND an appraisal 

to an industrial, commercial or 
institutional property client, give him a 
copy of our brochure, “Appraisal Pro- 
cedure.” It will answer the many and 
me questions about the need for 
authoritative appraisals to establish in- 
surable values . . . assure compliance 
with co-insurance clauses, provide proof 
of loss . . . keep valuations up to date 
with current replacement costs. 

Many brokers and agents find “Ap- 
praisal Procedure” very useful, also 
our booklet, “What The Businessman 
Should Know About Fire Insurance” 
(100 pages of valuable information). A 
supply of both publications is yours 


without cost or obligation. Write 
Dept. NU. 


THE LLOYD-THOMAS co. 
Recognised Appraisal Authorities 

4411 Ravenswood Ave., Chicago 40, Ill. 
Offices Coast to Coast. 

First for Factual Appraisals Since 1910 


| Service Guide | | 
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REINSURANCE 


1231 Ste. Catherine St., West 
Montreal, Canada 








BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
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Motors and General Exchange, two of 
the largest writers of auto physical 
damage in the U. S. 

When Ford was in the auto finance 
field before its insurance was written 
through the D. L. Broderick organiza- 
ation in the Dearborn National of De- 
troit. 

Ford’s plans for insurance are in- 
definite at present, but consideration 
is being given to this subject. In 1929, 
Ford set up Universal Credit Corp. 
which four years later was sold to 
CIT Financial Corp. 

While Universal Credit was in op- 
eration, Dearborn National was han- 
dling an influx of business beyond its 
wildest expectations. Policy writers 
were as many as six to eight weeks 
behind, and David Broderick became 
a figure of note in the insurance busi- 
ness. 


Meaux Is President 
Of La. Mutual Agents 


Louisiana Assn. of Mutual Insur- 
ance Agents elected Floyd S. Meaux, 
Lafayette, president at the annual 
meeting at New Orleans. He succeeds 
Lester J. Bayhi, Metairie. Other new 
officers are Frank McDonald, Baton 
Rouge, and John W. Enos Jr., Har- 
vey, vice-presidents, and J. W. Wo- 
mack, Monroe, secretary. Ray Scott, 
Natchitoches; Noah Meyers, Sulphur, 
and Mr. Womack were named direc- 
tors. 

The agent of the year award was 
jointly taken by Samford C. Fullilove 
Jr. and Glenn N. Walker @Jr., 
Shreveport agency partners. Dykes 
Leabo, special agent of Millers Mu- 
tual Fire, won the special agent of 
the year trophy. The convention voted 
to hold its 1960 annual meeting in 
Baton Rouge. 


Michigan Claim Service 
In Three More Cities 


Michigan Claim Service of Lansing, 
of which R. J. Young is president, 
has opened three more offices. 

A. C. Pinnock is manager of the 
new Ann Arbor office, at 450 South 
Main Street; J. K. Allen at Traverse 
City in the McKinnon Block, and J. P. 
Eckels in the Hall Building in Hough- 
ton. This makes a total of 18 offices 
for the organization. 


Slate Kemper Buyers’ 
Course Sept. 28-Oct. 10 


The annual buyers’ course spon- 
sored by Kemper companies will be 
held at Mutual Insurance Institute 
Sept. 28-Oct. 10. 

Subjects covered will include com- 
pensation, general liability, bonds and 
burglary, boiler and machinery and 
automobile insurance. In addition, sub- 
jects of general application such as 
legal liability, financial statements and 
retrospective rating will be studied. 


Maxwell To Northern Cal. 


Donald Maxwell has joined Argon- 
aut as special agent in northern Cal- 
ifornia with headquarters at San 
Francisco. He has had over 10 years 
of multiple line experience. 


Fla. 1752s Sponsor Short Course 
Florida 1752 Club will sponsor an 
annual short course for agents Nov. 


10-11 at the University of Florida.. 


Subjects included will be taxes, ad- 
vertising sales, agency management 
and office procedures, and law of 
agency and agency continuation. Reg- 
istration is $10. 
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40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 

175 W. Jackson Bivd. Individuals placing ads are requested to make payment in advance. 
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The Sales Department of a Midwestern COMMERCIAL FIRE UNDERWRITER 


Mutual Agency Company has need for Our expansion into the Commercial Fire field 


an outstanding man to assist in an in- offers an exceptional opportunity. f 
Candidates will require at least 5 years inten- 









tensified sales production effort. If you sive experience in Underwriting Commercial 
have had good multiple line sales train- Fire, as well as some Field experience. Must be 
ing and experience supervising men or a competent analyst of experience trends and 


have ability in planning and directing of train- 
ing activities. 
sales work of a company, we want to Send complete résumé to include age, marital 


hear from you. We expect to grow on status, experience, education, past earnings and 
expected salary to: 


Personnel Department 
willing to develop himself and assume Midwest Zone Office 


more responsibility. Probably this man Allstate Insurance rr - 
is 35 to 45 years old and married. vere Waege Sees scleoe 


administering at least a part of the 












a sound basis and want a person who is 






















Please mail detailed resume to Box 
5-87, c/o The National Underwriter Co., 


175 W. Jackson Blvd., Chicago 4, Il. ELEVATOR INSPECTOR 


Good opportunity for experienced Elevator 
man, to age 45. Insurance company back- 
ground preferred. We are seeking a man 



























qualified in Wisconsin and Indiana or man 
CHIEF CASUALTY with ability to qualify. Knowledge of other 
UNDERWRITER Casualty lines useful. Will operate out of 
on ——— in a ear penn ace 
. out-of-town inspections. Excellent employee 

wanted for home office of small aggres- tet ae 


sive automobile casualty company doing 
business over 20 years in 3 states and 





Call: J. FREEMAN, TAlcott 3-1175 or 












located in large eastern metropolitan city. ROdney 3-8300, or come in for interview. 
The person we are seeking must be profit- AETNA INSURANCE COMPANY 
minded and capable of quickly becoming : : 
Vice-President of Underwriting. Starting 300 So. Northwest Highway, Park Ridge, Ill. 











salary $11,000. Incentive plan, contingent 








on production of profitable business. Don't 
stay lost in a large company; here is your 
opportunity to become a member of the 
top management team of a growing com- WANTED TO BUY 
pany that's going places. Send detailed 
resume to Box J-78, c/o The National 


































Underwriter Co., 175 W. Jackson Blvd., Substantial Financial Parties in- 
Chicago 4, Ill. I] terested in buying Illinois Stock 

or Mutual Casualty Company or 
SUB-STANDARD AUTO RISKS Charters. Reply Box J-75, c/o 


The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 


SR-22 Filed 4, Ill. 


Liability, Comprehensive, Collision 
Military, Overage, Underage 


Territory—Idaho, Montana, South Dakota, 
North Dakota, Wyoming, Utah & Nevada 












NATIONAL AUTO UNDERWRITERS GENERAL AGENTS WANTED 
Must be equipped to appoint agents and de- 
P. O. Box 912 velop Au‘o Insurance business in sections Rs 
lowa and Northern Indiana. Non assessable 
Helena, Montana Mutual Company rated A plus. Write Standard 
Phone—Hi-225777 Mutual Insurance Company, 1028 South Grand 







Ave. West, Springfield, Illinois. 




















CASUALTY UNDERWRITERS AVARLABLE 
Factory Mutual trained Fire Protection Engr. and 
DETROIT Adjuster with Engineering degree and || years 
field experience. Seeking more responsibility and 
Major multiple line stock company has two greater eapertandy. ig 0 ae 
a . oy . upon request. Reply to Box J-77, c/o The Na- 
Casualty Underwriter positions available tional Underwriter Co., 175 W. Jackson Blvd., 

in expanding Detroit Branch Office Cas- Chicago 4, Ill. 





ualty Division. We are interested in one 





senior man and one junior underwriter. 



















Excellent opportunity and starting salary. MANAGING GENERAL AGENCY OPERATING 
Company will also pay moving expenses to IN MICHIGAN REQUIRES ADDITIONAL FIRE 
Detroit. OR MULTIPLE LINE CARRIERS. OUR WELL ES- 

P . TABLISHED AGENCY PLANT ASSURES A GOOD 
Wate ow 13/6 The Naira Unde | | Quantity “oF “guauTYAUSINES_ Wa 
4, Ill. BOX J-79, C/O THE NATIONAL UNDERWRITER 


CO., 175 W. JACKSON BLVD., CHICAGO 4, ILL. 











IOWA SPECIAL AGENT WANTED—ASST. MGR. BONDING DEPT. 
Mutual desi i d ial 
aaenr. Ase ag ih ce age Me. ng ary Ce Baltimore Branch Office. Must have Fidelity and 


farm coer lines = Soe. Pos tion soutures Surety experience and production ability. Excel- 
overriding commiss'on; drawing eccount is avail- . P 
able initially. Replies confidential. Write Box lent opportunity for deren Write: 
J-82, c/o The National Underwriter Co., 175 W. Daniel Heisey, The Employers’ Group, & 


Jackson Blvd., Chicago 4, Ill. South St., Baltimore 2, Md. 
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Agents Comment On Expense And On 
Other Key Problems In Their Business 


(CONTINUED FROM PAGE 4) 


in the 1930s or 1940s. But a couple did 
come in during the 1950s when there 
were underwriting problems. 

Generally speaking, until recently 
the agency has used a rule of thumb 
of approximately 1% times the annual 
commissions as the purchase price. 

Acquiring agencies has not reduced 
overhead markedly, inasmuch as none 
of our acquisitions have been large, 
compared with the basic agency. It is 
difficult to see much effect on over- 
head. 

I think every agency is working on 
the production of more business. We 
have gone into the life and A&S 
business with gusto, hoping to build up 
a better rounded volume with more 
business from each individual unit 
with which we are doing business. 

We have taken over one agency in 
the last three years and again it was 


Cites Lost Sales Art 


Curtis T. Harris, general agent at 
Thief River Falls, Minn., for National 
Life of Des Moines, writes: 

I was quite interested in your edi- 
torial in the Aug. 28 issue and was 
particularly bemused by your refer- 
ence to car dealers failing to promote 
sales without manufacturer aid. 

During the six years I have been 
here I have purchased three cars— 
none locally—by walking into sales- 
rooms in far distant towns when I was 
ready. The only reason I’ve not pur- 
chased locally is because not a single 
dealer of my fair city has approached 
me or asked me if I was in the market, 
although all are familiar with my 
business, and I see them frequently. 

Perhaps the need for manufacturer 
aid is because the art of selling was 
lost during the war, rather than be- 
cause of any other factor. 


Durham Agency, U.S.F.&G. 


Mark 50-Year Association 


U.S.F.&G. Chicago branch and 
W.W. Durham & Co., long-time broker 
of that city, mutually feted each other 
on the brokerage agency’s 50th anni- 
versary of representing U.S.F.&G. 
Ray Walker, resident vice-president 
U.S.F.&G., gave a formal dinner in 
honor of the Durham agency at Green 
Lake, Wis., and Frank J. Durham, 
president of the agency, replied in 
kind by having the principals of the 
U.S.F.&G. branch as week-end guests 
at his summer home, also at Green 
Lake. U.S.F.&G. was established in 
1896 and the Durham agency in 1901. 

In reminiscing on changes that have 
marked the 50-year association, Mr. 
Durham pointed out that automobile 
insurance was unknown, compensation 
insurance not heard of, surety bonds 
in their infancy, and contract bonds 
were written for one-fourth of 1%. 





Wichita Agents Elect 


Wichita Assn. of Insurance Agents 
has elected Kenneth C. Kimmel presi- 


dent, succeeding John E. Prechtel. 


Richard H. King is vice-president, and 
Henry Schott is secretary-treasurer. 
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BOOKKEEPER WANTED AVAILABLE 


Home Office Bookkeeper needed by small Mul- 
tple Line company. Desire man capable of 





7 years administrative experience. Strong in 













taking charge of all Bookkeeping and Statistical handling people. Qualify as Administrative As- 
ok ened position with 3 ee poems sistant, Office Manager, Personnel. Age 30, col- 
pany. Insurance experience desirable. Address: lege graduate, married. Reply to Box J-85, c/o 

American Druggists’ Insurance Co. The National Underwriter Co., 175 W. Jackson 
American Bidg. Cincinnati 2, Ohio Blvd., Chicago 4, Ill. 




















SPECIAL AGENT 


Automobile Casuclty company needs experi- 
enced man (25-45) to travel Maryland, Delaware, 
Western Virginia and District of Columbia. Lo- 
cate near Washington, D.C. Salary—$7,000., 
plus expenses. Write Box J-84, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., Chi- 
cago 4, Ill. 
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include machine bookkeeping, auto- 
matic transcribing machines, eleciric 
calculators, photostating equipment, 
etc. 

The agency a year ago embarked 
upon life insurance and A&S sales, 
something it had not done to any 
extent earlier. We hired a young man 
from Travelers a year ago. In his first 
year he produced a life volume of 
more than $500,000, together with A&S 
premiums of almost $3,000. In short, 
he brought in more than $5,000 in com- 
missions. He is gaining momentum in 
his sales effort every month. After a 
slow start, he has generated many 
more sales each month. He was paid a 
fine guaranteed salary each week for 
the first year with a written contract; 
he has an automobile available to him 
and a travel and expense account. The 
way things look right now, he will 
apparently be earning his own way 
and getting into the bonus category 
this year. 


Could Save Time, Money 


It is possible that production of 
policies, bills and evidences of renewal 
at the home office could save the 
agent time and money providing there 
is no underwriting done or little un- 
derwriting done on the part of the 
agent. But when the agent underwrites 
as we do, and handles all of his own 
renewals and is ever alert to improving 
the insured’s coverage by increasing 
limits, adding additional coverages and 
does many other things on an auto- 
matic basis, it is hard to visualize a 
company using an electronic device 
which would automatically make these 
changes. 

This agency has gradually gotten 
most of its insured up to limits of 
100/300/25 and at least $1,000 medical 
together with $50 weekly indemnity 
and $10,000 principal sum on auto 
policies. This hasn’t been accomplished 
in one fell swoop. It has been accom- 
plished over a period of years by 
gradually making changes in contracts 
without calling them to the attention 
of policyholders—if every change were 
called to the attention of the policy- 
holder, we would not have been able 
to cope with this terrific job economi- 
cally. 


Electronic Brain Can’t Think 


I don’t know how any electronic 
machine can be adjusted so that it can 
take a man carrying 25/50/5 and ar- 
range in one year to raise him to 
50/100/10, and in the next year to 
50/100/25. This is the method we 
follow, doing it in little jolts each 
renewal so that the over-all premium 
is not disturbed a great deal. 

We have also made a practice of 
selling $100 deductible collision rather 
than $50, and of taking collision off 
cars completely when they become 
four or five years old. With some 
competing insurers, once an insured is 
sold his policy, it continues automati- 
cally to have the same coverage. We 
have been able to pick off a number 
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Resident Service For The State Of Alaska 


Selkregg & Son Adjustment Co. 


435 L Street Ancherage, Alaska 
AUTO-FIRE-CASUALTY-INLAND MARINE 
WORKMEN’S COMPENSATION-MARINE SURVEYOR 
Phone 20921 Fred M. Selkregg, Jr., Manager 
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of expirations of these companies 
merely by pointing out to insured that 
he is paying an abnormally high pre- 
mium usually for $50 deductible colli- 
sion on cars which may be five, six, 
seven, eight, and even nine years old. 

To mention a few ways in which 
companies might save money, one of 
the best is by limiting the licensing of 
agents to the more experienced and 
better agencies rather than cluttering 
up their files with thousands of part 
time appointments and really small 
agents. The latter while collectively 
they may control a sizeable volume, 
individually they control such a very 
small portion of the premium that 
expenses of administering them and 
providing field service is way out of 
proportion to their value to the ‘com- 
pany. Another way would be for a 
company to give less field service to 
larger agencies that don’t require it 
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EXCHANGE UNDERWRITERS AGENCY, INC. 
GENERAL AGENTS 


114 W. 10th Street 
Phone: GRand 1-3050 
Kansas City 5, Mo. 


Specializing in 
TRANSPORTATION INSURANCE 


Public Liability and Property Damage 


on 
Fleets or Single Units 
Long Haul Trucks 
Local Haul Trucks 
Local Busses 
Interstate Busses 
Taxicabs 
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and to develop smaller and medium 
sized agencies into larger ones. We are 
visited by special agents of many com- 
panies when we have for years re- 
quired little or no service from them. 


Commissions Maladjusted 


Companies pay too much commis- 
sion for certain lines, such as surety 
business, and too little commission on 
other lines which have to be sold. A 
particular example is the low rate on 
blanket dishonesty bonds where the 
agent receives from 10 to 20% on 
bonds for banks, savings and loans, 
mercantile, and manufacturing insured. 
Yet each policy has to be individually 
sold with a signed application. At the 
same time, how can a company justify 
paying 30% commission for a contract 
bond beyond the control of the agent 
and on which the agent renders. little 
or no servic2 most o: tne time” 
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TO THE NATIONAL ASSOCIATION OF INSURANCE AGENTS ON ITS 63RD ANNIVERSARY 


Agents, in recognition of their obligation to the public, stand for and firmly advocate the principles of the American 
Agency System and the sale of sound capital Stock company indemnity. Only through upholding these highest prin- 
ciples of insurance will they enjoy greater prestige and security for capital Stock insurance. 

THE WESTERN MANAGERS AND CHICAGO MANAGERS whose names appear on this page believe in and endorse 
the principles of the American Agency System and represent companies that, of course, offer only sound capital Stock 
insurance protection. Through their close contact with agents they offer their facilities and services in the proper 
conduct of the business, and through this medium send greetings to the National Association of Insurance Agents. 
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Rush W. Carter 


Vice President 
AETNA INSURANCE COMPANY 


PARK RIDGE, ILLINOIS 


Paul H. Barr 


Vice President 
THe HANOVER INSURANCE Co. 


FULTON INSURANCE Co. 
CHICAGO, ILLINOIS 


C. L. Zook 


Vice President 
NATIONAL OF HARTFORD COMPANIES 


CONTINENTAL-NATIONAL GROUP 
CHICAGO, ILLINOIS 





H. P. Winter 


Vice President & Manager 


AMERICA ForE COMPANIES 
CHICAGO, ILLINOIS 





Kenneth J. Stoike 


Resident Vice President 
Paciric NATIONAL FIRE 


(A member of the Transamerica Group ) 


SKOKIE, ILLINOIS 


P. S. Beebe 


Manager 
HarTFORD INSURANCE Co. 


Citizens Ins. Co. oF N. J. 
CHICAGO, ILLINOIS 


Earl R. Sanborn 


Vice President 


GREAT AMERICAN GROUP 
CHICAGO, ILLINOIS 











W. A. Eakin 


THE EmpLoyers’ Group 
OF 
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CHICAGO, ILLINOIS 


R. S. Chaloner 


Vice President 


AMERICAN INSURANCE GROUP 
CHICAGO, ILLINOIS 


Lloyd W. Brown 


Vice President & Manager 


LoyaLty COMPANIES 
CHICAGO, ILLINOIS 








C. E. Stiehl 


Vice President & Manager 


Lonpon & LANCASHIRE GROUP 


CHICAGO, ILLINOIS 





Wm. J. Reid 


Manager 


Atias, RoyaL EXCHANGE, 


Sun Group 
CHICAGO, ILLINOIS 
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Jawsby Suggests 
fock And Mutual 
igent Associations 


With Widesoread Deviations, 
Maybe It’s Time For States 
To Reexamine Eligibility 


'The consolidation of company or- 
nizations “suggests that maybe the 
oducers’ organizations should get 
gether,” Archie M. Slawsby, Nashua, 
H., retiring president of NAIA, 
ared in his report of the admini- 
‘ ation. 

He expressed admiration of what 
e companies are doing in view of 
e inquiry being conducted by the 
mate anti-trust and monopoly sub- 
ittee, and went on to ask if it 
% time the NAIA reexamined its 


riteria for eligibility to membership. 
RSARY » suggested as a standard “the pro- 
\merican fuction of insurance premiums and the 
st prin- Jervicing of insurance contracts by 

oducers operating solely on a com- 

ission basis on their own account as 
endorse Baependent contractors.” 
al Stock — The early restriction to capital stock 
> proper Philosophy might be reexamined, he 
ents. id. Were the designers of state as- 


iation constitutions interested in 
nying membership to those who sold 
th a deviation, or with the under- 
landing that part of the premium 
id would be returned at the end of 
e term, he asked. If that was the 
pose, the standards must be scruti- 
ed again because one of the agents’ 
rongest competitors is a stock insurer 
hd many stock companies either offer 
iations or have subsidiaries which 
D SO. 

“How can we have deviations if we 
) longer have standards from which 
~ deviate,” he asked. 


AIA Four Times As Big 


NAIA, he said, is four times the size 
the next largest national association 
if independent producers. 
Mr. Slawsby paid tribute to Mrs. 
Mdith Coryell Leahy, who is retiring 
treasurer. He emphasized the ef- 
during the past year to bring 
- he New York office arrangement up 
) a high level of efficiency, with many 
Manges in equipment and personnel. 
ihe educational program has been 
odernized and correspondence 
purses withdrawn. 
NAIA has overspent receipts by 
most $6,000, he added, some of which 
epresent non-recurring expenses. 
bwever, he said, the NAIA is a big 
isiness and has felt the effects of 
flation. The April, 1959, budget called 
an increase in dues to reflect the 
Teased costs of operation. 
NAIA now has a full grown research 
partment, he observed. An innova- 
in executive committee operation 
instituted this year. Each execu- 
ve committeeman was assigned as 
on officer between the committee 
a standing committees. This has 
irked well. NAIA this year estab- 
hed liaison with Canadian Federa- 
n of Insurance Agents, enlarged its 
on with Insurance Advertising 
mnierence, and continued liaison with 
merican Insurance Assn. and the 
mmissioners. 





























National Association Leaders 





Porter Ellis of Dallas, Paul Jones of Tucson, and Archie M. Slawsby of Nashua, 
N. H., incoming vice-president, incoming president, and outgoing president of 
NAIA. 





NAIA Is Potent, Well 
Regarded In D. C., 
Herndon Reports 


In his report at the annual meeting 
in Chicago, M. G. Herndon, Washing- 
ton representative National Assn. of 
Insurance Agents, said that NAIA has 
come of age, is recognized throughout 
the capital as a powerful spokesman 
and must be prepared to take the re- 
sponsibilities and occasional setbacks 
which go with this position. He said 
that unquestionably NAIA has been 
in the eyes of those playing major 
roles in the current congressional in- 
vestigation of insurance and the dig- 
nified approach of the association, 
contrasted with the extremes of com- 
panies and their organizations, has 
made a favorable impression. 


Victory On Housing Projects 


A major NAIA victory was the 
maintenance of present insurance 
procurement policies in connection 
with housing projects, despite the at- 
tack of General Accounting Office 
with White House support. On the 
other hand, it was unable to persuade 
the Defense Department to change its 
self-insurance policy on _ aircraft 
stored in the open. 

There will be an important hearing 
Dec. 1 on insurance company taxa- 
tion. Although G. D. Haskell, Ameri- 
can Mutual Insurance Alliance and 
S. A. Bell, prominent Chicago insur- 
ance accountant, are scheduled to ap- 
pear, Mr. Herndon said the stock com- 
panies so far have not shown any in- 
terest in it. Some mutual interests, 
including the Factory Mutuals, are 
swinging over to similar treatment of 
all companies. Mr. Henrdon said he 
does not think the chances of a 
change are very good, but this switch 
certainly weakens the old argument 
that the tax situation gives mutuals a 
price advantage. 

The bill to authorize federal insur- 


Commission Cuts Not 
Auto Answer; Wilson, 
Committee Retained 


The report of J. P. Wilson Jr., Mo- 
bile, chairman of National Assn. of 
Insurance Agents’ special committee 
on production cost allowances, stated 
that new automobile rate filings have 
increased the income of companies and 
decreased that of agents. He attacked 
many of the arguments used in sup- 
porting filings with reduced acquisi- 
tion cost allowances and reiterated 
the position that commission reduc- 
tions are not the answer to the com- 
petitive problem. 

Mr. Wilson’s report did not menticn 
the new special automobile plans now 
filed in a number of states and it was 
obvious that the studies involved had 
occurred before they came into exis- 
tence. They were concerned with fil- 
ings for increased automobile rates, 

(CONTINUED ON PAGE 63) 





ance, through the defense depart- 
ment, of nuclear and other hazardous 
risks has strong aircraft and electron- 
ics industry support and once again 
is backed by General Accounting Of- 
fice. Mr. Herndon said that as of now 
it is not known how much grass 
roots support NAIA will need. 

The controversial Forand bill seems 
unlikely to pass during this session 
and Mr. Herndon said he does not think 
the ever-present federal flood insur- 
ance proposals will get any more at- 
tention until another major flood oc- 
curs. 

At the opening National Board of 
State Directors session, after Mr. 
Herndon had given his report, M. V. 
V. White, Allentown, Pa., chairman 
of the NAIA special committee on 
special affairs, announced that Mr. 
Herndon, who had just completed 12 
years service with the association, 
has signed a 10 year contract. 
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AIA Readies Its 1960 Ad Campaign 


Film Of Next 
Year's Program 
Shown At Workshop 


Big Turnout To 
Hear Plans For 
Fund Raising 


Much of the formal program of the 
NAIA convention in Chicago was de- 
voted to advertising and sales. The 
state national directors voted the 
program outlined by a special seven 
man advertising committee headed by 
Peter J. Walsh of Denver, with one 
exception—the suggested maximum 
contribution per agency of $500 was 
eliminated and the matter of a maxi- 
mum and its amount was left to the 
individual states. 


Big Item On Agenda 


There was a big turnout for the ad- 
vertising and public relations work- 
shop, which in actuality was a vehicle 
to present the 1960 advertising cam- 
paign. The interest indicated that ad- 
vertising now constitutes a big item 
and a permanent addition to the 
NAIA agenda. 

Two years ago the national adver- 
tising campaign may have been re- 
garded with skepticism. Now it is a fait 
accompli, and the hard-headed, pro- 
fessional approach the NAIA has 
adopted for presentation and financing 
of its program is proof that it will 


continue in the years immediately 
ahead. 

Dave Johnson Predicts 

Dave Johnson, Pensacola, Fla., 


chairman of the 1960 advertising fund 
raising committee, predicted that 
whether or not the ultimate goal of 
$2 million is reached in 1960, NAIA 
will have a national advertising 
campaign this year and a bigger one 
next year and a bigger one each year 
until the ultimate has been reached. 

The enthusiastic reception of the 
film prepared by Doremus & Co. to 
introduce the 1960 campaign seemed 
to justify Mr. Johnson’s predictions. 

Henry Hoke Jr., Publisher the Re- 
porter of Direct Mail Advertising 
offered support for Mr. Johnson’s en- 
thusiasm. He described the possibilities 
of direct mail and its potential in 
support of the national campaign. 

Mr. Hoke cited the success of his 
firm’s mail activities as proof of the 
efficacy of direct mail. 


Points To Consider 


He presented four points to consid- 
er in mapping an ad program. First, 
he said, the public is becoming more 
sophisticated. Then, people are busi- 
er. “Shorter hours are squeezing the 
time out of the business day.” Third, 
more and more businesses are 
using direct mail. Finally, he said, 
customers and prospects are suffering 
from laziness. “They want to be enter- 
tained.” 

The import of this four-point analy- 
sis he concluded to be that it requires 
an effective approach and _ sophisti- 
cated content to capture this restricted 
consumer attention before the insur- 
ing public accepts an advertising mes- 


(CONTINUED ON PAGE 60) 











A detailed study of his agency’s op- 
erating costs in 1954, 1955, 1956 and 
the first nine months of 1957 showed 
Joe E. Vincent, Bryan, Tex., that profits 
were being severely reduced. He told 
the advertising and PR workshop at 
the NAIA convention that he recog- 
nized that as sole proprietor to off- 
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set the profit squeeze he had to reduce 
severely his services and thus sub- 
stantially cut expenses, or increase 
volume materially. 

In such a highly competitive busi- 
ness, he concluded that it would be 
sheer folly to reduce services. He took 
the other route and doubled the size 





Successful Advertising Agent 
Tells How, Where, When To Do It 


of his agency by merging with one 
of approximately equal size Jan. l, 
1958. 

Because of this increase in volume, 
the agency could advertise and pro- 
mote sales in ways not available 
before, though the planning of the 
agency’s advertising program was bas- 























































Meet RAY HINDERLITER, fami- 
ly man, enjoying model rail- 
roading with his wife Rosesther 
and son Philip. Ray and Rosie 
contribute much of their free 
time to their church and their 
community. The totem in the 
background marks the Hinder- 
liter basement as headquarters 
for Cub Scout Den No. 4. 





Ray Hinderliter is a typical Western Underwriter . . 












THE WESTERN companies 


THE WESTERN CASUALTY AND SURETY COMPANY 
THE WESTERN FIRE INSURANCE COMPANY 


FORT SCOTT 
KANSAS 


Meet 4 WESTERN UNDERWRITER 


Meet R. L. HINDERLITER, Divi- 
sion Home Office Underwriter, 
supervising Automobile, Work- 
men’s Compensation and General 
Liability writings. Ray’s 22 years 
of experience with The Western 
is applied daily helping Western 
Agents. 





. a man of experience, completely familiar with the 
territory which he supervises . . . a family man, active in his community during off-hours . . . a man 
who understands the problems facing the local agent. 


A Western underwriter never forgets that the real basis of assistance is spirit and desire coupled with 
accumulated experience, skill and teamwork with the local agent. 


Se 
FORT SCOTT, KANSAS 
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ically the same as it had been in wl 
for an agency of $350,000 vo} 
with one producer. The program 
was projected into actual perfor, 
ance in an agency of approxima 
$750,000 with two producers. The pp, 
gram was so effective that Mr. Vince, 
and his partner have concluded the, 
can afford to put into the field a nyp, 
ber of producer-solicitors who can {gj 
low up the advertising and produ 
profitable results. This they now Dlaq * 
to do. 


Sets Out To Find Out 







Insurance people tend to questig, 
the value of advertising. They won, 
der if it can do anything for then 
Mr. Vincent’s agency in 1954 decided 
to study the matter thoroughly to ¢. 
termine if advertising really had vaij 
ue for an agency, and, if it had, how 
could the agency realize the largeg 
return for what it spent. 

Much to his surprise, Mr. Vincep 
learned that he and many other 
were confusing public relations, py} 
licity, good will, agency services, anj 
many related activities with “adver 
tising.” While these features of agen 
cy operation are complements to a 
over-all agency program, they a 
things that must be done in additiy 
to and not instead of advertising, } 
said. 

Obviously, advertising is not a sub 
stitute for service, he added. Also, j 
enough money is spent on advertising 
to develop new business, it will nd 
stay on the books because of advertis 
ing alone but must be kept there 
service that produces satisfaction. 

Mr. Vincent notes that every majo 
merchandising business in Americ 
which was succeeding in volume sell 
ing was using some form of pm 
grammed advertising. What did th 
agency have to merchandise or selj 
then, and how should it be advertise 
to the market available to it? 


Must Be Salesman 


It is important to recognize that th 
agent is, must be, a salesman, M 
Vincent commented, even though h 
regards his function as advisory an 
even professional—and even thou 
people think they do not like to be sol 
The successful agent must be th 
type of salesman who is always 4 
salesman first, he declared. But, in thd 
eyes of-the prospect he appears as ai 
adviser or consultant with a reputa 
tion: for providing sound busines 
advice in his field. 

If advertising does no more thaq. 
make the prospect want the agency 4 
his consultant, it has accomplished i 
purpose. The objective of such adver 
tising is to make the prospect wa 
to buy his insurance from this agen 
because he has heard its name, bi 
knows something about its servi 
or the agency in some favorable wa 
has removed some of the myste 
from insurance. 

So in 1954 the agency launched 

(CONTINUED ON PAGE 58) 
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INSURANCE COMPANY OF NEW YORK 
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NAIA Committee Reports Provide 
“News Of Developments In The Future 


The reports of NAIA committees 
presented at the annual convention 
this year were more interesting than 
jn several years, very likely because 
so many things have happened in the 
pusiness in the last 12 months. Among 
the more important points brought 
out in them this year were: 

—Inter-Regional Insurance Confer- 
ence is making a study of the dwelling 
rate structure, countrywide. 

—Agents are concerned that a rate 
war will develop with the new, new 
homeowners program. 

—Because of changed conditions it 
may be time for NAIA to reassess its 
policy of opposition to the continuous 
policy. 

—The farm agents are desperate for 
afarm homeowners policy. 

—Membership has increased to al- 
most 35,000. 

—The casualty committee has 
adopted a policy of research and writ- 
ten briefs. 

—The fire prevention committee has 
a broad, new program that is ex- 
pected to revitalize this activity. 

—Agency cost surveys may be com- 
pleted in all 50 states by the end of 
the coming year. 


PROPERTY COMMITTEE 


Inter-Regional Insurance Confer- 
ence is making a thorough study of 
dwelling rate structure on a_ national 
basis, Frank R. Bell Jr. of Charleston, 
W. Va., said in his report as chairman 
of the property committee. His com- 
mittee has been more than ordinarily 
interested in the subject and the ele- 
ments involved. Committee members 
are glad that the study has been un- 
dertaken by Inter-Regional. They are 
also keenly aware of the reluctance 
of most bureaus to discuss rate com- 
position with any producer. Yet 
agents’ knowledge of dwelling rating 
problems is extensive and, properly 
channeled, could make an important 
contribution to this study. 

He expressed belief that the con- 
slidation of regional and other ad- 
visory organizations into a_ single 
national organization, which is being 
worked out, will affect the function- 
ing of state association conference com- 
mittees. 

Mr. Bell wondered how insurers 
tan break even with the new, new 
homeowners, a broader contract at a 
higher discount. Multi-Peril Insur- 
ance Conference’s original homeown- 
&s program was unveiled officially 
at NAIA’s 1958 annual meeting. The 
property committee worked with 
MPIC to develop that product and had 
amarked influence on its final form. 
It was filed and approved in 20 states. 
Unfortunately, production cost was in- 
Wlved in those filings. His committee, 
said, in no way involved itself on 
$ subject, since it concerns itself 
hh only the product and its form. 


am Was Doing Fine 








Mr. Bell noted that introduction of 

production cost matter immediate- 
‘Produced a controversy. Ultimately, 
Matter reverted itself to being one 
private contract. If this traditional 








mactice had been retained from the 








@imning, there would have been no 
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waitroversy. Also, the program was a 
hew product concept. It was a 
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C. M. Cubbedge 


Floyd L. Rice 


joining of the basic fixed homeowners 
approach with the flexible comprehen- 
sive dwelling policy philosophy. Pre- 
viously two different agency views of 
the two policies had to assimilate the 
new single concept, which took time. 
There had to be study and experi- 
mentation. 


Program Suddenly Terminated 


At any rate, the program was sud- 
denly terminated, he said. Apparent- 
ly, some MPIC members panicked. 
MPIC’s staff was put to creating a 
new, new homeowners program. This 
one contemplates broader coverage 
with more substantial rate reductions, 
10 to 15%. MPIC companies were bare- 
ly making ends meet under the old pro- 
gram. How they can expect to turn 
even a modest profit under the pro- 
posed new, new program is beyond the 
comprehension of this committee, he 
declared. There is, he believes, the 
serious possibility of a rate war. 

The committee has kept in touch 
with the situation. In replies to its 
inquiries from 20-odd states where the 
original program had been approved, 
almost without exception agents liked 
it. They had examined it, worked with 
it and were marketing the product. 
Without exception these agents were 
dismayed at the idea of a new, new 
program at this stage in the game. 
Confidence of insured is shaken if 
their individual coverages are con- 
stantly changed. The original MPIC 
program should certainly be permitted 
to continue in those states where it 
had been approved for a period of time 
sufficient to obtain adequate and 
credible loss and marketing experience. 


Views Of Continuous Policy 


The committee asked its members 
how they felt about the continuous 
policy, which NAIA officially opposes. 
He said that committee members hold 
widely different views of the practice 
which reaffirms the controversial na- 
ture of the subject. However, a sub- 
stantial number of committeemen be- 
lieve that such a method of doing busi- 
ness is coming whether they like it or 
not. If such an attitude is becoming 
more prevalent among NAIA members 
then a re-evaluation is in order, Mr. 
Bell believes. This is necessary be- 
cause too often a new method is put 
into use, but because of NAIA opposi- 
tion, its members have had no op- 
portunity to influence the details of 
the method. 

With a few noteworthy exceptions, 
agents in the past have had little to 
say about the composition of their 
product, he said. Yet they know the 
needs of insured better than anyone 
else in the business. No business to- 
day can afford the luxury of product 
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much legal experience embodied in 
the old forms to change. Yet a few 
individual companies are successfully 
marketing such contracts. Legal tech- 
nicalities and unimaginative thinking 
do not seem to bother them. They are 
too busy helping their producers sell 
a good and attractively designed in- 
surance contract. 


Suggests New Approach 


The dwelling business is bread and 
butter to agents and companies alike, 
Mr. Bell stated. If only a majority of 
insurers would stop mentally anguish- 
ing over the success of a few competi- 
tors and, instead, devote their talents 
and energies to designing and market- 
ing a good dwelling product at a rea- 
sonable price, successful and more 
worthwhile results would be obtained. 

There were those who, for one rea- 
son or another, chose to question the 
committee’s flat cancellation study and 
the ultimate report, Mr. Bell said. Yet 
in recent months, several of the large 
regional underwriting associations 
have addressed letters to field club 
members calling attention to the sur- 
vey. They have, like the committee, 

(CONTINUED ON PAGE 55) 





V. O. Schinnerer 


M. V. V. White 


design without the benefit of the 
salesmen’s advice. For example, the 
property committee for years has ad- 
vocated a physically dressed-up con- 
tract, attractive in appearance and 
understandable in language. The an- 
swer is always the same. There is too 
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Outlines Realistic 
Plan For Effective 
Agent Advertising 


Schaffer Explodes Myths 
About Ads; Cites Programs 
That Have Been Successful 


Local advertising can pay off for the 
agent, Frank Schaffer, vice-president 
of Doremus & Co., the New York 
advertising agency that handles the 
Big I campaign, told the advertising 
and public relations workshop of NAIA 
in Chicago. Many persons in the insur- 
ance business have a blind spot on the 
subject. Advertising is fine for every 
other enterprise, they say, but it won’t 
work for insurance men. 

That opinion has been voiced in 
print by some extremely important and 
otherwise astute insurance leaders in 
the face of at least one over-powering 
piece of evidence, the fantastic success 
story of the direct writers, Mr. Schaf- 
fer said. Unlike Horatio Alger, the 
direct writers didn’t get rich by marry- 
ing the boss’s daughter—they did it by 
advertising. 


Can’t Expect Miracles 


Another misconception is the woolly 
notion that advertising will work mir- 
acles. Though that blue-sky attitude 
generally is attributed to advertising 
men, no responsible adman would 
make such a statement, even under 
duress. If the agent expects miracles, 
don’t advertise, he advised. 

Another stumbling block is the idea 
that advertising will produce direct 
sales for the agent. The very nature 
of the business and of the agency 
system makes such an idea prepos- 
terous, he said. Advertising will stim- 
ulate people’s interest, get them pre- 
sold on the agent’s services, lead them 
to write, phone or call. But the agent 
still is the ultimate salesman. Even 
the Allstate counter-man has to sell 
his prospects, once the advertising has 
lured them to the premises. 


Is Long Copy Bad? 


Another misconception, Mr. Schaf- 
fer said, is that long copy is bad. Some 
of the most effective ads and sales 
letters of all time have been long ones. 
One of the biggest pulling subscription 
letters Fortune magazine ever used 
was 10 pages long. The truth is, an ad 
should be long enough to make its 
point effectively. 

“Never use a negative approach” 
also has been disproved by such cam- 
paigns as “B.O.,” “Pink Toothbrush,” 
“They Laughed When I Sat Down to 
Play.” A negative approach is bad if 
it deters the reader from employing 
the agent’s services; it’s dandy if it 
convinces him. Actually, research on 
advertising shows that the worst read 
ads are those showing people who are 
meaninglessly happy. 


How Much To Spend 


Mr. Schaffer then discussed how to 
plan agency advertising, how much to 
spend on local advertising how to 
select the media that will prove most 
efficient, and how to use research on 
insurance advertising. 

He closed with examples of success- 
ful advertising by agents, and showed 
why they were successful. 

The first step in a program is to set 

(CONTINUED ON PAGE 60) 
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Future Of Company-Agent Parleys Is 
Big Topic At Midwest Conference 


The impending taking over by 
Inter-Regional Insurance Advisory 
Conference of the functions of West- 
ern Underwriters Assn. and Western 
Actuarial Bureau was a major con- 
cern to the members of Midwest Ter- 
ritorial Conference during the meet- 
ing of National Assn. of Insurance 
Agents. M. W. Mays, New York, vice- 
president America Fore and chair- 
man of IRIC, assured the agents that 
there is no intent to disturb confer- 
ence arrangements and that, as long 
as the agents are willing, midwestern 
executives will be available to meet 
with them and there will be proper 
liaison with executives at the nation- 
al level. The conference then adopted 
a resolution incorporating its senti- 
ments. 

The language of the resolution, of- 
fered by R. M. Byrne, Omaha, con- 
ference committee chairman, showed 
that the agents did not take the mat- 
ter lightly. The sessions between 
agency and company representatives 
in the midwest antedate the. territori- 
al conference by many years and the 
conference itself has always been the 
strongest of the five territorial 
groups, as to attendance at meetings 
during NAIA conventions and at its 
own spring meetings and also as to 
general effectiveness. The resolution, 
in addition to praising the past meet- 
ings with the companies, asked spe- 
cifically that meetings continue to be 
with executives who know the mid- 
western field and who have the same 
authority as company representatives 
in the past. 


Typed In Advance 


The resolution had been typed in 
advance and J. W. Hemphill, Paines- 
ville, O., midwest chairman, person- 
ally handed Mr. Mays a copy as soon 
as it was adopted, calling this a hedge 
against it being “lost in the mail.” 
Mr. Mays promised prompt attention. 

Mr. Mays also answered a number 
of questions from the floor. He as- 
sured E. L. Lederer, Chicago, former 
conference committee chairman, that 
this action would not affect individ- 





Past Presidents In 
Successful Dinner 


One of the most successful past 
presidents’ dinners of recent years—at 
least it ran longer than any for a long 
time—was held Sunday evening dur- 
ing the annual NAIA convention in 
Chicago. Mr. and Mrs. Louie E. Wood- 
bury of Wilmington, N. C., were host 
and hostess, and they staged a party 
with a Confederate theme. 

As each guest arrived, he or she was 
presented with $4 million in Confeder- 
ate money. The decor was a southern 
gambling casino, surmounted by the 
Confederate flag, and presided over by 
Mr. Woodbury in cutaway, striped 
trousers, and a large, scintillating dia- 
mond in his cravat. Guests played at 
many games of chance. When the bell 
rang to close the casino, there was an 
auction at which each guest could bid 
his or her winnings for gifts. 

Though each past president spoke 
briefly, the principal address was 
made by Charles L. Gandy of Birming- 
ham, who noted that everyone present 
was a good southerner, including David 
A. North of New Haven, who was 
really from South Haven, and Charles 
F. Liscomb of Duluth, who was really 
from South Duluth. 

Twelvr past presidents attended. 


ual staterating bureaus at all. D. W. 
Perin, Chicago, first vice-chairman, 
asked about the personnel of WUA 
and WAB. Mr. Mays said they will 
lose nothing by the change and will 
be assigned to duties which will give 
IRIC the best of their abilities. An- 
swering a question of A. M. O’Con- 
nell, Cincinnati, past territorial chair- 
man, about the practical effect of the 
new setup, Mr. Mays said that organ- 
ization meetings have not been held 
yet, so he could not say whether there 
will actually be separate territorial 
divisions within Inter-Regional. This 
phase of the discussion closed on a 
humorous note when J. J. Quinn, 
Bartlesville, Okla., said the new ar- 
rangement might keep company ex- 
ecutives from dodging a subject by 
saying it was a national matter and 
out of their hands. 

Later in the meeting, K. H. Parker, 
Chicago, manager Western Actuarial 
Bureau, and decidedly a favorite of 


the midwest agents, thanked the 
(CONTINUED ON PAGE 60) 


Windsor Reports 
For EAC Committee 


With the merger of Eastern Under- 
writers Assn. into Inter-Regional In- 
surance Conference, what happens to 
the Eastern Agents Conference’s con- 
ference committee? E. Stuart Windsor 
of Baltimore, chairman of the com- 
mittee asked. 

Arthur Polley of Hartford Fire, 
president of EUA, has been busy box- 
ing up the remains of that organiza- 
tion, Mr. Windsor said. But Mr. Polley 
did take time out to attend the EUA- 
EAC meeting in August. He said that 
Inter-Regional, realizing that regional 
problems do exist, is willing to con- 
tinue conference committee meetings. 
If agents desire it, Inter-Regional 
would appoint a committee to meet 
with agents in much the same manner 
as in the past. 


Contemplated Consolidation 


In view of the contemplated con- 
solidation of advisory organizations, 
consolidation of forms no doubt will 
be handled on a country-wide basis, 
Mr. Windsor observed. Among the 
clauses with different wording in dif- 
ferent territories now being reviewed 
by Loss Executives Assn. are liberali- 
zation, subrogation, no control, altera- 
tions and repairs, divisible contract, 
electrical apparatus, debris removal, 
automatic reinstatement, pro rate lia- 
bility, and minimum retained premi- 
um. 

Mr. Windsor called attention to a 
folder recently distributed by Dime 
Savings Bank of Brooklyn to its cus- 

(CONTINUED ON PAGE 60) 
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Cites Bureau Auto |: 
Plan As Weapon Ty): 


Restore Dominance 


Cahill Says Lessons Can 
Be Learned From Trial 
Of Plans In Some States 


The safe driver plan of Nationa} 


Bureau and National Automobile Up. 
derwriters Assn. is sound in theory 
workable, and free of the defects that 
caused previous merit rating plans tg 
fail. It may prove to be the weapon 


for stock agency companies to regain } 


a dominant position in the private 
passenger business. In advancing 
these views at the metropolitan ang 
large lines agents’ breakfast at the 
annual meeting of the National Asgp 
of Insurance Agents at Chicago, James 
M. Cahill, secretary of National Bur. 
eau, said that the real test will be in 
the market place and in the resulting 
underwriting profits or losses. 


Based On Records 


The new plan differs from its pre 
decessors because ‘it is applied on the 
basis of the motor vehicle operating 
records of insured and other operators 
of the car who reside in his house- 
hold. It does not depend solely on 
whether an insurer has sustained a 
loss. Its credits or debits depend on 
whether insured and other household 
operators have been involved in moy- 















ing violations and in accidents ca 
ing bodily injury, death, or dam 
to property, including the operator’ 
in excess of $50. This record will pi 
vide an index of the probability 
involvement in future accidents, 
therefore the plan, unlike others, 
quires the use of conviction reco 
as well as accident experience as 
element of rating, Mr. Cahill 
plained. 


Study Made 


This theory is supported by facts 
developed in a 1958 driver record 
study by the California department 
of motor vehicles in which nearly 


100,000 drivers’ experience was ana- a 


lyzed, he continued. The study indi- 
cated that in a three year period only 
54% of California drivers had a rec- 
ord free of convictions for violations 
and free of accidents. California law 
requires reporting of all accidents 
causing injury, death, or damage to 
property in excess of $100. 

In the study, the accident records 
of drivers without convictions in the 
three years were compared with those 
of drivers with one conviction of 
more. Per hundred drivers, the group 
without convictions had nine actl- 
dents: those with one conviction had 











Thomas Fiquet, 
vice-president of 
Colonial Life; Al- 
lan Wolff of Chica- 
go, past president 
of NAIA; Robert 
E. Wallace, vice- 
president of Chubb 
& Son, and Charles 
F. Liscomb of Du- 
luth, past president 
of NAIA, shown 
in Chubb & Son’s 
headquarters at the 
NAIA convention. 
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19; those with two had 27; those with 
three had 38; those with four had 43; 
and the group with five or more had 
55. Drivers with nine or more convic- 
tins had 66 accidents per 100 driv- 
ers, or ne arly 7.5 times more than 
those who were conviction-free. 

The study was confined to Califor- 
nia, and the percentage of drivers 
with clear records may vary from 
state to state, Mr. Cahill noted, but 
the indicated relation between con- 
yictions and probable accidents should 
pe valid across the country. 

While bureau companies were con- 
yinced of the basic soundness of the 
mew approach to merit rating, they 
decided to experiment in California to 
detect defects before introducing the 
plan in other states. This was wise, 
because several substantive changes 
nave been found necessary to obtain 
general acceptance by producers, the 
public and state authorities. The gen- 
eral indication is that the plan is now 
working well, Mr. Cahill declared. 
Producers are cooperating, the signed 
‘fpplication is helpful in underwriting 
ind classifying the business, and 
kompanies are finally getting an op- 
portunity to write a larger share of 
kood risks which have been going to 
pecialty companies on a price basis. 
Following indicated success in Cal- 
ornia, the bureau companies intro- 
plus a_ special 
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organization, at the headquarters 
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fective Oct. 1. In these midwestern 
states, specialty companies, mutuals, 
and local insurers have made such 
inroads that bureau companies are 
writing only about 10% of private 
passenger business. 

Mr. Cahill emphasized that the ex- 
tension of the plan involves further 
degrees of experimentation. Iowa, 
Minnesota and Nebraska plans are 
virtually identical with California’s. 
In Michigan and Missouri, the plan 
is the same as in California, except 
that the experience period is three 
years instead of two, and two points 
are charged for each assignable acci- 
dent. However, if a conviction for a 
one point violation results from the 
same occurrence, only the points for 
the accident are assigned. In Pennsyl- 
vania, the plan is the same as in 
Michigan and Missouri, except that 
the credit is 15% for the risks with 
no points and 5% for those with one. 


New Auto Policy 


The new special auto policy is an 
optional paralleling system to the 
plan, and includes a new form with 
a six months or shorter period, single 
limits, elimination of coverage dupli- 
cations, and limited options in regard 
to coverage combinations. The pro- 
gram contemplates simplified clerical 
procedure, signed applications, cash 
transactions and elimination of dupli- 
cation and its attendant costs. Basic 
rates are approximately 20% below 
present liability manual rates and 
about 15% below PHD rates for cov- 
erages under the policy. Mandatory 
use of the safe driver plan will give 
risks with the best driving records 
the lowest possible rates, while af- 
fording a reasonable market for some 
insured whose record is not accident 
and conviction-free. Companies using 
the program will also apply the safe 
driver plan to all eligible risks writ- 
ten under other policies. The filing is 
further evidence of bureau compa- 
nies’ determination to give producers 
a competitive auto program, Mr. Ca- 
hill declared. 

He predicted that other merit plans 
will be introduced by individual com- 
panies. The governing committees of 
the two bureaus have agreed that 
members and subscribers may pro- 
pose different programs for filing by 
the rating organizations. If these are 
approved, they will also be available 


to other members and_ subscribers. 
Two large insurers have already in- 
troduced plans with variations from 
the original. 

It is hoped that state authorities, 
producers and local bureau company 
managers who are seeking the safe 
driver plan or some variation there- 
on, will be patient and will permit 
the bureau companies to digest the 
innovations already introduced before 
insisting that the new program be 
introduced in their areas. In the 
meantime, state authorities can assist 
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by having motor vehicle records re- 
viewed to assure their availability at 
a reasonable fee and in suitable form 
for use in applying checks on infor- 
mation necessary to this type of plan. 
If all this is done, the outcome may 
be further observance of law, with a 
reduction in accidents, and the bureau 
companies may be enabled to write 
their share of good business while 
continuing to provide coverage for 
other risks seeking coverage at a fair 
price. This should be the goal of all 
in the business, Mr. Cahill concluded. 
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In Camera Eye At NAIA Convention. 


D. J. McGill, 
agency manager of 
Chubb & Son; 
Emil L. Lederer 
of Chicago, A. J. 
Degnan, deputy 
manager of 
Chubb’s’ midwest 
department at Chi- 
cago, and Thomas 
R. Dew, vice-presi- 
dent of the group, 
at Chubb & Son’s 
NAIA _headquar- 
ters. 
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Neil Coates of Miami, at the NAIA advertising fund raising session in Chicago 
with Lamar Hutchinson of Orlando, who, with Tom C. Johnson, manager of 
the Florida association, is presenting Dave Johnson of Pensacola, chairman of 
the 1960 fund raising committee of NAIA, and Archie M. Slawsby of Nashua, 
N. H., retiring NAIA president and chairman of the advertising management 
committee for next year, with a check for $17,790 from 61 agencies in Florida 
for the 1960 Big I campaign. 


H. E. Stanard, 

superintendent of 

agencies of Life of 

North America, 

Thomas W. Dick- , . ‘ 

son, automobile a ‘ 

secretary of North D. J. Looney, Frank W. Boyle, W. A. Eakin, E. M. Melbye, and E. H. Opder 

America group; becke of Employers Liability group, in their hospitality suite at NAIA. 

R. B. Light, assist- 

ant secretary of 

North America, 

and E. R. Johnson, 

secretary of North 

America, at North : Pu snail 

America _hospital- ; — At General At 

ity suite. : cident headqua 

¢ ters: Fron 

S. Warren, Chic: 
manager, and J 
Warren and 
phen Warren, 
son; back—G. 
Bland, Arthur 71 
Fleischhauer, 
J. T. Orr of t 
home office. 
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Arthur Jens, Chicago branch manager of Fireman’s Fund; Thomas Miller of 
Helena, Mont.; J. E. Roberts of Tonkawa, Okla., and Mrs. Roberts; Arthur 
Anderson, administrative assistant of the Fund, and Scott Gardner of Wichita in 
Fund headquarters. 


H. N. German of 
Easton, Md.; R. S. 
Robins, vice-presi- 
dent of North 
America; Mrs. 
German, and Rich- 
ard Osgood, North 
America vice-pres- 
ident, at North 
America’s head- : a i ; 
— =F John Flavin, Illinois state agent of Pacific of New York; Mrs. Al Williams 
7 _ Nashville, Mr. Williams, Pacific general agent; Mrs. Frank Pocquette of Chic 
and Mr. Pocquette, secretary of the company at Chicago, in Pacifie’s N 
headquarters. 
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| Members of the 
On powen public re- 
ations award com- 
make their 

‘HYfinal selection of 

Ai the Florida as- 

MA iociation as the 
“Bhi 1959 winner: James 
Rg. Mathews of the 
Wala staff, David 
Bia, North of New. 
iHaven, past presi- 
dent of NAIA, and 

ttee chair- 

iman, and Fred W. 


relations director 
@f National Board. 


John J. Mulligan of National Fire; E. H. Forkel, president of Continental 
Casualty, and W. H. Buesching and Ellis H. Clarkson, executives of that group, 
in Continental-National headquarters at Chicago. 





H. H. McFarlin, 
Riverdale, past 
president Mary- 
land association, 
Mrs. Robert E. 
Brown, wife of the 
director of adver- 
tising and public 
relations of Aetna 
Casualty, and 
Pierce Enes of the 
Aetna Casualty 
agency depart- 
ment, in Aetna 
Casualty’s head- 
quarters. 





Hanover hospitality: N. H. Ansorge, A. M. Wagner, and L. E. Zell, secretaries 
at Chicago; J. H. Vey, vice-president at New York, and Paul H. Barr, vice- 
president at Chicago. 


Clant Seay, man- 
ager Mississippi 
Assn. of Insurance 
Agents, Mrs. -Ros- 
enbaum, and I. A. 
Rosenbaum of 
Meridian, Miss., 
past president of 
the Mississippi 
association, outside 
NAIA convention 
headquarters at 
Chicago. 


Marshall B. Simms of the Continental-National group; E. E. Humphrey; 
associate manager of National of Hartford at Chicago; Charles H. Frankenbach, 
Westfield, past president New Jersey association; and Jerry Theisen and Maury 
Barger of Continental Assurance. 


Frank S. Ennis, 
director of adver- 
tising of America 
Fore Loyalty 
group, New York, 
left, and Harold F. 
Gee of the adver- 
tising and PR de- 
partment of that 
group, right, both 
of New York, 
shown with Matil- 
da Dettmer and 
Betty Brelie of the 
Chicago office of 
the group, produc- 
ing the group’s di- 

At Home’s headquarters: Mrs. Herbert S. Brewer of Lockport, N. Y.; M. E. rectory of conven- 


Sprague, vice-president of Home; Mr. Brewer, and L. V. Grady, vice-president of tion attenders. 
Home at Chicago. 








54 


NAIA CHICAGO CONVENTION 


HeNATIONAL UNDERWRITER 








6 sermons 








erate. ot 











Casualty 


Fire 


\\ 
S 





HOME OFFICE: 


UNITED STATES 
CASUALTY COMPANY 


Surety 


Marine 


SIXTY-FOUR YEARS OF 
CONSCIENTIOUS CO-OPERATION 
WITH AGENTS NATION-WIDE 


60 John Street, New York 38, N.Y. 


Pm cm st nn 









































Specializing in 


FIDELITY, SURETY 


and 


UNUSUAL COVERAGES 








SEABOARD SURETY COMPANY 


100 WILLIAM STREET, NEW YORK 38 


ATLANTA 


CHICAGO 


DALLAS 








Southern Agents 
Concentrate On 
Big-I Ad Funds 


Advertising and bid bonds, an in- 
congruous combination, occupied the 
attention of southern agents at their 
session during tne NAIA a :nual. 

The legislative committee report, 
given by Robert Davidson, Jonesboro, 
Ark., president of the Arkansas associ- 
ation, for George W. Skipper, Jackson, 
Ala., chairman of that committee, 
came in for some sharp discussion | 
over a_ reference to various state 
associations being “upset” over legis- 
lation passed in some states waiving 
countersignature of bid bonds. The 
report took exception to the work of 
the national association which seeks 
removal of these countersignature re- 
quirements. After prolonged discus- 
sion, it was agreed that the legislative 
committee undertake further study of 
the problem to work out any differ- 
ences with the national body. 

George Cooper, Huntsville, Ala., 
called on southern agents to continue 
to support the national advertising 
campaign. He pointed out that while 
the national average ratio of advertis- 
ing funds pledged to the quota pre- 
scribed is 52.5%, the average for the 
10 states from the southern agents 
conference is 81.3%. “Out of a total of 
four 100% states in the entire country, 
you will find three of them—Florida, 
Alabama and South Carolina—among 
our members,” he said. 

He also urged support of those com- 
panies which support the national 
advertising program. 

D. T. Hargraves Sr., Helena, Ark., 
who presided, appeared somewhat 
aggrieved to discover no report was 
forthcoming from the property com- 
mittee. As a matter of fact, at the 
very abbreviated meeting none of the | 
conference committee chairmen de- | 
livered their reports personally. Mr. 
Cooper gave the public relations re- 
port for J. Neumann, Arlington, Va. 
The casualty committee report was 
given by C. M. Sharum, Ft. Smith, 
Ark., for Cecil Clevenger, also of Ft. 
Smith. 








Mathews Promoted, 
Dow Is Treasurer 


James R. Mathews has been named 
director of advertising and public re- 
lations by NAIA, it was announced at 
the Chicago convention. Paul O. Dow 
has been appointed treasurer. 

Mr. Mathews thus once again takes 
charge of news and public relations 
activities, which he handled for almost 
eight years, until the Big I advertising 
program was instituted and he began 
to devote most of his attention to it. 
The fund raising part of the advertis- 
ing program recently was transferred 
to William Anderson, new manager of 
the NAIA promotion department. Carl- 
ton Thomas, editor of American Agen- 
cy Bulletin, has been handling pub- 
licity but now will concentrate his full 
time on the monthly magazine. 

Mr. Dow formerly was four years 
with Joseph Froggatt & Co., New York 
acceunting firm specializing in insur- 
ance. Previously he had been with 
Schieffelin & Co., New York account- 
ing firm, for three years. 


Brandon Buys Walker Agency 

Jack. D. Brandon, Nashville agent, 
has purchased the Jack D. Walker 
agency of Tullahoma. Mr. Walker will 
continue in charge at Tullahoma with a 





new name, General Insurance Agency. 
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gskked agents to determine the flat 
cancellation situation on an individual 
basis. 

Agents and their companies owe 
their existence to the agency system, 
he declared. Neither can get along 
without the other, and somehow the 
two have to find a way to solve their 
problems. He urged genuine coopera- 








tion. 


—__ 





FARM AGENTS 


There is a compelling and urgent 
need for a farm package policy, C. D. 
Swett of Woodland, Cal., reported as 
chairman of the rural and small lines 
agents’ committee. Many agents have 
requested action by the companies 
pefore they are completely outdis- 
tanced by competitors. Suggested forms 
and specimen policies have been sub- 
mitted to bureaus in areas vitally af- 
fected. To date, the companies and 
bureaus have not suitably acknowl- 
edged this critically important prob- 
lem, he declared. 

Companies have allocated a large 
portion of their advertising budget to 
promote the idea of package policies, 
and it has become vital to the rural 
agent to be able to provide compre- 
hensive coverage for the farmer. The 
matter has been discussed for more 
than three years. Immediate and posi- 
tive action is essential, he said. 


MEMBERSHIP 


Membership of NAIA has reached 
34,356, an increase of 657 for the year, 
K. H. Bair Jr. of Albuquerque reported 
as chairman of the local board and 
membership committee. A great many 
states participated in this record, in 
particular Alaska, Illinois, Tennessee, 
Ohio, Texas and Florida. 

The big problem still is dropped 
members, more than 2,000 this year. 
It has been impossible substantially to 
reduce this number. 

There has been accumulated an 
abundance of material to put out, the 
coming year, a loose leaf local board 
manual, he said. The committee has 
arranged a display of NAIA awards 
to stimulate participation of states and 
local boards in competing for awards. 

















Mr. Bair made several recommenda- 
tions. 

Set up a comprehensive member- 
ship drive for all states. It may be 
advisable to develop additional awards 
for individuals to stimulate them to 
participate more in helping local board 
and state association get members. 

Produce a local board manual to 
help state associations and executive 
secretaries to strengthen local boards 
in existence and to start additional 
boards. 

Work more closely with American 
Agency Bulletin in stimulating mem- 
sig drives and local board activi- 
ies. 

Display at the next annual conven- 
tion the top three entries of the Walter 
Bennett memorial award. 

: Further promote use of visual sell- 
ing aids put out by NAIA and get 
local boards to use this aid in securing 
new members. 

Induce state associations to give 


mg recognition to local board activi- 
ies. 





CASUALTY GROUP 


After the December 1958, meeting 
With national rating bureaus, the ca- 
sualty committee concluded that to 
achieve a reasonable hope of success 
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(CONTINUED FROM PAGE 47) 

in negotiations with the bureaus, it 
should concentrate its efforts on the 
more important topics submitted to it 
for consideration by agents, J. O. 
Hatch of Savannah reported as chair- 
man. Also, the committee decided that 
these selected topics should be given 
thorough research by the committee, 
a written report prepared, and the 
presentation made to the bureaus in 
the form of a brief. 

This procedure, he said, will leave 
a written record of the committee’s 
views, its deliberations and conclusions 
on each important subject. This will 
promote continuity, committee to com- 
mittee, and save the new committee 
time and effort when it takes up sub- 
jects which have not been concluded. 

Also the bureaus have a complete 
record of the committees views so that 
as the membership of their rating com- 
mittees change from time to time, 
new members can quickly become 
familiar with the proposals the agents 
submit. 

Another important by-product was 
to encourage members of the com- 
mittee to take a larger part in its 
functions and stimulate their interest 
in research. 


Bureaus Like Briefs 


The bureaus enthusiastically en- 
dorsed the idea of briefs. They indi- 
cated this form of presentation would 
be more helpful to them and promised 
a greater measure of success than 
previous methods. 

The committee prepared briefs on 
automobile—use vs ownership in class 
3 rating, combination service station 
policy, motel combination policy, and 
automoebile—fellow employe exclusion. 

These briefs are being studied by 
the bureaus. The bureaus have not 
taken final action, but National Bu- 
reau has indicated opposition to any 


change in class 3 rating procedure. 
The matter, however, is being pur- 
sued by the committee. 

The committee currently is prepar- 
ing or has completed briefs on auto- 
mobile classification refinement, per- 
mission of owner—drive other car cov- 


erage, broad form storekeepers—in- 
clusion of additional locations, and 
automobile liability—refinement of 


territorial divisions. 

The committee has sought to keep 
up with private passenger automobile 
rates, markets, and marketing meth- 
ods. It has studied use of signed ap- 
plications on new and renewal auto- 
mobile business. However, he said, 
the committee is not now prepared 
to make recommendations; nor is it 
convinced of the advisability of doing 
so at this time. 

He noted that after years of effort 
by previous committees, National 
Council on Compensation Insurance 
has recognized agents of record in 
connection with assigned WC risks. 

Mr. Hatch observed that conditions 
in the committee’s year have been 
abnormal, with fears, uncertainties, 
and generally unstable conditions in 
the casualty field. Rating bureaus have 
lost members. Automobile is chaotic. 
Consequently, the committee, while 
active, has been cautious. It has tried 
to get its work done but avoid im- 
pulsive acts that might embarrass as- 
sociation members or jeopardize their 
interests. He said he believed the com- 
mitee had developed during the year 
a large pool of talent for future com- 
mittee personnel. 


FIRE PREVENTION 
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Harry F. LeCrenier Jr., West Palm 
Beach, said in his report as chairman 
of fire safety and civil defense com- 
mittee that the committee has been 
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unable to have a meeting. Yet there 
is little it can do unless it can get to- 
gether and discuss its problems. He 
recommended that the incoming presi- 
dent attempt to round out next year’s 
committee in such a way as to make 
a meeting possible. 

He also urged that members of the 


committee be selected from regions 
and that a regional chairman be 
named to oversee activity in that 


section. State chairmen might be hon- 
orary members of the committee, to 
bring them closer to the committee. 


Mailing List Was Outdated 


When he took over the committee 
Mr. LeCrenier found the mailing list 
completely out of date. Several per- 
sons on it had been dead for 10 years. 
So the committee launched a program 
of reaching people by personal letters. 
Bulletins didn’t work at all. 

He said that out of his committee 
of five, he finally received answers 
from three. Two have not been heard 
from at all. Committee members should 
be picked as carefully as possible for 
doing a decent job. 

When the committee took over last 
year, there was no program. There 
hasn’t been a program for a long time. 
Therefore, the committee started one 
that can be carried on. 

He indicated that the executive com- 
mittee had approved the idea of put- 
ting out a monthly bulletin to state 
chairmen from the national office. 
This will give them an idea of what 
they ought to be doing that month. 
The committee will get space in 
American Agency Bulletin four times 
a year for material that will reach 
everyone. 


D'spizy Of Material 


The committee will have at each 
convention a booth to display the fire 
safety awards and competitive en- 
tries. He suggested that the committee 
invite representatives of National 
Board, National Fire Protection Assn., 
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etc., to put material there that is avail- 
able for distribution. 

The committee also wants five min- 
utes on the convention program to 
reach members who are attending. It 
also would like a little time before 
National Board of State Directors to 
get them more interested in the com- 
mittee’s activities. He wants to tie the 
committee in with the national ad- 
vertising program. 

The committee is asking National 
Board to consider giving two addition- 
al awards in addition to the one large 
award it gives now, to increase in- 
terest. 

He asked NAIA for six awards to 
local boards using a program similar 
to that of the accident prevention com- 
mittee. This would be broken down 
into town categories by size. This 
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would give the local boards an oppor- 
tunity to take home something from 
the convention. A certificate could be 
used, at a cost of approximately $10 
per certificate or $60 a year. 

Another project is a nationwide 
poster contest to reach towns where 
there are no local boards. 

In addition, the committee intends 
to put together an instruction book 
in looseleaf mimeograph form to send 
to state chairmen and fire safety com- 
mittee members. It can also be made 
available to other agents who request 
assistance, particularly at the local 
level. 

The committee also wants to work 
with the territorial conferences in some 
way. 

Mr. LeCrenier also touched on use 
of the NFPA booklet on the Chicago 
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school fire and distribution by the 
Florida association to 1,800 school 
principals. 

The executive committee approved 
all the recommendations. A full com- 
mittee meeting including all state 
chairmen was held in Chicago. 


AGENCY COSTS 


Agency cost surveys, completed in 
New York and Connecticut last year 
have been or soon will be concluded 
in Iowa, Ohio, South Carolina, and 
Florida, Floyd L. Rice of Pittsburgh 
reported for the agency management 
committee. In addition, surveys now 
are being conducted in Alabama, Ken- 
tucky, Texas, California, New Hamp- 
shire, Delaware, Colorado, Wyoming, 
Nebraska, Oklahoma, and Michigan. 


Studies Underway Soon 








Studies will soon get under way in 
Arizona, West Virginia, New Mexico, 
New Jersey, Rhode Island, Tennessee, 
Louisiana, and Nevada. Eight other 
states have also expressed strong in- 
terest in undertaking the survey with 
NAIA. So far, only two states have 
indicated a disinterest in the studies, 
he said. 

Compilation, tabulation, computa- 
tion and preparation of the reports 
are being supervised and handled by 
NAIA’s department of research and 
development. The expenses of cost 
studies are being absorbed completely 
by the state associations. Mr. Rice ex- 
pressed hope that during the next 12 
months, each of the 50 states will 
have participated in this major un- 
dertaking. 

The practice of conducting national 
agency cost surveys was abandoned 
by NAIA for several reasons, he said. 
For one thing, the income and expense 
factors applicable to the average agen- 
cy in one state bear no relation to those 
of any other state. Also, the size, na- 
ture, and activities of the average 
agency in one state differ quite mar- 
kedly from those of agencies in an- 
other. The Connecticut study revealed 
that the annual net premium volume 
of the average agency amounted to 
$110,000. This average was $60,000 in 
Iowa and $90,000 in Ohio. In one state 
the average agency earned a net profit 
of 1.2%. In another this was more than 
4%. But the difference in dollar profit 
was negligible. This was due to the 
fact that the net premiums of the 
agency in one state was almost twice 
that of the agency in the other. 


Another Difference 


The New York survey showed that 
the average agent spent a significant 
portion of commission income for 
brokers or sub-agents. In other states, 
however, brokerage commissions were 
insignificant. 

Survey facts to date show that the 
amount spent by agencies for adver- 
tising and promotion differs markedly 
state to state. In the peak state, the 
average agency spends $719; in the 
lowest state, the figure is $119. 

Surveys conducted _ state-by-state 
can be invaluable at the national level 
to observe trends, patterns, similari- 
ties, differences and many other im- 
portant aspects of agency operations 
for comparative analysis, Mr. Rice 
commented. The committee hopes that 
rating bureaus will come to the same 
conclusion before attempting again to 
recommend uniform commission re- 
ductions on a _ countrywide basis 
without regard to the many differ- 
ences state to state. 

The committee has named a special 
subcommittee to study effective and 
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practical ways to improve policy for. 
mats so as to reduce processing ap 
recording operations. 

In connection with the Committe: 


Mr. Rice said, the department of pf 


search and development is curren; 
working on several projects. One ig » 
aptitude and personality testing fom, 
to assist in the development of eff. 
tive testing of personnel, sub-agen 
solicitors, and even potential sucegs. 
sors. Shortly, agents will be askeg to 
complete a questionnaire from the de. 
partment which deals with offi, 
equipment, machinery, and _ services 
advertising and promotional efforts 
and other aspects of agency oper. 
tion. This study is long overdue, My 
Rice believes. 


FIDELITY, SURETY 


Though premiums for fidelity any 
surety are on the increase there hy 
been little improvement in losses, anj 
1959 may show less profitable results 
than 1958, Donald H. Denton of Char. 
lotte reported as chairman of the 
fidelity and surety committee. 

Premiums will establish new highs 
this year in both fidelity and surety, 
he said. Associated General Contrac- 
tors of America have estimated new 
construction will reach $53 billion, 
about 7% above the 1958 level. 

Several changes have been made in 
fidelity coverages, he observed. A re- 
vised public employes blanket bond 
and a public school system employes 
blanket bond were brought out. The 
3-D policies and the blanket crime 

Excess bank employe dishonesty 
blanket bond 28 has been revised by 
conforming the coverage generally to 
the broad features of the fidelity in- 
suring clause of standard form 24, and 
incorporating changes suggested by 
American Bankers Assn. This cover- 
age now should have greater appeal 
for commercial banks in the excess 
field. A new clause provides that if ad- 
ditional insured is added to the bond, 
or if through merger, consolidation or 
purchase of assets, deposits of insured 
are increased, there is automatically 














established a new basis for the pre 
mium charge and the _ deductible 
amount. 


Though form 28 was designed to 
provide banks excess insurance at low 
rates, few commercial banks have 
purchased it, he said. American Bank- 
ers Assn. in its Protective Bulletin 
April, 1959, stated that in case of loss 
from the dishonest acts of an officer or 
employe which exceeds the amount of 
the BBB coverage, “it might be diffi- 
cult for a bank to justify having suffi- 
cient insurance when protection is 
available at comparatively low cost 
under the $1 million excess employe 
dishonesty blanket bonds.” 


Inventory Shortages 


Inventory shortages continue to be 
a problem, Mr. Denton noted. Agents 
are occasionally embarrassed when the 
surety declines a claim. The agent 
could have avoided this if he had 
clearly explained the coverage to the 
prospective purchaser at time of sale. 
It is necessary for insured to provide 
conclusive proof of dishonesty in con- 
nection with inventory shortages. 

Mr. Denton said that in spite of con- 
tinued misunderstanding and _ the 
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problems on this type of loss, the com- 
panies have gone about as far as they 
can. Even if the companies were Il- 
clined to pay such losses, he doubts if 
agents could provide enough premium 
to take care of the losses that would 
be reported. 

Simplification of pages in Surety 
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Surety 


. of America’s rating manual on 
individual and schedule bonds is a 
jong term project. However, progress is 
peng made. For example, Pennsyl- 
yania public official rates were re- 
yised and simplified and the manual 
es were reduced from 13 to 3. Ex- 
cept for tax collectors, treasurers and 
their subordinates and notaries public, 
there is now a single rate in place of 
100 separate ones for all other state 
officials and employes at a basic mini- 
mum of $10 per bond. Action will be 
taken in other states on similarly re- 
visng and simplifying public official 
rates. 

Losses On Small Bonds 


Surety losses have not subsided, he 
said. Contract bond claims for 1955-58 
have increased out of proportion to 
100 separate ones for all other stat2 
the increase in premium—85% of 
claims reported are on bonds of $200,000 
or less. This will bring about a re- 
consideration of surety bond under- 
writing and surety, he predicted. 

He urged agents to cooperate fully 
with companies on contract surety 
ponds if they are to maintain a mar- 
ket for desirable contractors. 

He called attention to the fact that 
advisers to the New York City board 
of education and advisers to that city 
felt they could save money by dis- 
pensing with performance and labor 
and materials payment bonds on pub- 
lic works. Such action, while ex- 
tremely serious due to the very large 
volume of work in New York City, 
was even more threatening because 
of its potential spread to other areas. 
Surety Assn. under the guidance of 
Warren H. Gaffney, general manager, 
in collaboration with David Q. Cohen, 
manager of the fidelity and surety 
department of Assn. of Casualty & 
Surety Companies, immediately went 
to work on this problem. Their efforts, 
coupled with the backing of the sure- 
ties and agents’ associations, will, Mr. 
Denton believes, produce results. 


Effort Made Toward Improv-ment 


Much has been done to improve the 
relationship between the surety busi- 
ness and architects and contractors. 
American Institute of Architects has 
published the eighth edition of Hand- 
book of Architectural Practices, which 
goes a long way to present an accu- 
rate and objective treatment of surety 
bonds and the institute’s approved 
forms of bid, performance and labor 
and materials payment bonds. Mr. 
Denton has been in touch with the in- 
surance committee of Associated Gen- 
eral Contractors of America and it in- 
dicated .willingness to work with 
NAIA’s fidelity and surety committee. 

In 1958 the New York legislature 
passed a measure which seems to end 
coercion of contractors in placement 
of surety bonds on all public works 
contracts. This legislation undoubtedly 
will be reviewed by other states and 
could, in time, become a pattern for 
similar legislation elsewhere. It pro- 
tects the agent who rightfully controls 
the account. 


Work On Exemption Program 


The committee has been working 
on a program to exempt bid bonds, 
executed in connection with public 
and private construction jobs, from 
countersignature requirements, since 
the practice serves no useful purpose 
and imposes an unfair burden on 
agent, company and contractor. Legis- 
lation effecting this exception has 

nm enacted in Maine, Nevada, New 
Jersey, New Mexico, New York, North 
Carolina, South Carolina and Okla- 
homa. Legislation is not required in 
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Illinois. Efforts in this area are being 
continued, Mr. Denton said. 


EDUCATION 


Since 1956, NAIA’s educational pro- 
gram has been undergoing many plan- 
ned changes, J. Norvell Trice of Rich- 
mond, Va., chairman of the educational 
committee, reported. This year has 
seen the culmination of perhaps the 
most important of these objectives, a 
program of procuring the best talent 
obtainable to prepare new educational 
material and publications, and a con- 
tract with McGraw-Hill Book Co. to 
publish them. 

NAIA now is contracting with lead- 
ing authorities and educators in vari- 
ous fields of insurance to work with 
the department of research and de- 
velopment in producing new and 
comprehensive educational reference 
material, to be prepared from the 
agent’s point of view. 

The plan is to publish a new work 
every three months or so. The first is 
An Introduction to Property and Cas- 
ualty Insurance by Dr. Curtis N. El- 
liott, chairman of the economics and 
insurance department of University of 
Nebraska. Its publication date is to- 
ward year end. 

The Agent’s Fire-Time Element 
Insurance Handbook also is being 
completed by Dr. Victor Gerdes, a 
member of the insurance department 
faculty at New York University and 
former head of the research depart- 
ment of Assn. of Casualty & Surety 
Companies. 


FICTITIOUS GROUPS 


In his report as chairman of a spe- 
cial committee on property-casualty 
group insurance, Cooper M. Cubbedge 
of Jacksonville said that 24 states that 
have ruled or legislated against such 
groups are Alabama, Alaska, Colorado, 
Florida, Georgia, Hawaii, Illinois, Iowa, 
Kentucky, Maine, Maryland, Missis- 
sippi, Missouri, Nevada, New York, 
North Carolina, North Dakota, Ohio, 
Oklahoma, Oregon, Rhode Island, Utah, 
Washington, and West Virginia. _ 

However, much more needs to be 
done, he said. Departments which have 
not issued rulings should be urged to 
act as early as possible by state asso- 
ciations. NAIA has brought the prob- 
lem to the attention of National Assn. 
of Insurance Commissioners, which has 
appointed a subcommittee on fictitious 
groups—fire, casualty and surety. At 
the last two NAIC _ subcommittee 
meetings National Board supported 
NAIA’s efforts to secure department 
rulings. 

In recent months, he said, reports 
have been received of a number of 
property-casualty group plans. These 
include Assn. of Oilwell Servicing 
Contractors, Ben Franklin Stores, 
Bowling Proprietors Assn. of America, 
Boys Club of America, Brown Fran- 
chise Stores, Champlin Dealers, Chi- 
cago Pharmacal Co., Chrysler Corp., 
Dealers Enterprise Plan, Cleaners & 
Launderers Group Bailee Insurance 
Plan, Dairy Queen National, GLF- 
Group H.&A. Plan, Independent Gro- 
cers Assn. of America, Liquefied Pe- 
troleum Gas Assn., Masonic Lodge 
Group, National Assn. of Cemeteries, 
National Travel Club, National Tuber- 
culosis Assn., O. K. Rubber Welders 
System, and Standard Pressed Steel 
Co. 

Some of these plans have been 
terminated. Several plans, upon in- 
vestigation, proved not to be group 
plans because of common ownership. 
Also, some of the plans involved A&S 
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Going Around in CIRCLES? 


..-Here’s Your Market for Unusual and 
Hard-to-Place Coverages! 


Errors & Omissions 

False Arrest 

Fire & Allied Coverages— 
Excess & Surplus 

Fire Legal Liability 

Furriers Stock 

Hand Disablement 

Liquor Liability 

Marine—Inland & Ocean 

Malpractice Liability 

Mortality—Livestock, Race 
Horses, Zoo Animals 

Motor Truck Cargo 

Non-Appearance 

Oil Drilling Equipment 

Personal Property Floater 

Products Liability 

Professional Entertainers 

Public Liability & P.D. 

Reinsurance—F acultative, 
Treaty & Excess 

Replacement or Depreciation 

Retrospective Penalty 

Riot, Civil Commotion & 
Vandalism 

River Craft 

Salesman’s Floater 

Travel Accident 

Twin Insurance 

Valued Business Interruption 

Warehousemen’s Legal Liability 

Water Damage 

Workmen’s Compensation— 
Excess per Accident or 
Aggregate 

Yacht—Hull & P. & I. 
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Abstractors Liability 

Accident & Sickness 

Accountants Liability 

Accounts Receivable 

Auto Excess B.I. & P.D. 

Auto Physical Damage 

Aviation—Hull, Liability & 
Accident 

Boiler & Machinery U and O 

Bonds—Fidelity & 3D 

Burgl 

Chattel Mortgage, 
Non-Recording 

Collapse of Building 

Contractors Equipment 

Doctors Disability 
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AVIATION INSURANCE 


Pioneers of “aviation insurance,” the UNITED 
STATES AIRCRAFT INSURANCE GROUP provides 
the aviation market, world-wide, with sound and 
dependable coverage as it has continually for over 
thirty years. 





* Over 50 participating companies with combined multi-billion dollar 
‘assets is assurance of financial stability to meet any situation. 


@ A thirty year record of prompt and 
equitable claim and loss adjustmen's is 
assurance of prompt service whenever 
and wherever needed. 
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@ It has been well said that a “U. S. 
Group” policy is “the most secure insur- 
ance contract ever issued in the history 
of the insurance business.” 


See that your clients have 
the sound protection of 
“U.S. Group” insurance. 


UNITED STATES AVIATION UNDERWRITERS INC. 


Aviation Managers 


110 WILLIAM STREET - NEW YORK 38, N.Y. 
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or life, which are not included in 
NAIA policy opposing fictitious groups. 
Several recent reports are still being 
investigated and some need to be 
handled extremely carefully. The com- 
mittee also has found that proposals 
for group property and casualty in- 
surance have been made by brokers 
acting in their own interest, without 
sanction of the particular organiza- 
tion involved. 


TRAFFIC SAFETY 


Alexander Dean of Minneapolis, 
chairman of the accident prevention 
committee, said the best way NAIA 
can promote activities in this area is 
to help states on projects already se- 
lected by those associations and to 
stimulate interest in approved pro- 
grams in states desiring ideas and sug- 
gestions. 

Four main areas of activity are rec- 
ommended to state associations: Work 
closely with public schools in a com- 
munity on a program of school safe- 
ty; work closely with judges and law 
enforcement officials on youth safety 
meetings in connection with automo- 
bile insurance and traffic safety; pro- 
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mote the No-Acs program of high 
school driver accident prevention spon- 
sored by Assn. of Casualty & Surety 
Companies; and continue to promote 
the high school education program. 
When Assn. of Casualty & Surety 
Companies decided to drop the spon- 
sorship of NAIA’s highway safety 
award program, due to insufficient in- 
terest displayed by local and state 
associations, NAIA approved NAIA 
sponsorship of the contest. Therefore, 
the plaque for the state winner and 
the special commendatory certificates 
for the winning local associations this 
year were provided by NAIA. The 
only difference is elimination of the 
$250 checks which were given to the 
local association winners, Mr. Dean 
said. 
Schinnerer Reports 


Victor O. Schinnerer, of Washington, 
D.C., NAIA’s representative to US. 
Chamber of Commerce, noted that 
Ralph W. Howe of Richmond, Va., has 
been ay pointed to the insurance com- 
mittee. 

Among in’ which 


critical issues 


NAIA has played an important reie 
through 


the chamber include the 





Ambassador for 
YOUR Important Risks 


Today's strongest sales weapon Is competence. It is the 


ability to provide an imaginative and resourceful brand of 


service, unchallenged by other marketing concepts or sell- 


ing techniques. 


But to maintain this high level of insurance statesmanship 


requires ‘behind-the-scenes’ sales support—the kind any 


producer can depend upon to complement his efforts, re- 


flect the good judgment of long range decisions. 


Bowes & Company makes possible through its unusually 


broad facilities in the special risk field. a logical market for 


important risks. Its qualified staff, extensive knowledge of 


markets and conditions and its ability to expedite matters 


effectively, provides a standard of excellence without equal. 


We welcome your inquiry 









99 JOHN STREET NEW 





135 SOUTH LASALLE STREET »- CHICAGO 3. 


Bowes & Company, Inc. 


ILLINOIS 
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battle for a sound dollar, some re- 
straint on labor unions, and resistance 
of the aggressive lobbies after federal 
projects at the expense of the taxpay- 
ers. 

The chamber has been very effec- 
tive in pointing out opportunities for 
government savings, he said. 

The chamber has produced an action 
course in practical politics, a do-it- 
yourself course that any group of 12 
to 20 people can organize and run 
themselves. 

Morton V. V. White, of Allentown, 
Pa., chairman of the NAIA federal 
affairs committee, reported that NAIA 





has followed closely the hearings " 
the Senate anti-trust and mono 

subcommittee. NAIA played an a 
tremely important and profitable Patt} ne 
in the joint industry-Congressional ¢. 


fort a dozen years ago. That effoy|* 


produced public law 15 and reserve 
the regulation of the business to th. 
states. Since NAIA’s philosophy ha; 
not changed, its present efforts are jp 
the same direction. 

Mr. White presented NAIA’s views 
before the subcommittee, and the as. 
sociation and its Washington office 
have kept in close touch with the 
hearings. 





Successful Ad Agent Tells How To Do It 


(CONTINUED FROM PAGE 46) 


full and continuous program of ad- 
vertising, thoroughly planned, and 
prepared by the agency itself because 
there was not available professional 
advertising service and advice in the 
locality. The program won the 1956 
and 1958 Insurance Advertising Con- 
ference award for the best all round 
program in the U. S. for agencies of 
$250,000 in premiums or over. 


Made Own Survey 


In planning the program, Mr. 
cent and his staff made their own 
survey of the community, its needs 
and facilities. It analyzed the agency, 
its services, its abilities and its limita- 
tions. 

The market survey showed that 
Bryan and College Station (Texas 
A.&M.) contained 39,870 people and 
that Brazos County had 49,500. The 
community is located in east central 
Texas, is the largest and most pro- 
gressive city in a 90-mile radius and 
is easily accessible to principal Texas 
cities—which makes it an excellent 
trade territory. 

Its economy is exceptionally well 
diversified among educational insti- 
tutions, farming, ranching, manufac- 
turing, commerce and transportation. 
Specific details were set down, such 
as the fact that the area is the base 
of operations for 562 district sales rep- 
resentatives traveling out of the com- 
munity, that the area is the highest 
for cattle density in the state, that 
bank deposits are 11% above the state 
average, and the like. 


Vin- 


But what about the agency? Here 
again the analysis was _ objective. 
Mitchell-Vincent Co. is a_ partner- 


ship composed of W. C. Mitchell, 59, 
with 36 years of experierce in the 
local agency business in Bryan and a 
specialist in life insurance. J. E. Vin- 
cent, 42, has 21 years of company 
and agency experience, and is a CPCU 
specializing in property and casualty 
lines. 

The agency has been in continuous 
operation since 1873 and is one of the 
oldest in Texas. The staff consists of 
nine exceptionally well trained per- 
sons, plus the two partners as a sales 
force. The agency has 19 companies, 
all stock, which provide adequate 
capacity for almost any line the agen- 
cy considers potentially profitable for 
the insurers. 


Character Of Agency 


The agency is located in central 
downtown Bryan, on the corner, in 
ground floor offices that are modern 
and air conditioned. The majority of 
its accounts are personal but there is 
no controlled business, mortgage or 
otherwise. Volume is favorably balanc- 
ed between dwelling fire, commercial 
fire, personal casualty and life. The 
agency had avoid’i individual hospi- 
talization and health accounts. Prior 


to 1956 it had done no sustained, 
planned advertising. 

The advertising program was 
aimed at maintaining the existing bal. 
ance of business and at increasing the 
volume of quality premiums only. 

What media were available? A dai- 
ly newspaper, a small and a large 
radio station, a TV station, and out- 
door advertising. The ager.cy decid- 
ed to use the newspaner. (It stayed 
away from the college paper because 
it was not looking for student busi- 
ress.) It used the small radio station 
because it was not interested ir, reach- 
ing beyond the county limits, at least 
at that time. Rates were lower on the 
smaller station. Initially it did not use 
TV because of cost but in 1958 it went 
to the use of TV in a big way. 


Sets 1% Budget 


The agency set a budget of 1% of 
premiums, which meant $3,000 in 1956 
and $7,000 in 1959. Advertising themes 
emphasized the age of the agency, its 
favorable location, its integrity and 
know-how, the availability of its 
service 24 hours a day and _ seven 
days a week, and its local, friend- 
ly character. It repeated the theme, 
“year in and year out, you will do 
well with Mitchell-Vincent Co.” The 
pregram stressed continuity, regular- 
ity, and high advertising standards. 

Mr. Vincent detailec now the agen- 
cy employs direct mail, newspaper, 
stuffers, radio, office window, Christ- 
mas letters, desk diaries, and the like, 
and how it has eliminated or reduced 








materially desk calendars, book 
matches, novelty items, Christmas 
gifts, wall calendars, goodwill items, 
company give-aways and the like. 


Direct Mail Program 


The addressograph system for di- 
rect mail has a plate for each cus- 
tomer account properly tabbed for 
each line of coverage and a plate for 
each home owner in the county 
with a home valued at $5,000 or more. 
Specialized mailings are used to an- 
nounce the family auto policy, to tell 
employers of blanket fidelity cover- 
ages, to inform merchants about busi- 
ness interruption insurance, to send 
Christmas shopping lists in November, 
and a big effort to tell about the 
comprehensive dwelling policy wh<2 
it was introduced in Texas in 1957. 
The latter was so successful the 
agency was unable to keep up with 
the inquiries. 

In the newspaper the agency runs 
every Friday a column under the 
heading “Weathervane.” An artist de- 
signed an agency trademark for use on 
all advertising, a cocky little weather- 
vane in which the points of the com- 
pass are M-V-M-V_ instead of 
N-S-E-W. 

Every mailing that goes out of the 
office (except to companies) contains 
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[: sales idea selected for appropriate- 


The Weathervane edition of world 
news was used daily for the three 
years 1956-58. This had a modernistic 
sund effect and commercials which 
Mr. Vincent personally announced. The 
personal announcing caused much 
favorable comment. This has been re- 
placed with spot announcements that 
sell the individuals in the agency. 

The agency went on the air in April, 
1956, with an emergency broadcast 
when the city was struck by a tornado. 
This was in the nature of reassurance 
that though the agency’s phone was 
knocked out the agency was on the 
job, adjusters were at work, insured 
should protect property from further 
damage, and not to worry. 

The office window contains news 
pictures, changed daily; an illuminated 
clock, a barometer, and a window 
theme with copy changed weekly, and 
itis lighted till midnight. 


Christmas Gifts 


Larger accounts were given crates 
of citrus fruit at Christmas for 20 
years and it was inexpensive and very 
popular. The wife of every married 
policyholder received a_ leatherette 
desk calendar and greeting, 1,400 in 
1956. Both were discontinued in 1958 
with a Christmas letter pointing out 
that so many firms were giving similar 
gitts that many duplicates were thrown 
away. So the agency, it told clients, 
decided to take the same money and 
donate it to a charity. 

The agency furnishes desk diaries to 
about 600 clients. Since there is a high 
percentage of professional people in 
the area, this has been quite popular. 

Except for household inventory 
booklets, the agency has dispensed 
with all give-aways. 

It maintains a tray of pennies in the 
office for those who need them for 
parking meters. They can make change 
or help themselves. The $10 worth of 
pennies has lasted approximately one 
year. 

The advertising program is being 
constantly refreshed, program formats 
changed, and material kept new and 
in tune with current trends, Mr. Vin- 
cent observed. This is a big job, ex- 
pecially if the agency is trying to do 
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it by itself. 

The agency has learned a lot. For 
one thing, direct mail is not effective 
unless it is followed up. Consequently, 





Farmers Mutual Auto 


Makes 3 Promotions 


Farmers Mutual Auto of Madison has 
made three promotions. James O. 
Pfefferle, who joined the company in 
1949, becomes actuary, and Louis S. 
Olson, who went with the company 
the same year, replaces him as staff 
casualty underwriter. He had been 
head A&S underwriter. Maurice J. 
Nicolay goes from sales training super- 
visor to sales training manager for 
both Farmers Mutual Auto and Ameri- 
can Family Life. 


New Adjusting Office In Neb. 

Great Plains Engineering & Adjust- 
ment, managed by P. J. Lambe, has 
been organized to handle claims within 
a 200 mile radius of Omaha. Great 
Plains specializes in heavy equipment, 
cargo, long haul, aviation and oil rig 
losses for all lines of coverage. 


Northwest Adjustment Co. has 


opened a branch office at Devil’s Lake, 
N. D., with Joseph Teigen as man- 
ager. For 10 years he was with West- 
ern Adjustment, the last 24% as man- 
ager at Devil’s Lake. 


HieNATIONAL UNDERWRITER 


Mitchell-Vincent has geared its vol- 
ume of direct mail to the time the 
staff has to follow up. By 1958 the 
agency realized that personalized ad- 
vertising is the most effective, and the 
program was modified throughout to 
reflect that discovery. 


Results Of The Program 


In appraising results of the 1958 
advertising, the agency found that 
renewals were higher than is usual for 
an agency of this size in the area. New 
business exceeded quotas by 90%. A 
spot check showed that agency pres- 


tige was enhanced. For example, one 
client said he knew his interests were 
better served by this agency. Another 
who considered going to a _ direct 
writer decided to stay at home because 
he was among friends. Still another 
changed to a direct writer and then 
returned to the agency because he felt 
it was personally interested in him. 

No other agency is as well known 
to as many persons in the county, he 
said. To illustrate, the agency employed 
a young man who had been working 
for a life company, sent him to a com- 
pany fire, casualty and bonding train- 
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ing school. When he started selling, 
he did well. However, the thing that 
impressed him most is that in two 
years of sales solicitation, he has yet 
to find anyone upon whom he was 


calling who had not heard of the 
agency and did not have a warm 
regard for it. 

Mr. Vincent said that if an adver- 


tising program of this sort fails, it is 
because the agent does not have the 
ability to stop being an office manager, 
become a salesman, and get out to 
take advantage of doors advertising 
has opened. 
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NAIA Readies 1960 Big | Advertising 


(CONTINUED FROM PAGE 45) 


sage today. The NAIA program has 
taken cognizance of this, hence it 
should prove a success, he believes. 

The first three winners of the Town 
Crier awards of NAIA are Aetna 
Casualty, Great American and U.S.F.& 
G. 

The awards, conceived to give in- 
dustry-wide recognition to those com- 
panies giving most support to the 
advertising program of NAIA at the 
consumer level, are to be given an- 
nually to the company executives re- 
sponsible for the creation and execu- 
tion of NAIA-supporting programs. 

W. E. Pullen, president, and T. 
Ramsey Taylor, director of advertising, 
accepted the awards for U.S.F.&G. 
For Aetna Casualty, A. D. Bryan, as- 
sistant vice-president and _ Robert 
Brown, advertising director, took the 
award, and for Great American, 
Walter R. Ewald, vice president, made 
the acceptance. 

The fund raising phase of the 1960 
advertising program opened with the 
presentation of a check for $17,790 
by the Florida association. The check 
was presented to Mr. Johnson, by Neil 
Coates of Orlando, president of the 
Florida association. 

The 1960 program anticipates using 
ads in national magazines once a 
month—starting in the spring. Every 
state reaching 70% of its “basic mini- 
mum goal” of contributions to the 
campaign will receive 13 weeks of tel- 
evision programs. 

Life, Look and Newsweek are the 
magazines suggested in the presenta- 
tion. 

In addition, states reaching 100% 
of their basic goals have a chooice 
receiving an additional 13 weeks of 





Windsor Reports 
For AEC Committee 


(CONTINUED FROM PAGE 50) 


tomers, in which the bank pointed out 
graphically how inflation is affecting 
replacement cost of real property. The 
folder stressed the need for adequate 
coverage. Similar folders have been 
distributed by Fidelity Union Trust of 
Newark, Continental Illinois National 
Bank of Chicago, Chase Manhattan 
Bank of New York, and National Com- 
mercial Bank & Trust of Albany. These 
go out with monthly bank statements, 
and with monthly mailings to those 
making mortgage payments. 

Mr. Windsor suggested that agents 
call the matter to the attention of their 
banks. 

Some companies in one agent’s area 
have made special filings on dwelling 
properties without specific mention of 
distances from public fire hydrants 
with adequate water supply. In the 
dwelling study now being conducted, 
one of the subjects to be considered is 
expansion of suburban and semi-sub- 
urban areas including water supply 
and fire protection equipment. This 
study may develop sufficient data to 
justify some change in the existing 
method of developing dwelling rates 
in protected areas, he said. 

A series of 20 separate meetings are 
being held with field clubs throughout 
EAC territory, Sept. 8-Nov. 2, to create 
panels of field men to. conduct sales 
forums at local board meetings. These 
are designed to inspire the sale of 
newly recommended business _inter- 
ruption form 3 for mercantile risks in 
the smaller communities, Mr. Windsor 
noted. 
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TV or newspaper or outdoor advertis- 
ing. 

States exceeding their basic mini- 
mum goal will receive additional TV 
or an equivalent amount of newspaper 
or outdoor advertising in the state at 
their option. 

The television commercials proposed 
for use during 1960 combine cartoon 
and live actions and are designed to 
“entertain viewers as well as persuade 
them.” 


Special Committee Reports 


The special committee under Mr. 
Walsh unanimously recommended a 
minimum quota for each state except 
Washington, which does not partici- 
pate. The minimums are based on total 
NAIA membership except Washing- 
ton as of May 1, 1959. Total mem- 
bership of 33,493 was divided into $2 
million to develop the per agency 
charge for the goal and then 55% of 
this figure developed the per agency 
minimum to develop the p reviously 
attained amounts. This figure was 
then adjusted by 2% to allow for de- 
ficiencies. 

The committee recommended that 
the formula for determining contribu- 
tions of $1 per $1,000 of premium be 
continued, with the minimum con- 
tribution of $25 per agency. 


Total Quota: $1,193,335 


The committee recommended that 
the 1961 minimums be increased 10%, 
in 1962 another 10%, and so on until 
the $2 million goal is reached. The 
total quota is $1,193,335, with Massa- 
chusetts’ quota not yet worked out. 

A feature of the campaign is to be 
advertising in Look magazine which 
will contain names of agents who 
contribute to the Big I campaign, the 
names to appear in Look regionally. 
Ten percent of the Big I total will be 
allotted for this. 

George Hanson, counsel, discussed 
the tax question involved in this proj- 
ect. Thomas A. Harman of Seattle 
strongly objected to the Look pro- 
gram because it distinguishes between 
members of NAIA. It will tend to 
break down NAIA by setting one 
member against another. Others, 
however, approved the idea. John P. 
Wilson Jr. of Mobile noted that in lo- 
cal boards some agents want their 
names to appear on group advertising 
and pay for it while others don’t want 
this and don’t pay for it. There are 
no fights over this, he said. 


Report From Tennessee 


F. E. McGlaughon of Kingsport re- 
ported that Insurors of Tennessee had 
written all of the agency companies 
operating in that state urging support 
of the Big I campaign. He said it is 
estimated 75% of the business done by 
those companies comes from members 
of the state association, and he believes 
this is a realistic national adverage. 
Two large company groups were asked 
for their Tennessee total and the total 
business written by association mem- 
bers. One reported the latter figure 
was 59% and the other 64%, including 
national business not placed through 
Tennessee agents. 

“Here we are piddling along with a 
$1 million program when we could 
have a $10 million one that will go 
somewhere,” he declared. 

Craig Thorn Jr. of Hudson, N. Y., 
said agents are asking in that state 
why companies aren’t participating in 
the Big I. 

President Archie M. Slawsby said 


that no one can write ads that will 
please all the companies. The empha- 
sis on the agents’ ability to get claims 
settled favorably to insured—one way 
he earns his commissions, he said—is 
the kind of thing the NAIA ought to 
sell. Also, he noted that the state na- 
tional directors had directed NAIA to 
go it alone on the Big I. 

Mr. Wilson said the insurance de- 
partment in his state is getting some 
complaints about the claim settlement 
theme and said he hoped agents are 
safe with respect to liability. Mr. 
Slawsby said that in addition to con- 
sulting NAIA’s counsel, who con- 
sulted outside counsel, NAIA has pur- 
chased a deductible liability policy. 

Roger Chickering of Oakland dis- 
cussed the National Bureau-National 
Automobile Underwriters Assn. merit 
rating plan and its revisions. He said 
some companies are declining business 
on risks with four, five or six points. 
Many companies now require a signed 
application only on new business. 
Some don’t require signature of ap- 
plicant. 

William Leslie Jr., general manager 
of National Bureau, pointed out that 
the plan is based on unquestionable 
proof that the driving record is related 
to the individual’s accident record. It 
is also based on the knowledge that 
the success of the direct writing com- 
pany salesman is keyed to the produc- 
tion of new business. If the bureau 
companies can stop the growth of di- 
rect writers, that will keep them busy 
trying to figure out how to keep their 
sales force together. 


Company-Agent 
Parley’s Future 
Is Big Topic 


(CONTINUED FROM PAGE 50) 
members for their interest in “bu- 
reaucrats” and assured them he ex- 
pected to stay gainfully employed. 

Aside from reading minutes of last 
spring’s Oklahoma City meeting, the 
only other business was Mr. Byrne’s 
report on the June conference with 
the companies. As announced at Ok- 
lahoma City, future company-agent 
meetings will be held in the winter, 
so the matters will still be fresh when 
the conference holds its annual meet- 
ings, and the next session will be in 
Chicago in February. Several matters 
were closed with prospects of favor- 
able action, particularly revision of 
dwelling manuals to include supple- 
mental coverage rates, so agents need 
refer to only a single manual to rate 
these risks. Some progress has been 
made in elimination of minor trans- 
actions, Mr. Byrne said. Many audit 
bureaus now do not send errors of 
less than $2 back for correction, but 
the companies still feel it is not feasi- 
ble to waive small additional or re- 
turn premiums. 


Difference Of Opinion 


There is a difference of opinion 
among agents about deductibles. Mr. 
Byrne said the windstorm “buy back” 
deductible program has been well ac- 
cepted. Some, but not all, agents are 
favorable to “across the board” de- 
ductibles, but standard fire policy 
laws pose a problem. A mandatory 
lightning deductible, to eliminate 
questionable losses, has its supporters 
and opponents. 

Competition on _ public buildings 
from. Factory Mutuals and. other 
groups is still a sore point. Mr. Byrne 
said the companies still seem unwill- 
ing to authorize superior treatment 
for these risks, but the recent offer- 
ing by a large independent stock 
company of agreed amount coverage 
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Outlines Realistic 
Plan For Eftective 
Agent Advertising 


(CONTINUED FROM PAGE 50) 
a realistic goal in terms of what the 
agent expects his advertising to ag 
complish. What type of business dog 
the agent particularly want to get 
homeowners, automobile, or commer. 
ial, and what particular audience is he 
trying to reach? Factors that will affeet 
edvertising include the size of town, 
size of agency, type of media available 
in the locality, type of audience which 
comprises potential customers, ang 
the degree to which the agency may 
be losing business to competition. 


Advises 3% For Advertising 


As a rule of thumb, he adviseq 
agents to spend a minimum of 3% of]; 
commission income on all advertising 
including contributions to the national 
program. This figure is based on sur. 
veys that have been made of agenty 
advertising budgets. 

In New York state the average agent 
member of NAIA spent 3.4% of com- 
missions on advertising. In Connectj- 
cut the figure was 2.7%. 

Media will vary widely from area to 
area. Newspapers may be the best 
medium. Or, if that is too expensive 
in the locality, the agent should con- 
centrate on reminder advertising, such | 
as key chains, blotters, calendars, and 


the like, if he is to get the most for |" 
his money. — 


If the agent can’t get a local ad-]}. 
vertising agency to help, Mr. Schaffer 
advised asking media for assistance. 
For example, the newspaper advertis- 
ing manager will be glad to help plan 
and place the advertising, or the 
advertising manager of radio or Ty |“ 
station. that 


Budget Is Important 


The most effective advertising is 
continuing rather than sporadic. This 
is one reason for establishing an an- 
nual advertising budget. By spacing } 
advertising throughout the year, the 
agent will continuously remind the [ft 
public of his name and services. The 
same ideas and even the same ads 
should be repeated several times dur- 
ing the year. Sometimes the fourth or | 
fifth impression of an ad—or of a [.. 
selling point—is the one which con- | 
vinces the reader. 

Timeliness is vital. The local adver- 
tising should coincide with the NAIA F° 
advertising. If the message can be 
related to some local or seasonal event, 
so much the better. 

Using the NAIA seal and ad themes 
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on schools may help change this atti- | 
tude. Factory Insurance Assn. is will- 
ing to consider superior treatment of 
multiple occupancy buildings, on an 
individual risk basis, provided one 
party is responsible for the fire pro } 
tection of the building. 

Other matters on which Mr. Byrne 
expects progress will be made are a 
general understanding of what “col- 
lapse” means in broad forms, aboli- 
tion of rate differentials between 
wood shingle and approved roof 
dwellings, and reporting business in- 
terruption insurance, the latter prob- 
lems being apparently relieved by the 
changes now going into effect. : 

Mr, Hemphill announced that the 
Midwest Territorial Conference wi 
meet in Cincinnati April 23-27, i 
conjunction with the mid-year meet- 
ing of national board of state diret- 
tors of NAIA. The 1961 meeting will 
be in Chicago. 
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ai benefit the agent directly. Every 
rtion of the agent’s personal adver- 
ising program should incorporate the 
NAIA seal. 

i: Appropriate Ideas 


deas 
which are 


and promote policies 
especially appropriate in 
the area, Mr. Schaffer advised. For 
example, in a rural community the 
qgent will want to stress farm insur- 
ance. 

"Much of the NAIA tie-in material, 
sarticularly the direct mail folders and 
letters, can be effective if personalized 
and worked into the agent’s local ad- 
yertising. 

But, he cautioned, the agent will 
till have to develop his own leads. 
personal follow-up will always be 
needed to make the sale. 

Some types of media are relatively 
inexpensive and could be included in 
the promotional program of even the 
smallest agency. Others should be used 
wnly by an agent or local association 
prepared to invest a more substantial 
amount in advertising. It depends on 
cost. 

Direct Mail Inexpensive 





The least expensive media 
telephone directory, display. Direct 
mail (reminder), is relatively inex- 
pensive, as is also newspaper, outdoor 
billboards and posters, and radio. TV 
and national magazine ads are the 
most expensive. These are, however, 
generalizations; any particular adver- 
tising medium in a particular area 
may not conform to this pattern, he 
said. 

Two studies of insurance advertis- 
ing, conducted at substantial expense, 
were discussed by Mr. Schaffer as 
being suggestive to the agent who is 
planning to advertise. The National 
Bureau survey of what determines 
automobile insurance buying showed 
that people regard cost as of prime 
importance. Second most important 
factor was service. But by service the 
average respondent meant the prompt 
settlement of claims. That is valuable 
information, he said, and he recom- 
ended that agents harp on it in all 
the advertising they do. 

State Farm Study 


The second study was one conducted 
for State Farm in 1954. One of the 
main conclusions was that the com- 
pany must sell more than price. One 
thing which supported this conclusion 
was that while people are interested 
in cost, they first of all are buying a 


is the 





rantee which they find difficult to 
valuate. “Hence,” that study pointed 
ut, “they want assurance that a com- 
y can be depended upon to provide 
th the protection against financial 
oss and the emotional support they 
k. The latter has to do with the 
feeling by the insured person that he 
Ss not alone in facing uncertainties, 
put that someone will be on his side 
in the event of trouble. 
“Several reasons were given as to 
Why people find it difficult to evaluate 
he promises an insurance policy re- 








V Star Takes Bow 

Bob Rockwell, star of the new tel- 

“sion series “The Man from Black- 
wk,” made a brief appearance at the 
ning of the Tuesday NAIA session. 
show, scheduled to start early in 

tober with a non-insurance sponsor, 

‘atures the adventures of an inves- 
ator for a mythical insurance com- 


a F. LeCrenier Jr., West Palm 
“ach, chairman of NAIA’s fire safety 
mmittee, presented Mr. Rockwell 
ith a certificate making him hon- 
ty chairman of the committee. 
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presents. They feel that they cannot 
really understand insurance and its 
complex language. In addition, they 


tend to be suspicious because of stories 
they have heard about companies not 
paying off because of unsuspected 
technicalities. Hence, the need for 
assurance is especially great.” 

The study showed that price is used 
to some extent as a gauge of quality, 
and that cheap insurance is suspect. 
Exclusive use of a price appeal, then, 
might be ineffective, according to the 
State Farm survey. In seeking assur- 
ance, people ask others about their 


experiences because they believe that 
only experience will really reveal 
whether a company will keep its pro- 
mises. This helps to explain why 
word-of-mouth was found to be such 
an important medium of information. 

Mr. Schaffer advised agents to ham- 
mer home on some of these fears to 
show why people should buy from the 
independent agent. 


Emotionally Upset 


The State Farm study noted that 
people who turn to their insurance 
agents after an accident often are 


61 
emotionally upset. Their need for 
emotional support as well as other 


assistance and the implications of this 
for the agent had not received detailed 
attention in the past. 

Once the agent learns what works 
for him, he should concentrate all his 


advertising on this approach, Mr. 
Schaffer advised. 

Local advertising can pay off for 
the agent, Mr. Schaffer said, if he 


plans it intelligently, tests the media 
and approaches that work best in his 
area, and continues advertising regu- 
larly over the years. 





Another Extra from the Hartford... 





The Junior Fire Marshal Program 


...an exclusive community service 
by Hartford Fire Agents 


gram reaches not only children, but parents, local officials, 
educators, editors . . . practically everybody in town! 


The Junior Fire Marshal Program is one more example of 
- another 


the continuing support Hartford gives its agents . 
extra from the Hartford. 


HARTFORD 


Fire Insurance Company 


GROUP 


Protection for family... 
home...car... business 


Here’s the year-round public relations program that makes 
friends and builds goodwill for Hartford Agents everywhere. 
Beginning in the Fall, thousands of agents will again promote 
the Junior Fire Marshal Program in their local elementary 
schools . . . and. help teach over four million children fire 
prevention and safety habits. 

The Junior Fire Marshal Program gives these agents 
“something extra” . . . an exclusive community service that 
sets them apart in today’s competitive market. 

The fire prevention material available through this pro- 






HARTFORD FIRE INSURANCE COMPANY + HARTFORD ACCIDENT AND INDEMNITY COMPANY - 


CITIZENS INSURANCE COMPANY OF NEW JERSEY, HARTFORD 15, CONN. - 
MASS. - 


HARTFORD LIVE STOCK INSURANCE COMPANY 
THE COLUMBIAN NATIONAL LIFE INSURANCE COMPANY, BOSTON 12, 
NEW YORK UNDERWRITERS INSURANCE COMPANY, NEW YORK 38, N. Y.* TWIN CITY FIRE INSURANCE COMPANY, MINNEAPOLIS 2, MINN. 
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Editorial Comment | 
The Voice Of Experience 


One of the really serious wrongs in 
American business today is the pen- 
chant for wallowing in welters of 
paper work and administrative detail. 
Some companies have literally hun- 
dreds of people keeping records on 
each other and passing interoffice 
memoranda back and forth. Very often 
there appear to be more memo writers, 
readers and filers than productive 
workers in large offices. The cost of 
this over-administration is staggering, 
not only in salaries paid to paper 
shufflers, but in the general slow- 
down effect it has on all operations. 

Business organizations, like indivi- 
duals, can be rated according to their 
intelligence quotient. The IQ is the 
sum total of the firm’s characteristics. 
A sure sign of a low IQ company is 
one that needs complex organization 
charts defining rigid chains of com- 
mand for its management. This is a 
dead giveaway that the firm is top- 
heavy with over-specialized people 
who are helpless if called upon to do 
anything outside the narrow bounda- 
ries of their specific assignments. 

One of the most efficient companies 
I know is a large firm that has never 
had an organization chart. The corpo- 
ration’s executives don’t care who gets 
credit for what, and are willing to 
shoulder the blame for their own er- 
rors. They work with a bare minimum 
of procedural rules and controls, com- 
mittee meetings and memoranda. 

Overspecialization and the division 
of a company’s management. struc- 
ture into a honeycomb of airtight com- 
partments defeat the very purpose of 
management—to provide leadership 
that is flexible and capable of quick 
adjustment to new _ situations and 
changing conditions. 

Insurers face new situations and 
changing conditions, and they should 
be interested in the foregoing com- 
ments by J. Paul Getty in an article 
in Look magazine. Mr. Getty knows 
something about management. He 
made his first million when he was 
24 years old and has devoted his life 
to business ever since. He owns or 
controls more than 50 enterprises— 
tanker fleets, refineries, oi] companies, 
oil reserves and hotels. Amung his in- 
terests are Minnehoma Ins. Co. and 


Minnehoma Life of Tulsa. 

Mr. Getty takes a hard look at other 
corporate phenomena in the Look ar- 
ticle. He notes the reluctance of young- 
er executives to accept responsibility, 
and their preference for the commit- 
tee system where decisions are made 
by majority vote. He feels that the 
main reason for today’s endless com- 
mittee meetings is a feeling of inade- 
quacy among executives, coupled with 
fear of sticking their necks out. This 
leads them to the shelter of committee 
action which makes it much harder 
to blame an individual when things 
don’t pan out as expected. 

Mr. Getty has some harsh words 
for elaborate employe relations pro- 
grams, based, in his view, on the mis- 
taken theory that the average em- 
ploye doesn’t want to do a day’s work. 
The morale builders seem to think 
that he must be bribed with extra- 
neous frills. Mr. Getty thinks this is 
degrading to employes. They don’t 
need company newspapers full of in- 
ane gossip, nor do they need pep talks, 
song fests, special interest clubs or 
sports leagues. 

All worthwhile employes, in Mr. 
Getty’s experience, have the same de- 
sires—efficient, fair and trustworthy 
employers who provide adequate work- 
ing conditions, reasonable wages, a 
measure of security and opportunity 
to progress. The average worker also 
appreciates his employer’s interest in 
his activities. Too often, the $50,000 
a year executive, who fails to demon- 
strate such interest by personal visits 
in the shop or general office, makes 
a mistake that costs his firm many 
times his own salary in terms of lost 
potential. Employes deserve the re- 
spect and personal attention of their 
supervisors, and they’ll repay these 
courtesies by hard work. 

Many of the judgments passed by 
Mr. Getty on management have been 
expressed by other commentators. 
None of them, however, is active in 
the management of more than 50 
business enterprises, as is Mr. Getty. 
He is not a grandstand critic. He is in 
tne thick of the scrimmage. His com- 
ments and advice may be useful to 
others who have to carry the man- 
agement ball.—J.N.C. 


Personals 


Two executives of Sayre & Toso- 
W. B. Brandt. & Co—H. E. Sayre, 
chairman, and Webster M. Hotter, 
manager of the Lloyds department at 
San Francisco—are visiting company 
representatives in The Hague and 
London. Mr. Sayre will also attend 
the annual conference of International 
Union of Marine Insurance while he 
is in England. 


Charles Peterson, vice-president of 
Maryland Casualty, and Mrs. Peterson 
received word while attending the 
NAIA convention in Chicago of the ar- 
rival of their first grandchild—a boy. 
The father is Henry Peterson, a junior 
at the University of Virginia. 


John Q. Day, 96, St. Louis broker 
who has been in the insurance busi- 
ness most of his life, was made an 
honorary member of the St. Louis 
Board in recognition of his many years 
of membership and loyalty to the 
board. 


Herbert Corson of Nashville, once 
quite active in the metropolitan and 
large lines agents’ committee of NAIA, 
attended this convention, his first in 
several years, in a wheel chair. He 
was on hand in the interest of reviving 
that committee’s activities, along with 
Guy Warfield Jr. of Baltimore, past 
president of NAIA, Walter Sheldon of 
Chicago, also a past president, and 
others. Among other plans is one to 
reissue the directory of such agents. 


Edward F. Gaston, president of 
American District Telegraph Co., was 
honored by business associates and 
friends in the electric protection in- 
dustry at a luncheon in New York to 
mark his completion of 50 years with 
the organization. He joined ADT as a 
temporary employe in 1907. In 1909 
he returned to the organization on a 
permanent basis, completing his stud- 
ies through evening courses. Mr. Gas- 
ton has been plant foreman, plant en- 
gineer, assistant secretary, general 
superintendent of plant, vice-presi- 
dent, and president since 1951. 


Murray D. Lincoln, president of Na- 
tionwide Mutual, was awarded the 
Order of Grand Official of the Italian 
Republic at ceremonies in Rome. The 
award was conferred by Benignini 
Zaccagninni, minister of labor and co- 
operation, in recognition of Mr. Lin- 
coln’s work as president of the Cooper- 
tive League of the United States in 
the establishment of the Financial In- 
stitute of Italian-American Coopera- 
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tion. The institute was set up in 1955[ to 
to encourage the development of ¢. vent 
operatives in Italy. The award also | wi 
cited Mr. Lincoln for his work with! 999 
CARE. He was president of CARR chai 
from 1145 to 1957, and is now chaj, 


Deaths 


T. S. PRESCOTT, retired assistan 
manager of the southern departmen; 
of Hartford Fire, died. His father, the 
late W. R. Prescott, was manager of 
the southern department for 40 years 
An outstanding golfer, T. S. Prescot 
was at one time amateur champion gj] M 
Virginia. 

CHARLES B. BURCH, 68, vice. 
president of Michigan Mutual Liabjj. 
ity, died at Royal Oak. He had beep 
with the company since 1921 when he 
joined the compensation underwriting tual 
department. In 1936 he was appointed 
secretary and in 1945 he became vice. 
president-secretary and was electeda| E. 
director. He became Ist vice-president] gele 
in 1954 and was named a depart-| agel 
mental vice-president in 1956. Jam 


NED SCALES, 40, partner of Coates} — 
& Raines agency and president of Ark. 
ansas Fire Prevention Assn., died at his 
home following a heart attack. A na- 
tive of Gridley, Kan., Mr. Scales moved 
to Arkansas after service in World War 
II and joined Ray Morgan & Co. agen-| By 
cy of Little Rock. In 1949, he went} ™ 
with Home as farm special agent, tray- 
elling eastern Arkansas. In 1953 he} etn 
joined Coates & Raines. Aetr 


OWEN MEREDITH SR., 71, partner} 4™* 
in the Owen Meredith & Sons agency 
of Tuscaloosa, Ala., died there after a} Ame 
sudden illness. He had been in insur-] Bost 
ance since 1921 and was also a direc-}| ©" 
tor of Birmingham F.&C. Fed 


HERBERT E. CLARKSON, 46, Chi-| cen 
cago business letter writing consultant, | Gler 
died of a heart attack at a hotel in| St 
Gatlinburg, Tenn., While on his way] y,, 
home from Asheville, where he had] fon 
conducted a clinic for American Mutu- | Is. 
al Liability. Mr. Clarkson, who taught | 2 
this subject at Northwestern Univers- | yas 
ity, had a large clientele among insur- | Nati 
ance organizaions and appeared on | Nat 
many insurance programs. 


LEROY E. SHIPLEY, 56, local agent | %° 
at West Lafayette, Ind., died there. Pho 


E. PAUL CARSON, 60, engineer of } Rei 
the western department of America | Rel 
Fore, died in an automobile accident | * 
near Lincoln, Ill. He joined the Amer- | g,, 
ica Fore group in 1925 with the old | tra 
American Eagle and spent a number 
of years in the Indiana field until be- 
ing transferred to Chicago as an en- 
gineer in 1952. Prior to going with 
America Fore, he was with Indiana 
Inspection Bureau and the George W. 
Pangborn general agency of Indian- 
apolis. 


CHARLES T. BROWN SR., retired 
division manager of Mutual Benefit 
H.&A. at Fort Wayne, died. 


T. ALFRED FLEMING, 85, retired 
director of conservation of National 
Board, died at his summer home i 
Owen Sound, Ontario. Mr. Fleming, 
am ordained clergyman, helped in res 
cue work at the Lakeview school fire 
in 1908 at Collinwood, O., in which 1% 
children and two teachers died. There 
after, his chief interest was fire pre 
vention. He became fire marshal 
Ohio in 1917, and president of the Fire 
Marshals Assn. of America in 1918 I 
1919 he joined National Board to de 
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> in 1955 yelop education programs in fire pre- 
it Of ¢o.' vention. In his subsequent 30 years 
‘ard also with the board, he delivered some 30,- 
ork with yo0 speeches on fire safety. He was 
£ CARR| chairman of the board’s fire prevention 
W chair | week committee from 1920 to 1950 and 
also served as chairman of National 
Fire Protection Assn.’s spring clean up 
committee. 


Ww. E. SHACKLEY, 54, treasurer of 
Central Mutual of Van Wert, died after 
: peing stricken by a cerebral hemor- 

assistant| sage. Mr. Shackley had been with 
‘partment| central Mutual for 31 years, and had 
ther, the| erved as the treasurer since 1949. He 
inager of} was active in many national insurance 

40 yYears.| organizations and committees. 

Prescot} 
mpion of| Mrs. NEWELL R. JOHNSON, 38, 
wife of the general manager of Amer- 
ican Mutual Insurance Alliance, died 
58, vice-| after an illness of several months. In 
al Liabil.| ,ddition to Mr. Johnson, who was in- 
had been| yrance commissioner of Minnesota 
when he} and vice-president of Minnesota Mu- 
lerwriting tual Life before joining the alliance, 
appointed | he is survived by two small daughters. 


ume vice. 

elected a} E. A. BROWNE, agent at Port An- 
president | geles, Wash., died. He operated the 
. depart.| agency with his wife and his son, 
James. He was a trustee of Washing- 


ton Assn. of Ins. Agents. 
les moved 


Stocks 


Co. agen-| By H. W. Cornelius of Bacon, Whipple & Co., 
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Mich. Agents Elect 
Dobson At Chicago 


(CONTINUED FROM PAGE 1) 

of Ontonagon is the new vice-presi- 
dent, and Stuart W. Doty of Grand 
Ledge steps into line as treasurer. 
John V. Clements of L’Anse presented 
the slate as chairman of he nom- 
inating committee. 

Elected to three year terms on the 
executive committee were M. Frank 
McCaffrey, Detroit; Charles E. Gar- 
rett, Kalamazoo; Lawrence K. Bell, St. 
Joseph; Richard P. Lyman, Lansing, 
and Mr. Barnich. 

John P. Old Jr. of Sault Ste. Marie, 
who died May 1, had been treasurer 
and was scheduled to advance at this 
meeting to vice-president. Mr. Bar- 
nich announced that on Aug. 26 the 
executive committee had named John 
P. Old III to fill the unexpired term 
of his late father. 

Although the agents had an abbre- 
viated meeting, they had the oppor- 
tunity to hear two national officers, 
Archie Slawsby, Nashua, N.H., presi- 
dent of NAIA, and Maurice Herndon, 
Washington representative, both of 
whom reviewed developments from 
the national scene. 


Commission Cuts Not 
Auto Answer, Wilson 
Committee Says 


(CONTINUED FROM PAGE 45) 
under the family policy, with a lower 
production cost factor. 

Analyzing filings in a representative 
territory, Mr. Wilson pointed out that, 
in dollars, they result in an increased 
allowance for losses and also for com- 
pany expenses, but, even with a higher 
premium paid by the insured, less 
money for the producer. This cannot 
be justified, Mr. Wilson said, since 
there is no evidence that companies 
will. incur any additional service ex- 
pense. 

The analyses of J. J. Smick, actuary 
retained by NAIA, have been sub- 
mitted to state insurance departments 
in opposition to these filings. While so 
far they have not blocked approval, 
Mr. Wilson said that agents may well 

re for long range results. The New 
York anc Caiifornia situations may 
be particularly critical. Following the 
veto of the “reasonable compensation” 
bill in New York, there is scheduled 
for next month a hearing on a pro- 
posed amendment to the rate law 
which will require that the acquisition 
cost portion of a filing be based on 
past experience only. 

Difference Of 20% 


Mr. Wilson pointed out that previ- 
ous NAIA conclusions that a differ- 
ence of 20% between bureau and in- 
dependent companies can be supported 
on the basis of losses alone has never 
been disproved. He said it has also 
been established that tremendous dif- 
ferences exist between states and that 
no countrywide action can be soundly 
defended. Even figures on loss of busi- 
ness by bureau companies are not re- 
liable, because a number of insurers 
left the bureau during the period in- 
volved in the studies and their rate 
of loss was much greater than that of 
those which remained. 

There was hearty approval of the 
report when Mr. Wilson gave it at the 
Tuesday afternoon session of the state 
directors. On motion of T. A. Harman, 
Seattle, the committee was contin- 
ued. 

Hartford Fire has appointed James 
W. Foley, president and director of 
Texaco, a director. 





CONTRACT TO BUILD 


Seldom known beforehand ...the many causes which lead 
to inflationary liability suits against a contractor. For 
every type of construction, excavation and road work, 
public liability coverages tailored to the job is an absolute 
necessity. At Geo. F. Brown & Sons, Inc., producers receive 
the expert authoritative advice that spells the best pro- 
tection against legal entanglements. 

Let us analyze the needs of your contractor-assureds 
now. And, be sure to ask about our all-risk course of 
construction floater that covers the contractor for all 
properties going into a building under construction. 


Yes ... for unlimited assistance in every form of public 
liability, call — 


GEO. F. BROWN & SONS, INC. 


‘175 West Jackson Blvd. + Chicago 4 » WAbash.2-4280 


116 John Street «© New York38 + WOrth 4-0745 
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